See  our  Telecom  ’87  show  preview  on  Page  30. 


THE  WEEKLY  FOR  LEADING  USERS  OF  COMMUNICATIONS  PRODUCTS  &  SERVICES  VOLUME  4,  NUMBER  41  OCTOBER  12,  1987 


►  LOCAL  EXCHANGE 


►  SWITCH  STRATEGIES 


Access  fees  to  hike  rates 


BY  KARYL  SCOTT 

Washington,  D.C.  Correspondent 


WASHINGTON,  D.C.  —  Users 
could  wind  up  paying  between  7% 
and  10%  more  for  private-line  ser¬ 
vice  next  year  but  could  see  an  av¬ 
erage  2%  cut  in  the  price  of 
switched  service  if  the  FCC  ap¬ 
proves  the  1988  access  tariffs  filed 
by  local  exchange  carriers. 

Local  exchange  carriers,  includ¬ 
ing  the  regional  Bell  holding  com¬ 
panies,  filed  new  rates  for  local  ac¬ 
cess  services  on  Oct.  2,  as  required 
by  the  Federal  Communications 
Commission. 

If  approved  by  the  commission, 
the  access  tariffs  will  go  into  effect 
on  Jan.  1. 

Access  charges  are  the  fees  long- 
haul  carriers  pay  local  telephone 
companies  to  complete  calls 
through  their  networks.  Because 

See  page  46 


Proposed  access  rate 
changes  for  1988 

(20)  (10)  0  10  20  30% 

Bell  Atlantic  Corp. 

1988  revenue  gain: 

$110  million 

Ameritech 
$71  million 

BellSouth  Corp. 

$56  million 

Nynex  Corp. 

$86  million 

New  England  Telephone 
&  Telegraph  Co. 

New  York  Telephone 
Co. 

Pacific  Telesis  Group 
$34  million 

Southwestern  Bell  Corp. 

($198  million) 


US  West,  Inc. 
$58  million 


■  Switched  access 
B  Special  access  network  world  chart 


IBM  sets  new 
PBX  course 

Successors  to  Rolm  switch  line: 
more  power  in  smaller  boxes. 


BY  BOB  WALLACE 

Senior  Editor 


NEW  YORK  —  IBM  introduced  a  digital  PBX  switch  fam¬ 
ily  here  last  week  that  is  70%  more  powerful  and  70%  small¬ 
er  than  current  Rolm  Corp.  switches  and  represents  a  depar¬ 
ture  from  some  of  the  proprietary  technology  used  by  Rolm. 


Rolm  users,  including  officers  of  the  National  Rolm  Users 
Group,  question  IBM’s  commitment  to  support  CBXs.  Page  4. 


The  new  switch  line,  the  IBM  9750  Business  Communica¬ 
tions  System,  ranges  from  100  to  20,000  lines  and  super¬ 
sedes  —  and  is  incompatible  with  —  Rolm’s  mid-range  and 
high-end  CBX  II  switch  family. 

The  switches,  introduced  as  IBM  products  developed  by 

See  page  45 


►  PRIVATE  NETWORKS 

Congress  ponders 
tax  on  equipment 

- —  | 

iOPKX  SYSTEMS:  HOW  OPKX  AUK  Mill  Ili—MB 

Tandem:  Link  to  IBM  now, 
expand  OSI  connectivity  later 

BY  KARYL  SCOTT 

Washington,  D.C.  Correspondent 

BY  PAULA  MUSICH  action  processing. 

senior  Editor  Despite  this  narrow  focus,  Tandem  is 

WASHINGTON,  D.C.  —  The  congressional  Joint  Com¬ 
mittee  on  Taxation  and  the  House  Ways  and  Means  Com¬ 
mittee  are  considering  a  plan  to  levy  a  10%  excise  tax  on 
private  network  communications  equipment,  a  levy  that 
could  cost  users  $1.7  billion  over  the  next  three  years, 

See  page  44 

actively  pursuing  a  multivendor  connec- 
Unlike  the  general-purpose  computer  tivity  strategy.  While  that  strategy  cur- 
vendors  highlighted  thus  far  in  Network  rently  focuses  primarily  on  IBM  systems 
World's  Open  Systems  series,  Tandem  and  X.25  networking,  it  will  eventually 
Computers,  Inc.  serves  a  market  for  a  include  high-level,  standards-based  links 
tightly  focused  application:  on-line  trans-  Continued  on  page  35 
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News 

►  At  a  congressional  hear¬ 
ing  held  in  Boston,  users 
and  vendors  speak  out 
against  the  FCC’s  proposal 
to  levy  access  charges  on 
enhanced  service  provid¬ 
ers.  Page  2. 


►  Data  General  will  work 
with  Japan’s  Nippon  Tele¬ 
phone  and  Telegraph  to  de¬ 
velop  and  manufacture  a 
“new  generation”  of  inte¬ 
grated  communications  sys¬ 
tems  for  private  networks. 
Page  2. 

►  The  new  version  of  Ban¬ 
yan’s  VINES,  touted  by  the 
company  as  the  most  sig¬ 


nificant  release  since  the 
software’s  introduction, 
gets  enthusiastic  reviews 
at  a  users  group  meeting 
last  week.  Page  2. 

►  Users  in  Phoenix  are  at 
odds  with  city  officials 
over  a  dramatic  increase  in 
right-of-way  permits  issued 
by  the  city  for  network 
lines  that  cross  public 
property.  Page  4. 

Features 

►  Data  PBXs,  formerly 
overshadowed  by  digital 
PBXs,  are  back  in  the  lime¬ 
light.  This  week’s  Product 
Comparison  looks  at  veter¬ 
an  products  from  Equinox 
and  Micom.  Page  47. 


►  NETWORK  STRATEGIES 

Insurer  reaches 
out  to  agents 

Continental  gains  market  edge. 

BY  MICHAEL  FAHEY 

Senior  Writer  , 


NEW  YORK  —  Continental  Insurance  Co.  is  increasing 
sales  of  insurance  policies  and  edging  out  competitors 
through  a  $100  million  project  designed  to  provide  top  in¬ 
dependent  insurance  agents  with  information  systems 
networked  to  Continental’s  data  center. 

Continental,  headquartered  here,  last  year  began  lend¬ 
ing,  without  charge,  IBM  System/36s  to  independent 
agents.  The  minicomputers  are  linked  by  dial-up  lines  to 
two  IBM  mainframes  at  the  company’s  data  center  in  Nep- 

See  page  44 
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►  ENHANCED  SERVICES 


Users,  vendors  blast  access  fees 

Foes  line  up  to  lambaste  FCC  plan  at  congressional  hearing . 


BY  MARY  LINEHAN 

Staff  Witer 


BOSTON  —  The  Federal  Com¬ 
munications  Commission’s  propos¬ 
al  to  eliminate  the  access  charge 
exemption  for  enhanced  service 
providers  met  with  a  barrage  of 
criticism  at  a  congressional  hear¬ 


ing  held  here  Oct.  2. 

Speaking  at  the  hearing  spon¬ 
sored  by  Rep.  Edward  Markey  CD- 
Mass.),  opponents  of  the  proposal 
said  that,  if  it  is  implemented,  us¬ 
ers’  communications  costs  would 
increase  from  100%  to  as  much  as 
500%.  They  said  the  plan  could 
cripple  the  emerging  information 


►  LOCAL  NETWORKS 


Users  greet  Banyan’s 
VINES  3.0  with  approval 


BY  PAULA  MUSICH 

Senior  Editor 


WESTBORO,  Mass.  —  Personal 
computer  network  server  company 
Banyan  Systems,  Inc.  last  week  an¬ 
nounced  Release  3.0  of  its  Virtual 
Network  System  (VINES)  soft¬ 
ware,  which  it  touted  as  the  most 
significant  release  since  the  soft¬ 
ware’s  introduction. 

Release  3.0  of  VINES,  shown  for 
the  first  time  to  customers  at  a  us¬ 
ers  group  meeting  in  Newport,  R.I., 


Network  World  wants  to  make 
its  news  coverage  even  better, 
and  for  that  we  ask  your  help.  If 
you  know  of  an  interesting 
event  that  just  occurred  or  is 
about  to  occur,  please  call.  We’d 
also  like  to  know  how  you  opti¬ 
mize  your  networks.  Call  Editor 
Bruce  Hoard  toll  free  at  (800) 
343-6474. 


last  week,  includes  over  100  en¬ 
hancements  and  several  new  op¬ 
tions,  including  support  for  the  De¬ 
partment  of  Defense’s  Transmis¬ 
sion  Control  Protocol/Internet 
Protocol. 

Users  at  the  meeting  and  ana¬ 
lysts  briefed  on  the  release  greeted 
it  with  enthusiasm,  especially  for 
its  improved  security  and  system 
administration  features.  “There 
are  no  other  vendors  hooking  per¬ 
sonal  computers  together  that  pro¬ 
vide  this  degree  of  centralized  se¬ 
curity  and  network  management,” 
said  Mike  Millikin,  senior  analyst 
for  Patricia  Seybold’s  Office  Com¬ 
puting  Group. 

Security  enhancements  to 
VINES  were  made  to  meet  the 
needs  of  existing  customers,  which 
include  many  banking  and  finan¬ 
cial  services  companies,  according 
to  Doug  Gold,  senior  analyst  for  In¬ 
ternational  Data  Corp.,  a  Framing¬ 
ham,  Mass.,  market  research  firm. 

See  page  43 
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services  industry. 

“If  the  exemption  is  eliminated, 
the  young  information  industry,  a 
bright  spot  on  the  economic  hori¬ 
zon,  will  be  impaired,  and  new  ser¬ 
vices  and  approaches  to  the  man¬ 
agement  of  information  will  never 
materialize,”  said  John  Stuckey, 
academic  computing  director  at 
Boston’s  Northeastern  University. 

The  FCC  plan  would  impose  ac¬ 
cess  charges  on  providers  of  en¬ 
hanced  services  such  as  on-line 
data  bases,  time  sharing,  remote 
computing,  electronic  mail,  voice 
messaging,  home  banking  and 
home  shopping.  The  FCC  originally 
exempted  enhanced  service  provid¬ 
ers  from  access  charges  to  foster 
the  industry’s  growth. 

FCC  Chairman  Dennis  Patrick 


argued  in  favor  of  the  agency’s 
proposal,  saying  that  enhanced 
service  providers  should  have  to 
shoulder  their  share  of  access 
charges,  which  are  already  levied 
against  long-distance  carriers. 

“We  must  assure  that  the  regu¬ 
latory  environment  does  not  dis¬ 
tort  the  development  and  growth 
of  this  market  by  continuing  the 
exemption,”  Patrick  said. 

Markey,  chairman  of  the  House 
Subcommittee  on  Telecommunica¬ 
tions  and  Finance,  voiced  strong 
disapproval  of  the  proposal  in  his 
opening  remarks,  calling  the  infor¬ 
mation  services  industry  an  “es¬ 
sential  component  of  our  economy” 
that  is  “still  in  a  critical  nascent 
stage. 

“I  fear  that  this  FCC  proposal 
flies  in  the  face  of  making  informa¬ 
tion  services  accessible  to  every¬ 
one  and  begins  to  bring  us  closer  to 
a  two-tiered  society  of  information 
rich  and  information  poor,”  Mar¬ 
key  said.  “This  information  polar- 

See  page  45 


►  JOINT  VENTURES 


DG,  NTT  will  develop 
hybrid  net  exchanges 

Intelligent  network  gear  in  the  works. 


BY  MARY  LINEHAN 

Staff  Writer 


WESTBORO ,  Mass.  —  Data 
General  Corp.  last  week  said  it  will 
work  with  Japan’s  Nippon  Tele¬ 
graph  and  Telephone  Corp.  (NTT) 
to  develop  so-called  intelligent  net¬ 
work  systems  that  will  combine 
computer  and  integrated  voice/ 
data  communications  capabilities. 

DG,  through  its  Nippon  Data 
General  subsidiary,  will  work  with 
NTT  to  develop  what  a  spokesman 
described  as  “hybrid  exchange  sys¬ 
tems  that  integrate  data,  voice  and 
computer  capabilities  for  intelli¬ 
gent  private  corporate  networks.” 
The  systems,  he  said,  will  be  based 
on  DG’s  MV  class  superminicom¬ 
puters. 

The  spokesman  would  not  di¬ 
vulge  further  details  of  the 
planned  products  but  said  they 
will  utilize  circuit/packet-switch¬ 
ing  technology  and  will  “accommo¬ 
date  important  international  com¬ 
munications  standards,  including 
Integrated  Services  Digital  Net¬ 
work,  Open  Systems  Interconnect 
and  [IBM’s]  Systems  Network  Ar¬ 
chitecture.” 

NTT  will  provide  funding  for  re¬ 
search  and  development  work  to 
be  conducted  at  DG  facilities  here, 
in  Rockville,  Md.,  and  in  Dallas. 
Once  developed,  the  systems  will 


be  manufactured  at  DG  facilities  in 
the  U.S.  and  the  Far  East.  Neither 
company  would  divulge  how  much 
money  will  be  invested  in  the  de¬ 
velopment  project. 

NTT  will  market  the  systems  to 
its  Japanese  customers,  while  DG 
will  market  its  versions  of  the 
products  in  the  U.S.  and  other 
countries.  The  first  Japanese  sys¬ 
tems  are  slated  for  introduction  in 
the  spring  of  1989. 

Colin  Crook,  senior  vice-presi¬ 
dent  of  DG’s  Communications  Sys¬ 
tems  Group,  said  the  computer/ 
communications  systems  will  allow 
users  to  create  intelligent  networks 
“that  cost-effectively  combine 
high-speed  data  and  voice. 

“This  is  the  beginning  of  a  stra¬ 
tegic  partnership  with  NTT,” 
Crook  said.  “We  are  embarking  on 
the  first  step  in  the  development  of 
true  integrated  information  net¬ 
works.” 

Suzanne  Peterson,  an  analyst 
with  First  Boston  Corp.,  a  financial 
services  company  in  New  York, 
said,  “It’s  a  smart  deal  for  Data 
General.  It  plays  to  their  strengths 
in  technology,  in  people  and  in 
marketing.  It  is  also  terrific  in 
terms  of  the  prestige  of  working 
with  NTT,”  she  continued.  “This 
should  settle  any  worries  custom¬ 
ers  had  about  Data  General  folding 
up.”  □ 


Corrections:  In  the  article  as  northwest  district  manager. 
“The  T-l  Dynasty”  (NW,  Sept.  The  column  “Sifting  facts  from 
21),  former  Tymshare,  Inc.  Presi-  fables,”  (AW,  Sept.  28)  shows  a 
dent  Tom  O’Rourke  was  errone-  byline  by  John  Carosella  at  Net- 
ously  identified  as  Ed  O’Rourke,  work  Strategies,  Inc.  The  byline 
Also,  former  Tymnet,  Inc.  West-  should  be  Joe  Healey,  a  principal 
ern  Region  Manager  Audrey  Mac-  with  Network  Strategies.  We  re- 
Lean  was  incorrectly  referred  to  gret  these  errors. 


We’ve  Redefined 
The  High  End 
OfT-1  Networidng 
By  Announcing .. . 


Systems  Connectivity  Architecture . . . 

the  Timeplex  philosophy  to  provide  open  systems 
connectivity  and  support  to  meet  current  and  changing 
needs  of  your  strategic  networks. 

TIME/VIEW  Unified  Netwoifc 
Management  System . . . 

an  integrated,  full-function,  multi-user,  multi-tasking  hier¬ 
archical  system  that,  from  a  single  point,  enables  you  to 
monitor  and  control  your  entire  network. 

TIME/VIEW  enhances  the  native  network  control  capabil¬ 
ities  of  Timeplex  networking  products  with  expert 
systems  and  artificial  intelligence  techniques  to  ensure 
maximum  network  availability.  It  also  embraces  non- 
Timeplex  equipment  via  TIME/VIEW  Open  Access-a 
published  specification  available  to  customers  and  ven¬ 
dors.  The  TIME/VIEW  Bridge  supports  and  complements 
the  IBM  NetView®  network  management  system. 


UNK/100  Series  Digital  Networiung 
Switch... 

a  network  resource  manager  that  handles  up  to  1 44  T-1 
lines  and  up  to  1 5,000  input/output  channels-offering 
true  user-initiated  switching. 

Timeplex  Systems  Connectivity  Architecture  is  a  roadmap 
to  the  future.  To  learn  more,  contact  Timeplex  ...the  con¬ 
nectivity  people.  Send  for  our  SCA  brochure,  today! 


II 


Timeplex,  Inc. 

400  Chestnut  Ridge  Road 
Woodcliff  Lake,  NJ  07675 
(201)930-4600 


TIME/VIEW  and  LINK/100  are  trademarks  of  Timeplex,  Inc. 
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►  PRIVATE  NETWORKS 


Users  decry  Phoenix 
right-of-way  fees 


BY  MARY  PETROSKY 

West  Coast  Correspondent 


PHOENIX  —  Communications 
managers  here  are  at  odds  with 
city  officials  over  a  dramatic  in¬ 
crease  in  the  cost  of  right-of-way 
permits  issued  by  the  city. 

In  order  to  run  network  lines 
over  or  under  public  property,  us¬ 
ers  have  always  had  to  obtain 
right-of-way  permits  from  the  city. 
But  managers  say  their  companies 
are  now  being  asked  to  pay  thou¬ 
sands  of  dollars  —  even  hundreds 
of  thousands  —  for  permits  that 
used  to  cost  them  just  $50  annual¬ 
ly- 

But,  according  to  Mario  Salda- 
mando,  deputy  city  engineer,  Phoe¬ 
nix  is  only  following  the  lead  of 
dozens  of  other  U.S.  municipalities, 
including  Boston,  Houston  and  At¬ 
lanta,  in  revamping  its  right-of- 
way  fees.  He  said  the  permits  were 
originally  intended  to  allow  only 
temporary  use  of  public  rights-of- 
way. 

“The  fact  is,  there  is  really  noth¬ 
ing  in  the  current  ordinances  to  al¬ 


low  people  to  use  public  rights-of- 
way  for  telecommunications,”  Sal- 
damando  said. 

As  a  result,  the  city  of  Phoenix 
is  trying  to  tailor  the  revocable 
permits  to  address  new  networking 
applications,  he  said.  Some  cities 
set  their  right-of-way  fees  as  a  per¬ 
centage  of  a  company’s  annual  rev¬ 
enue,  while  other  cities  charge  a 
set  price  according  to  the  distance 
involved,  Saldamando  noted. 

“We  are  hopeful  we  can  stan¬ 
dardize  this  in  a  simple  ordi¬ 
nance,”  Saldamando  said.  In  the 
meantime,  individual  users  must 
negotiate  with  the  city  to  set  fees 
for  the  permits. 

The  city  of  Phoenix’s  move  is  in¬ 
dicative  of  a  growing  trend  on  the 
part  of  governments  looking  to  tax 
communications  users  in  order  to 
raise  needed  revenue  (see  “Con¬ 
gress  ponders  levy  on  equipment,” 
NW,  page  1). 

The  fact  that  the  city  has  not  is¬ 
sued  any  formal  notice  of  the  fee 
hikes  or  fixed  any  fee  schedules 
has  led  to  confusion,  said  Judy 
Holcomb,  Arizona  chapter  director 


for  the  corporate  government  liai¬ 
son  committee  of  the  Tele-Commu¬ 
nications  Association  (TCA).  Many 
companies  first  learned  about  the 
new  fees  when  their  permits  came 
up  for  renewal,  Holcomb  said. 

The  city  has  proposed  to  charge 
a  number  of  companies  $26.40  an¬ 
nually  for  copper  pairs  that  run 
for  distances  up  to  1,000  ft^  Hol¬ 
comb  said.  The  suggested  fee  for 
coaxial  cable  is  $1,056  and  for  fi¬ 
ber-optic  cable,  $10,560.  The  fees 
are  higher  for  longer  cable  runs. 

Greyhound  Corp.  became  aware 
of  the  new  fees  last  fall  when  its 
permit  expired,  said  Gerome  Budz, 
manager  of  headquarters  commu¬ 
nications  systems  for  the  bus  com¬ 
pany.  Greyhound  runs  more  than 
300  copper  pairs  in  a  private  net¬ 
work  that  connects  five  buildings 
in  a  square  block  area  and  faced  a 
bill  of  more  than  $8,000  for  cross¬ 
ing  city  streets,  Budz  said. 

Budz  noted  that  his  management 
was  able  to  negotiate  with  the  city 
for  “a  fair  price”  on  its  right-of- 
way  permit.  He  did  not  want  to  re¬ 
veal  what  that  price  was. 

Another  telecommunications 
manager  and  TCA  member,  Duke 
Bonney,  said  his  company  is  in  the 
process  of  negotiating  with  the 
city.  Bonney’s  company,  which  he 
asked  not  to  be  named,  could  po¬ 
tentially  pay  several  hundred 

See  page  43 


►  CBX  UNCERTAINTY 

Rolm  users  question  IBM  support 


BY  BOB  WALLACE 

Senior  Editor 


Although  IBM  promised  contin¬ 
ued  support  of  Rolm  Corp.’s  exist¬ 
ing  high-end  PBXs  when  it  intro¬ 
duced  the  IBM  9750  Business 
Communications  System  switch 
family  last  week,  current  Rolm  us¬ 
ers  are  concerned  about  how  long 
Big  Blue’s  backing  will  last. 

National  Rolm  Users  Group 
(NRUG)  officers  told  Network 
World  they  planned  to  press  Rolm 
President  Ray  AbuZayyad  on 
IBM’s  CBX  8000  and  CBX  9000 
support  plans  at  a  special  one-day 
meeting  that  was  scheduled  to  be 
held  in  Santa  Clara,  Calif.,  last  Fri¬ 
day. 

IBM’s  statement  that  it  will  no 
longer  actively  market  the  CBX 
8000  and  the  CBX  9000  elicited  the 
wrath  of  many  Rolm  private 
branch  exchange  users,  who  have 
invested  millions  of  dollars  in  this 
equipment. 

IBM  said  it  will  continue  to  sup¬ 
port  the  installed  base  of  CBX 
8000s  and  9000s,  which  one  senior 
NRUG  officer  estimated  at  some 
20,000  systems.  When  asked  how 
long  IBM  would  support  the 
switches,  Jack  Blumenstein,  assis¬ 
tant  group  executive  for.  IBM’s  In¬ 
formation  Systems  Group,  replied, 
“indefinitely.” 

Blumenstein  said  IBM  would 
also  continue  to  enhance  the 
switches  and  would  provide  Inte¬ 
grated  Services  Digital  Network  in¬ 
terfaces  if  there  is  enough  user  de¬ 
mand.  He  added  that  if  a  user 


absolutely  needed  a  CBX  8000  or 
CBX  9000,  IBM  would  provide  it. 

Chuck  Garrison,  vice-president 
of  telecommunications  trading  op¬ 
erations  for  the  Chicago  Board  Op¬ 
tions  Exchange  and  president  of 
NRUG,  said  he  received  more  than 
a  dozen  calls  the  day  after  IBM’s 
product  announcement  from  Rolm 
users  who  were  concerned  about 
IBM’s  commitment  to  current  CBX 
users.  Garrison  has  eight  CBX 
9000s. 

“The  No.  1  question  has  been, 
‘How  long  is  IBM  going  to  support 
the  CBXs?’  ”  Garrison  said.  “IBM 
has  said  indefinitely.  But  most  us¬ 
ers  don’t  believe  that.  It  just  isn’t 
practical.  I  certainly  want  some 
type  of  guarantee  I  can  carry  to  my 
company’s  board  of  directors  that 
says  the  CBXs  will  be  fully  sup¬ 
ported  until  they  are  off  the  books. 
IBM  has  to  give  Rolm  users  some 
number  they  can  take  back  to  their 
companies’  top  management.” 

Users  who  recently  installed 
Rolm  CBXs  have  the  most  at  stake. 
One  user,  who  upgraded  a  CBX 
9000  to  the  CBX  9000AE  in  July, 
wondered  what  the  future  holds. 
“I  am  just  not  certain  how  IBM’s 
announcements  and  [CBX]  support 
plans  will  affect  us,”  said  Steve 
Lunsford,  voice  network  manager 
for  First  Tennessee  Bank  N.A.  in 
Memphis. 

Asked  what  Rolm  users  would 
seek  in  terms  of  a  CBX  support 
commitment  from  IBM,  Lunsford 
said,  “Ten  years  is  what  most  us¬ 
ers  would  ask  for.” 

Lunsford  added  that  he  is  con¬ 


cerned  that  the  introduction  of  the 
new  IBM  PBX  may  make  Rolm 
equipment  obsolete.  “Vendors 
have  antiquated  some  equipment 
when  they  introduced  new  equip¬ 
ment,”  Lunsford  said.  “Just  be¬ 
cause  IBM  has  announced  a  new 
technology  and  it’s  the  wave  of  the 
future,  that  doesn’t  mean  we  no 
longer  have  equipment  on  the 
books  to  depreciate.  It  also  doesn’t 
mean  we  are  going  to  rush  out  and 
buy  one  of  these  new  PBXs.” 

Frank  Schoff,  director  of  tele¬ 
communications  for  the  Chicago 
Tribune  Co.,  said  he  almost  found 
himself  in  the  same  situation  as 
Lunsford.  “I  have  two  [Rolm]  PBX 
orders  that  have  been  on  hold 
since  mid-summer,”  he  said.  “I  put 
them  on  hold  because  the  rumors  I 
was  hearing  about  the  new  IBM 
PBX  were  starting  to  have  more 
and  more  substance. 

“The  wringing  of  hands  con¬ 
cerning  the  8000s  and  9000s  right 
now  is  premature,  but  the  expres¬ 
sions  of  concern  are  not,”  Schoff 
said.  “I  hope  that  any  upgrades 
will  continue  to  be  available  to 
8000  and  9000  users.” 

“We  will  press  to  get  as  strong  a 
statement  out  of  Rolm  as  is  possi¬ 
ble,”  Schoff  said.  “What  would  be 
ideal  would  be  for  them  to  present 
that  statement  to  the  full  NRUG  [at 
the  conference]  later  in  October. 
That  would  be  very  effective.” 

Pat  Springer,  telecommunica¬ 
tions  director  for  Holly  Farms 
Poultry  Industries,  Inc.  in  Wilkes- 
boro,  N.C.,  and  a  senior  NRUG  offi- 
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CCITT  adopts  dual  protocol 

Combines  MNP ,  LAP  in  error-protection  ruling. 


►  SPLIT  DECISION 


BY  JIM  BROWN 

New  Products  Editor 


GENEVA,  Switzerland 
—  Deadlocked  over  com¬ 
peting  error-checking  tech¬ 
niques,  a  study  group  of 
the  Consultative  Commit¬ 
tee  on  International  Tele¬ 
phony  and  Telegraphy  has 
decided  to  recommend  a 
standard  that  incorporates 
both  Microcom,  Inc.’s  Mi- 
crocom  Networking  Proto¬ 
col  (MNP)  and  CCITT’s 
Link  Access  Procedure 
(LAP). 

The  decision  came  after 
a  two-week-long  meeting 
here  of  the  CCITT  Study 
Group  XVI,  which  is  trying 
to  settle  on  a  recommenda¬ 
tion  for  an  error-checking 
scheme  for  dial-up  modems 


that  transmit  asynchro¬ 
nous  data  synchronously. 

The  group  had  planned 
to  base  the  recommenda¬ 
tion  on  either  the  MNP  or 
LAP  protocol. 

But  after  failing  to  reach 
a  required  unanimous  opin¬ 
ion  on  either  of  the  two 
protocols,  the  eight  CCITT 
members  voting  on  the  mat¬ 
ter  decided  to  work  toward 
a  recommendation  that 
combines  MNP  and  LAP. 

In  order  to  have  the  rec¬ 
ommendation  published  at 
the  end  of  its  study  period 
in  late  1988,  the  group  was 
hoping  to  recommend  a 
standard  by  year  end.  But 
Belgium,  Germany,  France, 
the  Netherlands,  Italy, 
Sweden  and  IBM  Europe 
put  their  weight  behind 


MNP,  while  the  UK  and  Ja¬ 
pan  pushed  for  adoption  of 
a  modified  LAP.  Because 
MNP  was  developed  by  a 
U.S.  company,  the  U.S.  del¬ 
egation  chose  not  to  stand 
behind  either  standard. 

As  a  compromise,  the 
group  agreed  to  incorpo¬ 
rate  MNP,  as  it  exists  to¬ 
day,  into  the  recommenda¬ 
tion.  It  also  decided  to 
freeze  development  of  MNP 
and  stipulated  that  an  un¬ 
specified  form  of  the  LAP 
protocol  and  MNP  Classes  1 
through  4,  which  cover  er¬ 
ror  checking,  be  outlined  in 
the  recommendation. 

There  are  currently  two 
LAP-based  protocols  in  use 
—  LAP  B,  a  CCITT  recom¬ 
mendation  for  Layer  2  of 
the  X.25  protocol,  and  LAP 


D,  a  CCITT  recommenda¬ 
tion  for  the  D  signaling 
channel  of  Integrated  Ser¬ 
vices  Digital  Network. 

If  the  group  accelerates 
the  approval  process,  it 
could  adopt  a  final  recom¬ 
mendation  by  mid- 1989,  ac¬ 
cording  to  Greg  Pearson, 
vice-president  of  technol¬ 
ogy  planning  at  Microcom. 

Even  though  both  MNP 
and  LAP  will  be  included  in 
the  recommendation,  the 
group  can  still  decide  to 
give  one  protocol  more 
prominence  than  the  other. 

“This  is  the  spirit  of  a 
compromise.  Those  who 
support  the  LAP  protocol 
agreed  to  give  a  degree  of 
status  to  MNP,  while  MNP 
backers  effectively  gave 
the  future  of  error  check¬ 
ing  to  LAP,”  said  Dale 
Walsh,  vice-president  of 
engineering  for  U.S.  Robot¬ 
ics,  Inc.,  a  modem  maker 
that  employs  MNP  in  its 
products.  “What  MNP  gets 
out  of  this  is  status  as  a 


recommended  CCITT  proto¬ 
col,”  said  Walsh,  who  has 
served  on  the  CCITT  mo¬ 
dem  committees  since  1978. 

In  the  short  term,  the  ac¬ 
tion  is  a  shot  in  the  arm  for 
MNP,  for  which  Microcom 
has  lobbied  heavily.  How¬ 
ever,  MNP  could  lose  out  in 
the  long  run. 

By  failing  to  include  a 
current  LAP  method  — 
LAP  B  or  LAP  D  —  in  its 
recommendation,  the 

CCITT  Study  Group  will  be 
able  to  develop  a  LAP 
method  that  incorporates 
enhanced  error-checking 
techniques  that  improve  on 
MNP. 

“It’s  not  clear  what  the 
LAP  side  of  the  recommen¬ 
dation  will  look  like,”  Pear¬ 
son  said.  “But,  it  will  take 
so  long  to  specify  the  LAP 
protocol,  MNP  will  contin¬ 
ue  to  proliferate  as  a  de 
facto  standard,”  he  added. 
That  will  ensure  the 
300,000  modems  using 
MNP  will  remain  useful. □ 


►  ASSOCIATION  OF  INFORMATION  MANAGERS 

AIM  banks  on 
communications 

Savings  &  loan  group  seeks 
competitive  technology  edge. 


BY  JIM  BROWN 

New  Products  Editor 


BOSTON  —  Members  of 
the  Association  of  Informa¬ 
tion  Managers  (AIM),  gath¬ 
ered  here  last  week  for  the 
group’s  annual  Financial 
Automation  Conference 
and  Technical  Seminar 
(FACTS),  said  communica¬ 
tions  is  playing  an  increas¬ 
ing  role  in  their  efforts  to 
gain  an  edge  on  competing 
financial  institutions. 

AIM  members,  data  pro¬ 
cessing  and  communica¬ 
tions  managers  at  savings 
and  loan  associations,  said 
they  will  expand  the  use  of 
existing  on-line  teller  nets 
to  compete  better  against 
commercial  banks. 

Platform  automation 

Several  members  are  in¬ 
volved  in  so-called  plat¬ 
form  automation  projects, 
which  involve  giving  cus¬ 
tomer  service  representa¬ 
tives  with  personal  com¬ 
puters  access  to  main¬ 
frames.  Armed  with 
additional  information 
about  customers,  the  repre¬ 
sentatives  will  be  able  to 
generate  new  business. 
Others  said  they  will  give 
real  estate  agents  with  per¬ 
sonal  computers  dial-up  ac¬ 
cess  to  their  hosts,  allowing 
for  the  direct  input  of 
mortgage  loan  applications. 

Both  of  these  network¬ 


ing  schemes  show  savings 
and  loan  associations’  in¬ 
creasing  reliance  on  com¬ 
munications  to  compete 
against  commercial  banks, 
which  started  going  after 
the  associations’  consumer 
base  after  deregulation  of 
the  banking  industry  in  the 
early  1980s.  The  associa¬ 
tions  usually  offer  mort¬ 
gage  loans,  savings  ac¬ 
counts,  certificates  of 
deposit,  passbook  savings 
accounts,  automobile  loans 
and  personal  loans.  Com¬ 
mercial  banks  traditionally 
served  businesses. 

“The  key  to  survival  is 
to  make  better  use  of  exist¬ 
ing  communications  capa¬ 
bilities,”  said  Thomas  Bra¬ 
dy,  senior  vice-president  of 
First  Atlantic  Savings  of 
South  Plainfield,  N.J. 

During  the  late  1960s, 
the  associations  took  up 
automation,  installing  ter¬ 
minals  that  let  a  teller  ac¬ 
cess  the  host  computer  and 
update  a  customer’s  ac¬ 
count  at  the  time  of  depos¬ 
it. 

That  on-line  philosophy 
had  given  the  associations 
an  edge  in  the  consumer 
market,  AIM  members  said. 
“Our  whole  survival  has 
been  predicated  on  real¬ 
time,  on-line  transaction 
processing,”  said  Doug  Sap- 
penfield,  AIM  president 
and  division  vice-president 
of  operations  for  Decatur 


Federal  Savings  and  Loan 
Association  of  Decatur,  Ga. 
Building  on  that  philoso¬ 
phy,  Sappenfield  said  Deca¬ 
tur  Federal  will  implement 
platform  automation  in  De¬ 
cember. 

With  platform  automa¬ 
tion,  personal  computers 
are  linked  to  a  financial  in¬ 
stitution’s  data  center 
through  the  organization’s 
existing  teller  network. 
Customer  service  represen¬ 
tatives  can  then  access  ac¬ 
count  information  and  as¬ 
sist  customers  in  opening 
new  accounts  and  applying 
for  loans. 

The  representatives  will 
also  be  able  to  steer  cus¬ 
tomers  to  other  savings  and 
loan  programs  offered  by 
the  institution. 

New  York-based  Chemi¬ 
cal  Bank  is  currently  in¬ 
volved  in  a  platform  auto¬ 
mation  project.  The  bank  is 
linking  personal  computers 
in  branch  offices  through¬ 
out  the  New  York  metro¬ 
politan  area  to  a  central 
host.  In  addition  to  giving 
customers  better  service, 
the  idea  behind  platform 
automation  is  to  build  a 
base  of  customers  who 
have  more  than  one  ac¬ 
count  with  the  association. 

Sappenfield  cited  studies 
that  show  a  customer  with 
one  account  is  more  likely 
to  switch  banks  than  a  cus¬ 
tomer  with  two  or  more. 

Brady  said  he  spent 
three  years  developing  a 
platform  automation  plan 
to  link  personal  computer 
local-area  networks  at 
branch  offices  to  on-site 
controllers  used  to  link  tell¬ 
er  terminals  to  the  host. 
“We’re  looking  to  utilize 
the  PC  to  assist  our  staff  as 
well  as  the  customer  in 


making  better  informed  de¬ 
cisions  on  the  customer’s  fi¬ 
nancial  needs,”  he  said. 

Don  Daniels,  vice-presi¬ 
dent  of  information  sys¬ 
tems  at  Atlanta-based  Ful¬ 
ton  Federal  Savings  and 
Loan  Association,  is  also 
considering  a  platform 
automation  project  that 
would  link  42  branch  of¬ 
fices  to  the  host.  “Custom¬ 
ers  are  much  more  aware  of 
the  interest  rates  and  bank¬ 
ing  options  open  to  them 
today.  We  have  to  provide 
a  way  for  them  to  take  ad¬ 
vantage  of  that  knowl¬ 
edge,”  he  said. 

Other  AIM  members  are 
mulling  plans  to  link  per¬ 
sonal  computers  at  real  es¬ 
tate  offices  to  their  data 
centers  via  dial-up  facili¬ 
ties.  The  link  will  enable 
real  estate  agents  to  enter 
mortgage  loan  applications 
directly  on  the  associa¬ 
tion’s  host.  AIM  members 
hope  that  link  will  encour¬ 
age  real  estate  agents  to 
steer  home  buyers  to  them, 
just  as  the  installation  of 
Sabre  reservations  network 
terminals  in  travel  agent 
offices  boosted  the  number 
of  tickets  American  Air¬ 
lines,  Inc.  sold. 

“Real  estate  agents  will 
recommend  home  buyers  go 
to  the  bank  that  can  pro¬ 
cess  the  loan  fastest  be¬ 
cause  they  want  to  sell  the 
home  and  get  their  commis¬ 
sion,”  Daniels  said.  The 
system  must  also  be  able  to 
supply  up-to-date  interest 
rate  quotations  to  the 
agents,  he  added. 

Barry  Marks,  vice-presi¬ 
dent  of  DP  at  Home  Savings 
Association  in  Midland, 
Texas,  is  also  devising  a 
plan  to  link  real  estate 
agents,  as  well  as  its  mort¬ 


gage  origination  offices  in 
Dallas,  Atlanta  and  San  An¬ 
tonio,  Texas,  to  its  data 
center.  “You  have  to  pro¬ 
vide  a  high  level  of  service 
to  the  consumer.  Other¬ 
wise,  the  real  estate  agent 
won’t  recommend  your 
bank  to  a  customer  who  is 
looking  for  financing,”  he 
said. 

AIM  was  formed  in  the 
late  1960s  as  an  outgrowth 
of  the  Financial  Managers 
Association,  a  group  of  as¬ 
sociation  financial  manag¬ 
ers  associated  with  the  U.S. 
League  of  Savings  Institu¬ 
tions.  The  group  has  grown 
from  70  members  to  more 
than  750.0 
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►  INDUSTRY  INSIGHTS 

Micom  reorganization 
leads  to  new  layoffs 


BY  PAM  POWERS 

Senior  Editor 


SIMI  VALLEY,  Calif.  —  Micom 
Systems,  Inc.  laid  off  4%  of  its 
work  force  late  last  month  as  part 
of  a  reorganization  aimed  at  shift¬ 
ing  the  company’s  focus  from  sales 
of  low-end  communications  gear  to 
providing  integrated  networking 
products. 

The  reorganization  resulted  in 
the  second  set  of  layoffs  this  year. 
Eighty-two  of  the  company’s  more 
than  2,000  employees  were  dis¬ 
missed  from  Micom’s  headquarters 
here,  where  the  company  manufac¬ 
tures  data  private  branch  ex¬ 
changes,  modems,  statistical  multi¬ 
plexers  and  X.25  equipment  such 
as  packet  assembler/disassemblers 
and  packet  switches. 

Spokeswoman  Jo  Anne  Martz 
said  the  layoffs  did  not  affect 
workers  in  Micom’s  X.25  or  local 
network  product  groups  or  the 
company’s  sales  operations. 


The  restructuring  spawned  a 
new  Integrated  Networking  Group 
(ING),  which  will  bring  together 
Micom’s  formerly  separate  statisti¬ 
cal  multiplexer,  X.25  packet¬ 
switching  and  data  PBX  opera¬ 
tions. 

ING  will  also  be  responsible  for 
developing  a  network  management 
system  that  will  control  all  of  Mi¬ 
com’s  networking  products. 

Martz  said  the  net  management 
system  will  also  control  Spectrum 
Digital,  Inc.’s  mid-range  T-l  multi¬ 
plexer.  Micom  announced  its  intent 
to  acquire  Spectrum  Digital  in 
June.  Martz  would  not  divulge 
when  the  network  control  product 
will  be  announced. 

ING,  which  comprises  manufac¬ 
turing  and  sales  operations  and  the 
company’s  UK  division,  will  be 
headed  by  Executive  Vice-Presi¬ 
dent  Roger  D.  Shober,  former  Mi¬ 
com  corporate  vice-president  of 
sales  and  marketing.  The  compa¬ 
ny’s  Micom-Interlan,  Inc.  local  net¬ 


work  subsidiary  and  Black  Box 
Corp.  catalog  company  will  contin¬ 
ue  to  operate  independently  of  the 
newly  created  group. 

“This  move  reflects  our  business 
strategy  to  concentrate  on  high- 
growth  areas  such  as  local 
networking  and  packet  switching. 
We  are  not,  however,  abandoning 
our  traditional  stat  mux  and  data 
private  branch  exchange  custom¬ 
ers,”  Martz  said. 

The  layoff,  which  slimmed 
ranks  in  those  “traditional”  prod¬ 
uct  line  operations,  follows  an  ear¬ 
lier  staff  reduction  within  the 
data  PBX  manufacturing  opera¬ 
tions  here  about  six  months  ago, 
Martz  said. 

Because  of  that  staff  reduction, 
the  company  is  in  the  process  of 
moving  from  a  120,000-sq-ft  manu¬ 
facturing  facility  to  an  85,000-sq- 
ft  facility. 

“Micom  is  in  a  period  of  tremen¬ 
dous  transition,”  said  Andy  Scho- 
pick,  a  vice-president  with  Gartner 
Securities  Corp.,  a  securities  firm 
located  in  Stamford,  Conn.  “It’s  re¬ 
cent  quarterly  performance  has 
been  flat.  The  company  is  trying  to 
become  more  networking-orient¬ 
ed.” 

While  Micom-Interlan  posted 
22%  growth  in  local  network  sales 


for  its  most  recent  quarter,  ended 
June  30,  the  company’s  quarterly 
revenue  for  local  nets,  data  PBXs, 
packet  gear  and  statistical  multi¬ 
plexers  remained  below  plan,  the 
company  said.  Analysts  say  slow 
sales  in  the  data  PBX  and  statisti¬ 
cal  multiplexer  product  lines, 
where  demand  is  sluggish  and  com¬ 
petition  heavy,  have  caused  a  drag 
on  Micom’s  earnings  performance 
in  recent  quarters. 

For  the  quarter  ended  June  30, 
Micom  posted  earnings  of  $2.9  mil¬ 
lion  on  revenue  of  $49  million,  as 
compared  with  last  year’s  earnings 
of  $1.5  million  on  revenue  of  $46 
million. 

“Micom’s  traditional  strength  is 
in  the  low-end,  low-price,  low-tech¬ 
nology  markets,”  Schopick  noted. 
“The  company  is  just  shifting  to 
address  changing  user  needs.” 

Martz  said  the  company’s  Black 
Box  subsidiary,  which  sells  com¬ 
munications  accessory  products 
through  mail  order,  contributes  a 
third  of  Micom’s  annual  revenue. 
She  said  Black  Box  and  Micom-In¬ 
terlan  both  continue  to  grow  at  a 
healthy  rate.  During  this  fiscal 
year,  she  said,  Micom  will  intro¬ 
duce  new  products  aimed  at  the 
packet-switching,  local  networking 
and  digital  wide-band  markets. □ 


►  HEWLETT-PACKARD 

HP  adds  to 


BY  MARY  PETROSKY 

West  Coast  Correspondent 


CUPERTINO,  Calif.  —  Hewlett- 
Packard  Co.  is  scheduled  to  an¬ 
nounce  today  a  series  of  communi¬ 
cations  products  aimed  at  making 
it  easier  to  interconnect  its  systems 
with  those  from  other  vendors. 

Products  included  in  the  release 
include  links  for  tying  IBM  Person¬ 
al  Computers  to  HP’s  line  of  mini¬ 
computers,  as  well  as  support  for 
the  IBM  Network  Basic  I/O  System, 
which  HP  said  it  intended  to  sup¬ 
port  earlier  this  year.  Other  prod¬ 
ucts  set  to  bow  are  designed  to  tie 
the  company’s  engineering  work¬ 
stations  to  IBM  and  Digital  Equip¬ 
ment  Corp.  computers. 

HP  enhanced  its  OfficeShare  PC 
networking  software  to  support 
IBM’s  NETBIOS,  allowing  IBM  Per¬ 
sonal  Computers  and  compatibles 
on  an  HP  local  network  to  use 
NETBIOS-compatible  applications. 

The  company  also  extended  its 
interprocess  communications  capa¬ 
bilities  down  to  the  personal  com¬ 
puter  level  with  the  introduction 
of  Network  Interprocess  Communi¬ 
cations/Remote  Process  Manage¬ 
ment.  This  enables  one  application 
to  call  another  application,  such  as 
with  IBM’s  LU  6.2  protocol,  ac¬ 
cording  to  Karyn  Mashima,  group 
program  manager  for  HP’s  Infor¬ 
mation  Networks  Group.. 

Although  HP  supported  this 
type  of  communications  between 
its  minicomputers,  it  had  not  pro¬ 
vided  it  for  personal  computers, 
Mashima  said.  The  new  software 
will  allow  users  to  develop  distrib¬ 
uted  applications  for  IBM  Personal 
Computers  and  compatibles  and 


net  tools 

the  HP  3000.  Users  could  develop  a 
personal  computer  application,  for 
example,  that  would  send  data  to 
an  HP  3000  for  processing. 

HP  also  added  a  file-transfer  ca¬ 
pability  to  OfficeShare,  allowing 
personal  computers  on  a  network 
to  transfer  files  to  HP  3000,  HP 
1000,  HP  9000  systems  or  DEC 
VAX  computers.  The  new  software 
will  be  available  in  the  first  half  of 
1988  for  less  than  $800. 

HP  said  it  has  completed  testing 
of  several  third-party  vendors’ 
products  that  can  be  used  to  estab¬ 
lish  high-speed  links  between  HP 
9000  engineering  systems,  HP  1000 
real-time  systems  and  other  ven¬ 
dors’  computers.  Network  Systems 
Corp.’s  50M  bit/sec  Hyperchannel 
connection  and  Netex  software 
have  qualified  for  use  with  the  HP 
3000,  9000  and  1000. 

With  Hyperchannel  and  Netex, 
users  of  HP’s  minicomputers  can 
share  large  files  at  high  speeds. 
The  Cray  Station  from  Cray  Re¬ 
search,  Inc.  also  has  been  qualified 
for  use  with  the  HP  9000  Series 
300  workstation  running  HP-UX, 
HP’s  version  of  Unix.  The  Cray 
Station  allows  HP  9000  users  con¬ 
nected  via  Hyperchannel  to  send 
data  to  a  Cray  supercomputer  and 
receive  processed  information  back 
on  the  HP-UX  workstation. 

HP  also  introduced  HP-UX  SNA 
3770,  software  that  enables  9000 
Series  300  and  800  workstation  us¬ 
ers  to  transfer  files  to  and  from 
IBM  mainframes.  Users  can  also 
access  centralized  IBM  data  bases, 
run  programs  in  the  mainframe 
and  receive  results  on  the  HP  9000. 

Pricing  for  the  HP-UX  SNA  3770 
ranges  from  $2,000  to  $13,000,  de¬ 


pending  on  the  HP  system  used.  It 
will  be  available  in  the  first  half  of 
1988.  Both  the  Cray  Station  and 
the  HP-UX  SNA  3770  software  can 
function  as  stand-alone  connec¬ 
tions  or  as  gateways. 

A  new  release  of  HP  Network 
Services,  Release  2.0,  for  the  DEC 
VAX  supports  the  Department  of 
Defense’s  Telnet  virtual  terminal 
service.  With  Release  2.0,  HP  9000 
users  can  log  on  to  any  computer 
on  a  DECnet  network,  and  DEC  us¬ 
ers  can  access  HP  9000  systems 
across  IEEE  802.3  Ethernet  nets. 

Pricing  for  Release  2.0  varies  ac¬ 
cording  to  the  DEC  computer  sup¬ 
ported  and  begins  at  $4,285  for  the 
MicroVAX.  It  will  be  available  in 
the  first  quarter  of  1988. 

As  part  of  its  SiteWire  offerings, 
HP  has  introduced  the  HP  10  Mbps- 
10Mbps  LAN  Bridge,  which  inter¬ 
connects  IEEE  802.3  Ethernet  net¬ 
works.  The  bridge  filters 
communications  traffic  and  can  ex¬ 
tend  networks  up  to  10  miles.  The 
bridge  costs  $8,000  and  is  avail¬ 
able  immediately. 

In  addition,  HP  will  now  be  ref¬ 
erence  selling,  or  recommending  to 
interested  buyers,  Siecor  Corp. 
Electro-Optic  Products  Division’s 
Fiber  Optic  multistation  access 
unit  (MAU).  The  Fiber  Optic  MAU 
operates  in  conjunction  with  HP’s 
repeater  to  provide  interconnec¬ 
tion  of  802.3  Ethernets. 

In  addition,  HP  announced  its  in¬ 
tent  to  support  IBM’s  PU  2.1  for 
the  HP  3000  and  to  provide  con¬ 
nections  to  the  IBM  Token-Ring 
Network  via  a  bridge  product. 

IBM  said  it  will  support  PU  2.1 
on  the  9370  by  the  end  of  1988, 
and  HP  is  taking  its  timing  cues 
from  IBM,  Mashima  noted.  “PU  2.1 
is  going  to  be  one  of  IBM’s  strategic 
capabilities  that  everyone  in  com¬ 
munications  is  going  to  have  to  em¬ 
ulate,”  she  said.Q 


Users  question 
IBM  support 

continued  from  page  4 
cer,  said  he  didn’t  foresee  major 
problems  with  IBM  support  of  his 
company’s  dozen-plus  Rolm  PBXs. 
“What  you  will  find  is  that  they 
will  continue  to  support  the  in¬ 
stalled  base  in  the  hardware  and 
software  areas,”  Springer  said, 
“but  you  will  find  that  true  en¬ 
hancements  or  new  products  will 
be  directed  toward  IBM’s  new 
PBX.” 

Jeff  Close,  a  senior  consultant 
with  the  DMW  Group,  Inc.,  a  Stam¬ 
ford,  Conn. -based  communications 
research  and  consulting  group, 
agreed  that  IBM’s  development  ef¬ 
forts  will  likely  now  be  focused  on 
the  9750,  rather  than  on  existing 
Rolm  switches.  “Users’  concerns 
are  valid.  Although  this  introduc¬ 
tion  is  a  good  move  in  the  long  run 
for  IBM  and  Rolm,  users  will  likely 
be  disappointed,”  he  predicted. 

Preserving  PBX  market  share 

Industry  trackers  said  IBM  had 
to  announce  the  9750  to  avoid  fur¬ 
ther  reduction  of  Rolm’s  PBX  mar¬ 
ket  share,  which  one  analyst  said 
began  dipping  after  IBM  acquired 
Rolm  in  September  1984. 

Greg  Carlsted,  a  senior  analyst 
with  Dataquest,  Inc.,  a  San  Jose, 
Calif. -based  communications  re¬ 
search  and  consulting  firm,  said, 
“Rolm’s  market  share  dropped 
from  15.3%  of  total  lines  shipped 
in  1985  to  14.9%  last  year.  I  pre¬ 
dict  Rolm’s  market  share  for  1987 
will  at  best  approximate  1985  lev¬ 
els.” 

Carlsted  said  reclaiming  lost 
market  share  represents  an  expen¬ 
sive  proposition  for  IBM.  “Each 
tenth  of  a  percentage  point  will 
cost  millions  of  dollars  to  win  in  to¬ 
day’s  market. ”□ 
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Edelman  makes  Telex  Corp.  offer 

Investor  Asher  Edelman,  chairman  of  Datapoint  Corp.,  last  week  offered  to  purchase  all 
outstanding  shares  of  telecommunications  equipment  maker  Telex  Corp.  for  $65  a  share, 
or  a  total  of  roughly  $870  million.  The  tender  offer  was  actually  made  through  TLX  Acqui¬ 
sition  Corp.,  a  subsidiary  of  TLX  Partners,  a  partnership  formed  by  subsidiaries  of  Data¬ 
point  and  Intelogic  Trace,  Inc.  Through  TLX,  Edelman  already  owns  more  than  8%  of  Data¬ 
point. 


Northern  joins 
forces  with  STC 

Deal  to  aid  firm's  entry  into  UK  mart. 


►  EUROPEAN  VENTURES 


BY  PAM  POWERS 

Senior  Editor 


TORONTO  —  Northern  Telecom 
Ltd.  last  week  paid  ITT  Corp.  $730 
million  for  its  24%  stake  in  the 
British  computer  and  communica¬ 
tions  firm  STC  pic,  an  interest 
Northern  Telecom  said  will  facili¬ 
tate  its  attempt  to  penetrate  the 
European  market. 

Northern  Telecom  separately 
purchased  an  additional  3.8%  of 
STC  on  the  open  market,  raising  its 
total  share  of  the  $3  billion  firm  to 
27.8%.  At  the  same  time,  STC  pur¬ 
chased  a  40%  interest,  at  a  price 
yet  to  be  determined,  in  Northern 
Telecom’s  UK  subsidiary,  Northern 


Telecom  pic.  The  transactions  are 
subject  to  approval  by  the  British 
government. 

London-based  STC  sells  trans¬ 
mission  equipment  such  as  fiber¬ 
optic  cable  and  multiplexers  to  Eu¬ 
ropean  telephone  companies  and 
utilities,  an  STC  spokesman  said. 
The  company  also  markets  private 
branch  exchanges  to  end  users,  a 
business  that  contributes  no  more 
than  5%  of  annual  revenue.  “We’re 
not  really  in  the  switching  mar¬ 
ket,”  the  spokesman  explained. 
“Our  energies  are  concentrated  on 
transmission  equipment.” 

Additionally,  STC  is  the  owner 
of  International  Computers  Ltd., 
the  sole  manufacturer  of  main¬ 


frames  in  England,  and  is  reported¬ 
ly  a  worldwide  leader  in  sales  of 
submarine  cable.  Mainframe  sales 
contribute  about  50%  of  STC’s  an¬ 
nual  profits,  the  spokesman  said. 

“STC  will  help  us  build  a  pres¬ 
ence  in  the  UK  market,  where  it 
has  been  a  very  significant  player 
for  a  number  of  years,”  Northern 
Telecom  spokesman  Graham  Da¬ 
vies  said.  In  1986,  STC  posted 
earnings  of  more  than  one  million 
British  pounds  on  sales  of  nearly 
two  billion  pounds.  The  company’s 
six-month  results,  not  available  by 
press  time,  were  also  “very  solid,” 
Davies  maintained. 

Elizabeth  Angus,  executive  vice- 
president  of  Angus  TeleManage- 
ment  Group,  Inc.,  a  Toronto-based 
consulting  firm,  affirmed  that  the 
move  is  an  important  one  in  North¬ 
ern  Telecom’s  development.  “Eu¬ 
rope  is  the  next  phase  of  Northern 
Telecom’s  expansion  in  the  world 
market,”  she  said.  “Northern  Tele¬ 
com’s  international  sales  are  large, 
but  they  are  mostly  in  the  Pacific 
rim.  The  company  has  always  had 
difficulty  getting  into  Europe,  but 


this  will  help.” 

STC  and  Northern  Telecom  will 
continue  to  operate  separately  but 
may  jointly  pursue  bids,  Davies 
said.  In  a  prepared  statement, 
Northern  Telecom  Chairman  and 
Chief  Executive  Officer  Edmund 
Fitzgerald  hinted  that  the  40%  sale 
of  his  firm’s  British  operation 
might  allow  the  two  companies  to 
“achieve  synergistic  gains” 
through  joint  research  and  devel¬ 
opment.  He  noted  that  “much  of 
the  basic  technology  development 
underlining  STC’s  telecommunica¬ 
tions  activities  is  common”  to  both 
companies. 

ITT’s  sale  of  its  remaining  inter¬ 
est  in  STC  comes  as  no  surprise. 
The  New  York-based  conglomerate 
has  been  shedding  pieces  of  STC 
since  1979,  before  which  time  it 
owned  STC  entirely.  An  ITT 
spokesman  said  the  decision  to  sell 
its  interest  in  the  firm  was  based 
on  ITT’s  recent  moves  to  slim  down 
its  operations.  ITT  has  sold  hun¬ 
dreds  of  divisions,  many  in  the 
communications  business,  in  recent 
years.  □ 


►  NETWORK  COMPUTING  FORUM 

NCF  membership 
increases  by  27 


BY  PAULA  MUSICH 

Senior  Editor 


CHELMSFORD,  Mass.  —  The  Network  Computing  Fo¬ 
rum  (NCF)  recently  gained  momentum  in  its  drive  to  de¬ 
velop  and  promote  standards  for  sharing  computer  net¬ 
work  resources  with  the  addition  of  27  new  members. 

The  new  members  increase  NCF’s  total  membership  to 
77  organizations,  including  a  number  of  end-user  organi¬ 
zations  and  large  computer  vendors. 

NCF,  which  was  founded  this  year  by  Apollo  Comput¬ 
er,  Inc.,  is  a  forum  working  to  develop  standards  for  shar- 

See  page  44 


►  VIRTUAL  TELECOMMUNICATIONS  NETWORK  SERVICE 

AT&T  rivals  decry  VTNS 


BY  KARYL  SCOTT 

Washington,  D.C.  Correspondent 


WASHINGTON,  D.C.  —  MCI  Commu¬ 
nications  Corp.,  US  Sprint  Communica¬ 
tions  Co.  and  the  Independent  Data 
Communications  Manufacturers  Associ¬ 
ation  last  week  urged  the  Federal  Com¬ 
munications  Commission  to  reject 
AT&T’s  Virtual  Telecommunications 
Network  Service  (VTNS)  as  anticompet¬ 
itive  and  discriminatory. 

AT&T’s  competitors  filed  comments 
on  the  VTNS  tariff  last  week  in  hopes  of 
prodding  the  FCC  to  launch  an  investi¬ 
gation  into  AT&T’s  practice  of  filing 
customized,  designer  tariffs  for  individ¬ 
ual  customers. 

They  want  the  FCC  to  initiate  the  in¬ 
vestigation  before  VTNS  is  scheduled  to 
take  effect  Nov.  6. 

Under  the  VTNS  tariff,  filed  Sept.  23, 
AT&T  will  design,  install  and  manage 
customer  networks  that  draw  on  the 
full  range  of  AT&T  transmission  ser¬ 
vices.  The  service  is  available  under 
three-  and  five-year  contracts.  AT&T 
has  already  signed  E.I.  DuPont  de  Ne¬ 
mours  &  Co.,  Inc.  as  the  first  VTNS  cus¬ 
tomer. 

Opposing  argument 

The  opponents  of  the  service  argue 
that  the  tariff  represents  a  service  de¬ 
signed  exclusively  for  a  single  customer 
and,  as  such,  is  illegal  under  the  rules  of 
the  FCC. 

AT&T  encountered  similar  opposition 


with  its  General  Electric  Telecommuni¬ 
cations  Network  tariff  filed  in  April. 
That  controversy  forced  AT&T  to  refile 
the  tariff  to  make  it  generally  available 
to  the  public. 

While  AT&T  says  VTNS  is  a  publicly 
available  service,  such  an  offering  is  un¬ 
likely  to  be  applicable  to  other  potential 
customers  considering  the  particular 
configuration  of  the  network  and  the 
unique  communications  requirements  of 
DuPont,  according  to  statements  filed 
by  MCI  and  Sprint. 

“The  proposed  tariff  discloses 
AT&T’s  strategy,  that,  if  permitted,  will 
result  in  the  effective  removal  of  re¬ 
strictions  on  AT&T’s  ability  to  commit 
to  any  prices  and  service  terms  and  con¬ 
ditions  necessary  to  close  large  user 
transactions,”  MCI  stated  in  its  filed 
comments. 

Such  an  anticompetitive  strategy 
may  prompt  MCI  to  withdraw  its  earlier 
support  for  the  deregulation  of  AT&T, 
MCI  said. 

The  Independent  Data  Communica¬ 
tions  Manufacturers  Association  argued 
that  AT&T’s  VTNS  tariff  lacks  the  pric¬ 
ing  and  support  material  necessary  to 
allow  competitors  and  potential  custom¬ 
ers  to  determine  if  the  service  is  priced 
fairly. 

“There  is  no  way  to  determine  the  ex¬ 
tent  to  which  the  capabilities  offered 
are  new  or  standard  elements  of  other 
tariffs  that  have  simply  been  renamed, 
repriced  and  bundled,”  the  association’s 
comments  read.L? 
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GE  drops  stake  in  INI 

Factory  net-maker  becomes  U-B  unit. 


►  BRITISH  TELECOM 

BT  invests 
$60m  in 
Mitel  PBXs 

BY  BOB  WALLACE 

Senior  Editor 

KANATA,  Ontario  —  British 
Telecommunications  pic  recently 
pledged  up  to  $60  million  over  the 
next  three  years  to  support  an  ex¬ 
tensive  research  and  development 
effort  for  Mitel  Corp.’s  SX-2000 
high-end  digital  private  branch  ex¬ 
changes. 


In  return  for  its  investment, 
British  Telecom,  Mitel’s  parent 
company,  will  receive  a  royalty 
based  on  SX-2000  sales  resulting 
from  these  new  developments.  The 
R&D  program  will  be  carried  out  at 
Mitel’s  corporate  headquarters 
here.  Mitel  would  not  comment  on 
specifics  of  the  R&D  expenditures. 

British  Telecom’s  infusion  of 
capital  for  SX-2000  is  part  of  a 
program  to  revamp  the  switch 
maker’s  entire  PBX  line.  Mitel  in¬ 
stituted  price  cuts,  effective  imme¬ 
diately,  for  its  low-end  and  mid¬ 
range  analog  and  digital  PBXs  at 
the  recent  Tele-Communications 
Association  conference  in  San  Die¬ 
go.  The  SX-2000  family  of  digital 
PBXs  includes  the  SX-2000S  and 
the  SX-2000SG.Q 


►  MARKET  MANEUVERS 


BY  PAM  POWERS 

Senior  Editor 


SANTA  CLARA,  Calif.  —  Gener¬ 
al  Electric  Co.  has  exchanged  its 
36%  ownership  in  Industrial 
Networking,  Inc.  (INI)  for  a  3.6% 
piece  of  INI  cofounder  Ungermann- 
Bass,  Inc.,  a  move  that  makes  INI  a 
wholly  owned  subsidiary  of  Unger- 
mann-Bass. 

Citing  slower-than-expected 
growth  in  the  market  for  Manufac¬ 
turing  Automation  Protocol  prod¬ 


ucts,  which  INI  addresses  with  its 
factory  networking  products,  Un- 
germann-Bass  spokeswoman  Ange¬ 
la  Mongillo  said  INI  is  “just  barely 
making  a  profit.” 

She  said  the  consolidation  of  INI 
into  Ungermann-Bass  will  allow 
the  two  companies  to  jointly  pur¬ 
sue  office  and  factory  networking 
bids  “more  efficiently  and  produc¬ 
tively.” 

In  addition  to  gaining  an  initial 
3.6%  interest  in  Ungermann-Bass, 
GE  has  the  option  to  increase  its 
share  in  the  local  net  vendor  by  an¬ 
other  3.6%  over  the  next  four 
years.  , 

INI  was  formed  in  1984  as  a 
joint  venture  between  GE,  which 
contributed  cash  to  the  operation, 
and  Ungermann-Bass,  which  held  a 
controlling  interest  and  developed 
the  MAP  networking  products  in¬ 
troduced  by  INI  in  late  1985.  Al¬ 
though  INI  gained  a  “leading  mar¬ 
ket  share”  and  was  chosen  by 
General  Motors  Corp.  for  a  large 
MAP  networking  project,  Mongillo 
said  demand  for  INI’s  products  is 
still  weak. 

According  to  Eric  Killorin,  pub¬ 
lisher  of  “Netline,”  an  industry 
newsletter,  “INI  hasn’t  done  as 
well  as  expected  because  the  in¬ 
dustrial  networking  market  hasn’t 
developed  as  vendors  thought  it 
would.  There’s  a  lot  of  sluggish¬ 
ness  on  the  part  of  users  to  adopt 
MAP  products.” 

Since  July,  Mongillo  said,  Unger¬ 
mann-Bass  has  worked  to  consoli¬ 
date  INI’s  sales  and  marketing 
forces  into  those  of  the  local  net¬ 
work  vendor. 

That  has  involved  the  relocation 
of  staff,  she  said,  resulting  in  some 
voluntary  departures.  However, 
she  said,  no  layoff  plan  has  been 
put  into  effect. 

The  goal  behind  consolidating 
INI  with  Ungermann-Bass  is  to 
provide  users  with  “enter¬ 
prisewide  networking”  from  a  sin¬ 
gle  vendor,  Mongillo  said. 

“We  realized  that  a  number  of 
our  customers  wanted  office  and 
factory  networking  from  a  single 
vendor,”  she  commented. 

The  two  companies  will  contin¬ 
ue  to  manufacture  and  market 
their  existing  product  lines  but 
will  place  new  emphasis  on  the  in¬ 
terrelationship  between  office  and 
factory  networks,  Mongillo  said. 
“You’ll  be  seeing  things  like 
bridges  between  token  ring  and  to¬ 
ken  bus,”  she  said. 

Commenting  on  GE’s  interest  in 
Ungermann-Bass,  Killorin  said, 
“Ungermann-Bass  has  a  very  prof¬ 
itable  business  in  the  terminal 
switching  environment  with  its 
Ethernet  and  broadband  products, 
and  GE  wants  to  share  in  those 
profits. 

“Making  INI  a  wholly  owned 
subsidiary  allows  GE  and  Unger¬ 
mann-Bass  to  participate  in  indus¬ 
trial  networking  without  affecting 
their  profits  very  much,”  Killorin 
added.  □ 


A  NEW  S1ANDARD  FOR 
TELECOMMUNICATIONS 

SYSTEMS 
AND 

SERVICES. 

Standard  Telecommunications 
designs,  installs,  maintains  and  sells 
a  range  of  telecommunications 
equipment  and  systems  that  dramat¬ 
ically  reduce  costs.  We  recommend 
the  best  transmission  lines  for  your 
needs  and  integrate  voice  and  data 

equipment.  Our  products  include  equipment  for  the  world’s  leading  manufacturers  such  as 
NEC,  N.T.I.  and  TIE.  Our  services  also  include  recommending  and  programming  software, 
training  your  staff,  maintaining  and  servicing  the  system. 

For  solutions  to  your  telecommunications  needs,  call  one  of  our  knowledgable  Marketing 
Representatives  at  201  641-9700. 
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u  The  most  dangerous  thing  since  the  L.A.  freeway  in  the  heat  of  summer  is  presenting 
management  with  a  capital  expenditure  request  for  telecommunications  [equipment]. 

Matt  Kenny 
President  and  chief  operating  officer 
Racal-Milgo,  Inc. 
Sunrise,  Fla. 


►  HOME  SHOPPING  NETWORK 

HSN  installs  Rockwell  gear 

Attempts  to  clear  call  bottleneck  that  caused  $1.5b  lawsuit. 


BY  JIM  BROWN 

New  Products  Editor 


CLEARWATER,  Fla.  —  Home 
Shopping  Network,  Inc.  (HSN)  re¬ 
cently  installed  a  tandem  switch 
and  three  automatic  call  distribu¬ 
tors  (ACD)  from  Rockwell  Tele¬ 
communications,  Inc.  to  clear  up  a 
call-handling  bottleneck  that  is  at 
the  root  of  a  $1.5  billion  suit  the 
company  recently  filed  against 
GTE  Corp. 

The  retailer,  which  advertises 
on  its  own  nationally  broadcast  ca¬ 
ble  television  program  merchan¬ 
dise  that  customers  can  order  us¬ 
ing  toll-free  telephone  numbers, 
installed  the  Rockwell  equipment 
to  ensure  that  it  was  receiving  all 
customer  calls,  including  those  the 
company  claims  it  was  losing  be¬ 
cause  of  equipment  and  services 
provided  by  two  GTE  subsidiaries. 


In  its  suit,  HSN  alleges  that  some 
incoming  customer  orders  were 
blocked  from  March  1986  to  May 
1987  by  General  Telephone  Co.  of 
Florida’s  central  office  switch, 
which  is  used  to  support  HSN’s  or¬ 
der-entry  center. 

HSN  further  alleges  that  faulty 
GTE  Omni  switching  equipment  in¬ 
stalled  at  HSN’s  order-entry  center 
by  GTE  Communication  Systems 
Corp.  blocked  incoming  calls. 

The  problems  resulted  in  the 
loss  of  an  estimated  $500  million  in 
revenue,  HSN  alleges.  The  suit  also 
claims  the  problems  forced  the 
cancellation  of  HSN’s  plans  to  raise 
an  additional  $400  million  in  fi¬ 
nancing  and  to  launch  a  national 
marketing  campaign.  The  $1.5  bil¬ 
lion  suit  also  seeks  punitive  dam¬ 
ages. 

The  suit  was  filed  six  months  af¬ 
ter  a  routine  AT&T  traffic  analysis 


showed  some  of  the  toll-free,  long¬ 
distance  800  calls  AT&T  was  deliv¬ 
ering  to  GTE-owned  General  Tele¬ 
phone  Co.  of  Florida  were  not 
forwarded  to  the  HSN  site. 

A  spokesman  for  Stamford, 
Conn. -based  GTE,  parent  of  both 
General  Telephone  Co.  of  Florida 
and  GTE  Communication  Systems, 
denied  the  allegations. 

After  discovering  the  alleged 
problems  last  April,  HSN  replaced 
the  Omni  switch  with  the  Rockwell 
equipment,  according  to  Bill  De- 
lany,  senior  vice-president  of  net¬ 
work  operations. 

Although  Delany  would  not 
elaborate  on  the  new  system  be¬ 
cause  of  the  pending  lawsuit, 
sources  close  to  the  company  said 
HSN  is  using  a  Rockwell  Special¬ 
ized  Communications  Exchange 
(SCX)  tandem  switch  and  three 

See  page  12 


Home  Shopping 
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GTE  Corp.  Omni 
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Home  Shopping  Network  (HSN)  alleges  Gen¬ 
eral  Telephone  Co.  of  Florida's  central  office 
switch  blocked  reception  of  800  service  calls 
placed  by  HSN  customers.  HSN  further  al¬ 
leges  on-site  GTE  Omni  private  branch  ex¬ 
change  configured  as  an  automatic  call  dis¬ 
tributor  (ACD)  also  blocked  incoming  calls. 
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Bulk-buying  deals  hold  mixed 
blessings  for  users,  vendors 


Vertical  industry  organizations 

such  as  Amerinet  and  the  Insur¬ 
ance  Value-Added  Network  Services 
Corp.  (IVANS),  recently  discovered 
they  can  wield  their  mass-buying  clout 
to  achieve  discounts  on  communica¬ 
tions  equipment  and  services,  a  devel¬ 
opment  that  holds  mixed  blessings  for 
users  and  vendors. 

Amerinet,  a  2,700-member  user  co¬ 
operative  representing  numerous  hos¬ 
pitals  and  health  care  organizations, 
recently  used  its  bulk  purchasing  pow¬ 
er  to  ink  private  branch  exchange 
pacts  with  NEC  America,  Inc.  and 
Northern  Telecom,  Inc. 

Under  these  arrangements,  the  ven¬ 
dors’  distributors  allow  the  umbrella 
industry  group  to  purchase  up  to  $500 
million  of  communications  gear.  The 
private  branch  exchange  distributors, 
not  the  switch  makers,  provide  Amer¬ 
inet  with  the  gear  price  cuts  (“Co-op 
inks  cut-rate  PBX  pacts,”  AW,  Oct.  5). 

Last  month,  IVANS,  a  consortium  of 
independent  insurance  agencies  and 
major  insurance  carriers,  gathered  its 
collective  buying  power  to  secure  a 
deal  with  MCI  Communications  Corp. 
that  provides  its  members  with  a  10% 
discount  on  the  carrier’s  daytime  tele¬ 
phone  rates. 


It’s  likely  that  other  vertical  indus¬ 
try  cooperatives  will  follow  in  the 
footsteps  of  these  groups.  The  co-op 
approach  to  bulk-buying  arrangements 
benefits  both  sides  of  the  fence.  Users 
realize  substantial  savings,  and  ven¬ 
dors  can  focus  marketing  efforts  on 
vertical  industry  groups. 

Users  may  also  prefer  doing  busi¬ 
ness  with  vendors  affiliated  with  their 
trade  groups  to  eliminate  the  use  of 
time-consuming  and  resource-intensive 
requests  for  proposal. 

For  Amerinet  and  IVANS,  their  buy¬ 
ing  clout  will  enable  the  organizations 
to  pass  discounts  to  members  for  PBX 
and  long-haul  services.  Although  many 
Amerinet  or  IVANS  constituents  al¬ 
ready  have  PBXs  or  other  telephone 
systems,  they  will  be  able  to  reap  the 
benefits  of  the  mass-procurement  deals 
when  they  choose  to  replace  or  up¬ 
grade  existing  systems. 

But  bulk-buying  deals  may  lock  out 
options  for  users.  Members  of  industry 
associations  that  have  signed  bulk¬ 
buying  deals  with  switch  makers 
would  presumably  be  more  inclined  to 
buy  from  these  vendors  than  from 
vendors  outside  of  these  agreements. 

A  user  migration  to  the  co-op  method 

See  page  12 


►  ISDN 

Intecom  releases 
ISDN  interfaces 

Also  pens  sales  deal  with  DCA. 

BY  BOB  WALLACE 

Senior  Editor 


ALLEN,  Texas  —  Intecom,  Inc.  recently  introduced  In¬ 
tegrated  Services  Digital  Network  interfaces,  a  private 
branch  exchange  switch  partition  that  can  operate  inde¬ 
pendently  of  the  central  switch  and  a  pair  of  data  inter¬ 
faces  that  connect  station  equipment  to  Intecom’s  IBX 
digital  PBX.  The  switch  maker  also  said  it  had  reached  an 
agreement  in  principle  with  Digital  Communications  As¬ 
sociates,  Inc.,  (DCA)  of  Alpharetta,  Ga.,  to  distribute  its 
newest  X.25  packet  controller. 

The  Intecom  ISDN  interfaces  include  the  DTI24  and  the 
ISDN  Station  Interface,  both  supported  by  the  Intecom 
Flex  IM,  an  interface  multiplexer. 

The  DTI24  is  compatible  with  the  CCITT  ISDN  Primary 
Rate  Interface,  which  segments  a  T-l  line  into  23  64K  bit/ 
sec  B,  or  bearer,  channels  supporting  voice  or  data  and 
one  64K  bit/sec  D  signaling  channel.  The  product  sup¬ 
ports  the  Q.931  and  Q.921  ISDN  signaling  protocols. 

The  ISDN  Station  Interface  is  compatible  with  the 
CCITT  ISDN  Basic  Rate  Interface.  It  enables  a  single  sta¬ 
tion  cable  to  support  two  64K  bit/sec  B  channels  and  a 
16K  bit/sec  D  signaling  channel.  Integrated  voice/data 
workstations,  Intecom  station  gear  and  personal  comput¬ 
ers  are  hooked  to  the  Flex  IM  over  distances  of  4,000  ft 
using  twisted-pair  wire.  The  Flex  IM  is  then  connected  to 
the  IBX  using  a  fiber-optic  cable  link  covering  up  to 
80,000  ft.  Intecom  said  use  of  either  ISDN  interface  will 
require  the  user  to  add  several  new  software  modules  to 
the  IBX.  These  modules,  all  members  of  Intecom’s  ISDN- 
NET  family,  will  be  included  in  a  future  release  of  IBX 

See  page  12 
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HSN  installs 
Rockwell  gear 

continued  from  page  1 1 
Rockwell  Galaxy  ACDs. 

Sources  said  HSN  has  arranged 
to  have  AT&T  and  MCI  Communi¬ 
cations  Corp.  provide  toll-free  800 
services  delivered  directly  to  the 
SCX  switch,  bypassing  General 
Telephone  Co.  of  Florida. 

The  SCX  tandem  switch  passes 
calls  to  the  Galaxy  ACDs.  The 
ACDs  are  outfitted  with  an  auto¬ 
mated  attendant  feature  that  in¬ 
structs  callers  with  push-button 
phones  to  enter  a  “1”  to  be  routed 
to  an  operator  or,  if  they  have  an 
HSN  customer  code  number,  enter 
a  “2”  to  place  an  order  directly 
with  HSN’s  host  computer  via  a 


voice-response  system. 

“Once  a  person  has  been  estab¬ 
lished  as  a  customer  and  has  been 
given  a  customer  code  number, 
they  can  use  the  voice-response 
system,”  Delany  said. 

The  voice-response  system,  de¬ 
veloped  by  Precision  Software,  Inc. 
of  St.  Paul,  Minn.,  works  in  con¬ 
junction  with  a  Unisys  Corp.  host 
computer.  The  system  asks  callers 
placing  orders  to  enter  digits  corre¬ 
sponding  to  information  broadcast 
over  the  program.  That  data  is 
passed  via  an  RS-232  link  to  a  local 
host,  where  it  is  stored  in  a  data 
file.  Delany  said  HSN  also  has  a 
T-l  link  between  a  Unisys  comput¬ 
er  in  a  second  HSN  building  and  its 
voice-response  system. 

GTE  made  a  bid  to  build  that 


voice-response  system,  but  HSN 
opted  for  Precision  Software,  in 
which  HSN  later  acquired  a  stake. 

In  its  suit,  HSN  alleges  GTE 
knew  its  equipment  could  not  han¬ 
dle  the  volume  of  calls  expected 
and  misled  HSN  about  the  switch¬ 
es’  capabilities.  HSN  further  al¬ 
leges  GTE  maintenance  workers 
tried  to  cover  up  Omni  system  logs 
that  showed  it  was  losing  calls. 

A  GTE  spokesman  in  Stamford 
did  not  deny  HSN  had  telephone 
problems.  He  did,  however,  deny 
those  problems  were  caused  by  the 
GTE  Omni  switch.  “We’re  saying 
the  Omni  system  was  doing  every¬ 
thing  the  specifications  we  de¬ 
signed  said  it  would,”  he  said.  The 
spokesman  also  denied  GTE  over¬ 
stated  the  capacity  of  the  Omni.E2 


AT&T  AND  FOREST  DATACOM  SERVICES 
JOIN  FORCES  TO  MAKE  OFFICE 
MOVES  MORE  FLEXIBLE. 


AT&T’s  Premises  Dis¬ 
tribution  System  (PDS)  is 
a  multi-functional  sys¬ 
tems  design  to  support 
voice,  data,  graphics,  and 
digital  video  communi¬ 
cations  on  a  customer’s 
premises.  It  comprises 
cables,  cross  connects, 
adapters,  electronic  and 
protective  devices  which  are  arranged 
in  a  logical,  coherent,  and  economical 
manner. 

With  PDS,  it  is  now  possible  to  use 
all  your  equipment  (voice  and  data  ter¬ 
minals)  on  the  same  wiring  scheme — 
and  even  to  plug  voice  and  data  ter¬ 
minals  into  a  standard  wall  outlet. 

Forest  Datacom  Services  is  an  au¬ 
thorized  turnkey  installer  of  registered 
PDS  in  the  greater  New  York  area. 
Because  of  our  installation  expertise 
and  experience,  we  offer  a  five-year 


■■ 


warranty  on  the  perform¬ 
ance  and  the  workman¬ 
ship  of  the  system.  Forest 
Datacom  Services  is  also 
the  pre-eminent  single¬ 
source  vendor  in  the  data 
and  telecommunications 
field.  Our  agreement  with 
AT&T  is  just  one  of  many 
recent  agreements  which 
establishes  Forest  Datacom  Services 
as  a  major  value-added  vendor  for 
installing  and  maintaining  communi¬ 


cations  systems. 

So,  if  you  face  frequent  or  major 
office  moves,  you  should  move  to 
AT&T’s  PDS  and  you  can  be  confident 
that  Forest  Datacom  Services  will 
deliver  a  quality  installation. 


1  I  Communicant 
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FOREST  DATACOM  SERVICES 

Seven  Penn  Plaza,  NY,  NY  10001  212/714-2380 
Communications  with  Confidence 


AT&T 


The  right  choice. 


Intecom  releases 
ISDN  interfaces 

continued  from  page  1 1 
system  software. 

Intecom’s  beefed-up  Satellite 
Switching  Partition  (SSP)  adds  a 
CPU  to  each  switch  module,  allow¬ 
ing  a  remote  switch  unit  to  contin¬ 
ue  to  operate  independently  if  the 
IBX’s  main  control  unit  fails  or  the 
link  between  the  units  goes  down. 
The  SSP  consists  of  interface  mul¬ 
tiplexers,  switching  networks  and 
a  satellite  master  control  unit.  The 
SSP  capabilities  will  become  avail¬ 
able  with  Release  Level  V.8  soft¬ 
ware. 

Intecom  also  said  it  has  complet¬ 
ed  testing  of  an  interface,  dubbed 
the  LANmark  Data  Interface  (LDI)- 
400,  that  allows  LANmark  to  con¬ 
nect  Wang  Laboratories,  Inc.  VS 
minicomputers.  Once  connected  to 
LANmark,  a  VS,  using  the  Wang 
Systems  Networking/Communica¬ 
tions  Networking  Services  proto¬ 
cols,  can  communicate  with  all  oth¬ 
er  Wang  minicomputers  hooked  to 
the  network. 

The  second  interface,  dubbed 
the  LANmark  Data  Interface,  is  a 
stand-alone  device  that  provides  a 
voice  port  and  one  of  a  variety  of 
data  interfaces  for  Intecom  ITE 
telephone  stations  and  terminal 
equipment.  The  stand-alone  box  is 
meant  to  reduce  distributors’  in¬ 
ventories  because  they  will  no 
longer  have  to  stock  the  full  range 
of  ITE  telephones  with  the  differ¬ 
ent  integrated  data  interfaces. 

The  PBX  vendor  said  it  will  mar¬ 
ket  DCA’s  DPAX-100  as  the  Inte¬ 
com  InteNet  Packet  Controller. 
This  unit  will  provide  users  with 
up  to  32  simultaneous  asynchro¬ 
nous  connections  to  public  or  pri¬ 
vate  networks.  Transmission 
speeds  of  up  to  19. 2K  bit/sec  will 
be  supported  on  the  asynchronous 
terminal  side,  while  synchronous 
trunk  connections  will  handle  data 
transmission  at  56K  bit/sec. 

The  DTI-24  will  be  available  in 
December  1988  and  will  cost 
$3,575.  The  ISDN  Station  Interface 
will  be  available  in  May  1989  and 
will  cost  $11,900.  The  LDI-400  is 
available  now.  A  price  for  the  unit 
was  not  listed.  Intecom  would  not 
say  when  the  InteNet  Packet  Con¬ 
troller  will  be  available  or  what 
the  product  will  cost.  The  company 
did  not  give  availability  or  pricing 
data  for  the  standard  LDI.E2 


Bulk-buying  deals 
mixed  blessings 

continued  from  page  1 1 
of  PBX  acquisition  could  also 
pose  some  problems  for  switch 
vendors. 

Nonco-op  vendors  would  be 
hard-pressed  to  match  the  equip¬ 
ment  prices  of  their  well-connected 
competitors. 

Other  vertical  industry  organi¬ 
zations  may  wish  to  explore  the 
possibility  of  entering  such  agree¬ 
ments  with  their  equipment  and 
communications  services  vendors. 
Whether  or  not  most  members  ac¬ 
tually  make  use  of  the  reduced  cost 
buying  bonanza  is  immaterial,  the 
opportunity  to  save  will  remain. □ 


Cut  your  line  costs  in  half 
with  Fujitsu's  19.2  Kbps  modem. 
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Now  there's  an  easy 
way  to  increase  your  through¬ 
put  without  increasing  your 
line  costs. 

With  Fujitsu’s  new  two- 
channel,  stand-alone  modem,  you  can 
send  twice  the  information  of  a  9600  bps 
modem  without  adding  additional  lines.  This 
can  save  you  up  to  $1500  per  month  for  each  leased 
line  used  for  coast-to-coast  communications. 

Fujitsu's  19.2  Kbps  modem  is  Trellis-coded  and 
available  with  an  optional  six-channel  TDM  that  supports 
up  to  eight  channels  of  data,  with  speeds  ranging  from 
2.4  to  19.2  Kbps. 

Advanced  diagnostics  allow  the  user  to  monitor 
the  phone  line  to  ensure  that  critical  standards  such  as 


S/N  ratio,  receive  level 
and  phase  jitter  are  maintained. 
The  19.2  Kbps  modem  is 
covered  by  the  most  outrageous 
guarantee  in  the  modem  business: 
Fujitsu  Modem  Insurance. 

If  your  modem  fails  during  the  first  year, 
we'll  give  you  another  modem.  For  free. 

And  we'll  fix  the  first  one.  Also  for  free.* 

Now  you  can  cut  line  costs  and 
increase  throughput  with  the  surprisingly 
affordable  Fujitsu  19.2  Kbps  modem. 

For  the  name  of  a 
Fujitsu  distributor  near  you, 
call  800-422-4878; 
in  California,  408-434-0460. 


FUJITSU 


'This  limited  offer  for  Fujitsu  Modem  Insurance  is  only 
open  to  new  purchases  of  19.2  Kbps  modems  from 
an  authorized  Fujitsu  America  distributor  and  is  subject 
to  the  terms  of  our  Modem  Insurance  Policy. 


FUJITSU  AMERICA 


DATA  COMMUNICATIONS 


Amdahl  introduces  a  prince 
of  a  communications  processor. 


Our  new  4725  builds  on  the  strengths 
of  its  4705  predecessors  -  installed 
around  the  world  -  to  give  you  a 
uniquely  cost-effective  way  to  boost 
your  network’s  performance. 

The  4725  runs  3725  ACF/NCP 
software,  and  delivers  a  through¬ 
put  capability  thats  significantly 
higher  than  its  only  rival’s. 

So  you  can  do  what  you  tell  us 
you  need  to  do:  run  more  lines  at 
higher  speeds. 

Reconfiguring’s  a  snap. 

You  can  add  capability  quickly  — 
often  without  having  to  order,  and 
wait  for,  parts.  We  understand  that 
your  traffic  can’t  wait. 

It’s  compatible. 

The  4725  works  with  many 
other  vendors’ equipment,  so  you 
can  “mix  and  match”  and  protect 
previous  investments.  We  also 
understand  your  economic  realities. 


It’s  supported  by  people  who  know 
your  business. 

Experience  is  the  best  teacher, 
and  we’ve  learned  a  lot  in  the  eight 
years  we’ve  invested  in  developing 
communications  processors. 

We  understand  your  needs  and 
concerns,  and  we  know  how  to 
anticipate  and  respond  to  them. 
We  can  make  things  easier  for  you. 

More  productivity  for  your  money. 

That’s  our  new  4725’s  ultimate 
value  to  you,  and  no  other  commu¬ 
nications  processor  can  match  it. 
Call  your  local  Amdahl  repre¬ 
sentative  for  details. 


amdahl 

The  VAL  UE  Choice 
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u  [Open  Systems  Interconnect]  is  meant  to  be 
an  interconnection  point  between  two  network¬ 
ing  solutions.  The  assumption  is  that,  in  most 
cases,  the  connection  will  be  between  propri¬ 
etary  networks  provided  by  vendors  such  as 
IBM  and  others. 

Ellen  Hancock 

President 

IBM’s  Communication  Products  Division 

Raleigh,  N.C. 


►  NET  MANAGEMENT 


►  TCA  CONFERENCE 


Cincom  talks  Net/Master 

In  the  works:  graphics  package ,  support  for  other  hardware. 


While  IBM  has  taken  center 
stage  in  the  network  management 
market  of  late,  Cincinnati-based, 
Cincom  Systems,  Inc.  has  been  qui¬ 
etly  persuading  users  to  trade  in 
their  Big  Blue  network  manage¬ 
ment  tools. 

Users  say  Cincom’ s  Net/Master, 
which  was  developed  by  the  Aus¬ 
tralian  company  Software  Devel¬ 
opments  PTY,  Ltd.,  is  easier  to  use 
than  comparable  IBM  products 
and  consumes  less  computer  re¬ 
sources. 

Recently,  Network  World  Senior 
Editor  Paul  Korzeniowski  talked 
with  Walt  Thomas,  senior  techni¬ 
cal  product  manager  for  Net/Mas¬ 
ter,  about  the  product  and  Cin- 
com’s  view  of  the  network 
management  market. 

Why  did  Cincom  get  into  the 


network  management  market? 

Through  customer  surveys  and 
market  research,  we  found  that  us¬ 
ers  were  not  happy  with  the  prod¬ 
ucts  they  had.  They  felt  the  prod¬ 
ucts  didn’t  address  their  needs.  We 
thought  the  products  were  grossly 
out  of  date,  and  we  didn’t  see  IBM 
putting  major  effort  into  the  prod¬ 
ucts.  That  is  how  third  parties  get 
into  software  markets. 

Is  there  a  need  to  add  graphics 
capabilities  to  Net/Master? 

Graphically  depicting  a  network 
provides  some  benefits  needed  by 
our  customers.  So  Cincom  will 
come  out  with  a  tool  that  provides 
that  capability.  Whether  we  will 
develop  our  own  tool  or  interface 
our  package  with  a  third-party 
product  is  a  decision  we  have 

See  page  43 


Walt  Thomas 


=  DATA  DIALOGUE 


MICHAEL  LATRIANO 

Expert  systems  for  net  management 


The  following  is  the  first  in  a 
two-part  series  on  expert  sys¬ 
tems  for  network  management. 
Part  1  discusses  the  need  for  ex¬ 
pert  systems. 

Data  communications  tech¬ 
nology  is  expanding  so 
quickly  that  network  managers, 
no  matter  how  experienced,  are 
not  always  able  to  stay  current. 

Fortunately,  this  problem  has 
been  recognized  by  developers 
of  advanced  technologies,  if  not 
by  the  chief  executive  and  fi¬ 
nancial  officers  of  major  corpo¬ 
rations,  who  rely  on  data  net¬ 
works  for  the  delivery  of 
critical  products  and  services. 

We  are  beginning  to  see  the  ap¬ 
plication  of  expert  systems,  a 
type  of  artificial  intelligence 
(AI)  technology,  to  the  problems 
of  network  managers. 

Applications  that  involve  the 
manipulation  of  vast  quantities 
of  data  —  network  management 
statistics,  for  example  —  are 
among  the  best  candidates  for 
expert  systems. 

Latriano  is  a  consultant  in 
the  Management  Consulting 
Group  at  Price  Waterhouse  in 
New  York. 


Composed  of  a  knowledge 
base  (a  data  base  of  facts  and 
the  rules  for  dealing  with 
them),  an  inference  engine  (the 
system’s  data  manager  and  que¬ 
ry  processor)  and  a  user  inter¬ 
face,  expert  systems  can  help 
network  managers  accomplish 
sophisticated  and  time-consum¬ 
ing  tasks  with  limited  resources. 
If  the  expert  system  program 
can’t  reach  a  conclusion  based 
on  input  received  from  an  on¬ 
line  network  monitor,  it 
prompts  the  manager  or  opera¬ 
tor  to  supply  additional  infor¬ 
mation.  Because  this  informa¬ 
tion  can  be  added  to  the 
knowledge  base,  the  expert  sys¬ 
tem  can  “learn”  from  experi¬ 
ence. 

Several  major  providers  of 
data  communications  networks 
and  products  are  currently  us¬ 
ing  network  management  expert 
systems  internally,  and  they  an¬ 
ticipate  providing  these  tools  to 
customers  in  the  near  future. 

The  two  aspects  of  network 
management  —  data  network 
design  optimization  and  problem 
resolution  —  will  be  described 
in  their  expert  system  contexts. 

BBN  Laboratories,  Inc.’s  Intel¬ 
ligent  Systems  Group  and  BBN 
Communications  Corp.’s  Net¬ 


work  Analysis  Group  began  the 
Designet  project  as  a  collabora¬ 
tive  effort  in  the  fall  of  1984. 
The  Network  Analysis  Group 
now  is  responsible  for  providing 
ongoing  enhancements  to  extend 
Designet’s  range  of  capabilities. 
The  Network  Analysis  Group  is 
the  main  user  of  Designet  in 
support  of  its  day-to-day  net¬ 
work  design  activities. 

Designet  consists  of  propri¬ 
etary  expert  system  software, 
developed  by  BBN,  running  on  a 
Symbolics,  Inc.  List  Processing 
workstation  with  color  graphics 
capabilities. 

Designet  is  used  by  BBN  to 
design  new  networks  under  pro¬ 
posal;  for  performance  analysis 
and  redesign  of  customers’  ex¬ 
isting  networks;  for  design  and 
study  of  networks  by  the  BBN 
Telecommunications  Consulting 
Group;  to  support  the  develop¬ 
ment  and  testing  of  protocols;  to 
develop  and  explore  network 
design  algorithms;  to  prototype 
network  components;  and  to  ex¬ 
pand  BBN’s  knowledge  of  AI 
systems. 

In  order  to  come  up  with  a 
good  network  design,  Designet 
must  know  how  to  minimize 
network  delay  and  response 

See  page  16 


Paradyne 

modem 

multiplexes 

MVM  squeezes  3 
paths  on  1  line. 

BY  JIM  BROWN 

New  Products  Editor 


SAN  DIEGO  —  Paradyne  Corp. 
recently  unveiled  a  modem  that 
employs  multiplexing  techniques 
to  squeeze  three  data  channels 
with  different  protocols  onto  a  sin¬ 
gle  leased  line. 

The  modem  was  part  of  a  bar¬ 
rage  of  products  released  at  the 
Tele-Communications  Association 
(TCA)  25th  Annual  Conference 
and  Exhibition  here.  Paradyne  also 
announced  a  fiber-optic  channel- 
extension  product,  software  that 
enables  VTAM  applications  to  sup¬ 
port  high-speed  data  transfer  rates 
and  software  that  links  Paradyne’s 
Analysis  6510  and  5530  network 
management  systems  to  IBM’s  Net- 
View/PC. 

The  Paradyne  3455  Multiple  Vir¬ 
tual  Modem  (MVM)  is  a  multipoint 
14. 4K  bit/sec  modem  that  supports 
speeds  up  to  9.6K  bit/sec  on  each 
of  its  three  ports.  Using  a  combina¬ 
tion  of  time-  and  frequency-divi¬ 
sion  multiplexing  techniques,  the 
modem  creates,  in  effect,  three  vir¬ 
tual  and  independent  full-duplex 
data  paths,  the  company  said. 

The  product’s  three  ports  can  be 
either  RS-232-  or  CCITT  V.24/ 
V. 28-compatible. 

Paradyne  said  the  new  product 
can  be  used  in  banking  applica¬ 
tions  to  support  terminals,  auto¬ 
mated  teller  machines  and  branch 
security  devices  with  different 
protocols,  an  application  that  usu¬ 
ally  requires  three  separate  lines. 

The  product  is  compatible  with 
Paradyne’s  Analysis  6510  and 
5530  network  management  sys¬ 
tems,  enabling  network  operators 
to  perform  local  and  remote  loop- 
back  tests.  The  device  can  also  be 
configured  locally  using  front-pan¬ 
el  controls.  The  modem  features  an 
internal'  dial  backup  capability 
that  automatically  establishes  a 
dial-up  link  in  the  event  of  leased- 
line  failure. 

Paradyne’s  Universal  Signal 
Processor  digital  signal  processing 
architecture  enabled  the  company 
to  implement  all  circuitry  for  the 
new  modem  on  a  single  board. 
Available  in  early  1988,  the  3455 
MVM  will  cost  $6,100. 

Paradyne  also  released  Pixnet- 

See  page  16 
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FX  fiber-optic  channel  extenders 
at  the  TCA  conference.  The  prod¬ 
ucts  link  up  to  eight  control  units, 
such  as  3803  or  3420  tape  control¬ 
lers,  to  the  block  or  byte  multiplex¬ 
er  channel  of  an  IBM  mainframe. 

The  Pixnet-FX  Model  8870-X1 
transmits  at  speeds  up  to  76K 
byte/sec  to  units  located  up  to  .62 
miles  from  the  host.  The  Model 
8870-X2  employs  a  transmission 
buffer  to  improve  throughput  to 
1.4M  byte/sec  over  a  distance  of 
1.24  miles.  Available  in  November, 
the  8870-X1  is  priced  at  $17,500, 
and  the  8870-X2  is  priced  at 
$31,000.  Paradyne  lowered  the 
price  of  the  existing  Pixnet-XL  to 


multiplexes 

$44,500  per  node. 

In  addition,  Paradyne  released 
software  supporting  full-duplex 
data  transfer  between  hosts  outfit¬ 
ted  with  similar  VTAM  applica¬ 
tions,  enabling  bulk  data  transfer 


at  speeds  up  to  1.544M  bit/sec. 
XL/Xpress  supports  data  transfer 
between  such  VTAM  applications 
as  The  Systems  Center’s  Network 
DataMover,  Spectrum  Concepts, 


Inc.’s  XCom  6.2,  Cincom  Systems, 
Inc.’s  Net/Master,  Software  Re¬ 
search  Corp.’s  SNE/FTF  and  IBM’s 
Bulk  Data  Transfer.  XL/Xpress 
will  be  available  in  early  1988  for 
a  license  fee  of  $10,000. 

In  the  network  management  are¬ 
na,  Paradyne  released  software  en¬ 
abling  its  Analysis  6510  and  5530 


network  management  systems  to 
link  to  IBM’s  host-resident  Net- 
View  network  management  pack¬ 
age  via  NetView/PC.  Analysis 
6510  and  5530  network  manage- 


Paradyne  released  software  supporting  full-duplex  data 
transfer  between  hosts  with  similar  VTAM  applications, 
enabling  bulk  data  transfer  at  speeds  up  to  1.544M  bit/sec. 


How  a  smart  mux 
can  make  you  look  smart. 


Asynchronous  Host  A 


TS1000 


24  ports 


TS1000 
8  ports 


TS1000 
32  ports 


Asynchronous  Host  B 


The  TS1000  Switching  Multi¬ 
plexer  gives  you  everything 
you're  looking  for  in  a  mux:  Excep¬ 
tional  cost  savings.  Link  speeds  as 
fast  as  64K  bps.  Channel  speeds  up  to 
19.2Kbps.  Port  contention.  Multiple 
links  for  throughput  and  redun¬ 
dancy.  And  exceptional  ease  of  oper¬ 
ation  thanks  to  centralized  network 
control  functions. 

You're  also  assured  a  simplified, 
economical  upgrade  path  based  on 
our  building-block  strategy. 

You'll  find  that  one  of  the  two 
TS1000  versions  can  perfectly 
match  your  specific  requirements. 

The  TS1000  single  link-version  func¬ 
tions  as  a  conventional  switching  stat 
mux  in  point-to-point  configurations, 
supporting  4  to  32  channels  and  a  sin¬ 
gle  composite  link.  It  can  also  serve  as 


Trademark:  FutureCom — ComDesign 


a  low-cost  end  node  in  larger  private 
data  networks. 

The  quad-link  version  supports  8  to 
32  channels  and  four  composite  links. 
Each  TS1000  link  may  connect  to  one 
of  four  different  sites,  or  multiple 
links  may  connect  to  a  single  site 
for  greater  data  throughput  and 
added  backup. 

Simply  put,  ComDesign's  TS1000 
is  designed  to  help  you  invest  smart. 
Work  smart.  And  look  smart. 

But  what  makes  you  look  abso¬ 
lutely  brilliant  are  the  TSIOOO's 
exceptional  reliability  and 
unique  migration  features. 

The  TS1000  ensures  end-to-end 
integrity  with  error  correction  and 
automatic  rerouting  in  the  event  of 
line  failure. 

To  further  maximize  uptime,  we 
offer  you  a  full  year  warranty  that 
guarantees  overnight  unit  replace¬ 
ment  with  free  parts  and  labor.  We 
also  provide  optional  on-site  service 
for  larger  networks. 

Compatibility  with  the  full  range 
of  FutureCom™  family  networking 
products  assures  a  flexible  upgrade 
path  from  a  simple  point-to-point 


mux  to  a  network  with  hundreds 
of  user  connections. 

Because  of  its  modular  design, 
TS1000  software  and  channel 
capacity  upgrades  are  exceptionally 
simple  and  economical.  In  fact,  all 
ComDesign  products  offer  a  migra¬ 
tion  path  that  lets  you  build  on  your 
original  investment. 

Like  to  know  more? 


It's  all  in  this 
free  brochure. 


For  a  free  copy  of  our  brochure, 
call  1-800-235-6935. 

Ask  for  Department  Mil. 


ComDesign 

F.nuinmpnt  Tpfhnolmjipc  C~ nmn.inv 


A  Network  Equipment  Technologies  Company 


26  Castilian  Drive,  Santa  Barbara,  CA  93117 
(805)685-1411 


ment  system  controllers  monitor 
Paradyne  modems,  multiplexers 
and  other  devices  and  generate 
alarms  when  user-defined  thresh¬ 
olds  are  exceeded.  Paradyne’s 
Analysis  NV/PC  software  for  the 
IBM  Personal  Computer  accepts 
alarms  from  the  controllers  and 
converts  them  to  NetView  alerts. 
The  alerts  are  then  passed  to  the 
host. 

A  network  operator  may  view 
IBM  and  Paradyne  networks  from 
the  same  Systems  Network  Archi¬ 
tecture  terminal.  The  new  soft¬ 
ware  complements  the  Analysis/ 
NetView  Workstation,  which  was 
introduced  soon  after  NetView  was 
announced  in  1986.  That  worksta¬ 
tion  appears  as  a  3270  terminal 
when  attached  to  an  IBM  host,  but 
enables  both  NetView  and  Analy¬ 
sis  6510  and  5530  data  to  be  dis¬ 
played  in  windows  on  the  screen. 
The  new  software  now  enables 
Analysis  6510  and  5530  alarms  to 
be  stored  with  NetView  historical 
data.  Available  in  the  second  quar¬ 
ter  of  1988,  Analysis  NV/PC  will 
cost  $2,500. 

Lastly,  Paradyne  upgraded  its 
3056  Basic  Service  Unit  (BSU),  a 
customer  service  unit/data  service 
unit  used  with  digital  data  ser¬ 
vices.  The  enhancement  makes  the 
3056  BSU  compatible  with  digital 
data  services  with  secondary  chan¬ 
nel.  Secondary  channel  support 
will  enable  Analysis  6510  or  5530 
network  management  systems  to 
monitor  BSUs  in  a  digital  data  ser¬ 
vice  net.  The  3056  BSU,  which  op¬ 
erates  at  up  to  56K  bit/sec,  can 
also  be  outfitted  with  an  internal 
modem  that  lets  network  operators 
access  diagnostic  information  via 
dial-up  facilities  when  digital  data 
service  circuits  go  down. 

The  3056  BSUs  supporting  sec¬ 
ondary  channel  diagnostic  capabil¬ 
ities  or  an  internal  modem  are 
available  now  and  cost  $1,445.  A 
version  supporting  both  secondary 
channel  and  an  internal  modem 
costs  $1,695. 

Paradyne  Corp.  is  located  at 
8550  Ulmerton  Road,  Largo,  Fla. 
34641,  or  call  (813)  530-2000.0  * 


Systems  for  net 
management 
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time  while  maximizing  network 

availability  and  reliability. 

In  addition,  a  good  network  de¬ 
sign  takes  into  account  future 
growth  requirements  —  to  avoid 
excessive  redesign  and  allow  for 
orderly  capacity  expansion  —  fac¬ 
tors  in  existing  facilities  and  any 
restrictions  on  equipment  and 
sites. 

Creating  and  checking  network 
designs  involve  complex,  time-con¬ 
suming  calculations.  The  need  for 
extremely  powerful  computers  at 
reasonable  prices  has  been  an  im¬ 
pediment  to  making  products  like 
Designet  commercially  available. 
The  current  proliferation  of  32-bit 
microcomputers  and  parallel  pro¬ 
cessing  techniques  should  help 
eliminate  the  horsepower  obstacle 
that  has  slowed  the  introduction  of 
expert  systems  to  the  network 
management  arena. □ 


Attention ,  innovative  network  usersi 
Get  into  the  running  for 


Network  World’s 
Third  Annual 
User  Excellence 

Awards 


If  you’re  doing  more  than  just  talking  about  using 
networking  as  a  strategic  weapon,  Network  World  wants  to 
hear  from  you.  We’re  looking  for  leading-edge  network  users 
—  those  who  are  employing  state-of-the-art  communications 
technologies  and  innovative  management  techniques  —  as 
candidates  for  our  third  annual  User  Excellence  Awards. 


We  want  to  give  the  best  and  brightest  of  the  network 
world  the  recognition  they  deserve.  Just  fill  out  the  brief  survey 
below  and  return  it  to  us  postmarked  no  later  than  Oct.  23. 
The  winners  will  be  featured  in  the  Dec.  21  issue  of  Network 
World,  and  the  awards  will  be  presented  at  the 
Communication  Networks  1988  conference  in  January. 


Please  don’t  forget  to  fill  in  this  block. 
Your  entry  is  invalid  without  this 
information. 


COMPANY  PROFILE 

1.  Please  estimate  your  company’s  total 

revenue  for  1987.  _ 

2.  What  is  your  company’s  total 
communications  budget  for  1987? 

□  Under  $500,000 

□  $500,000  to  $1  million 

□  $1  million  to  $5  million 

□  $5  million  to  $10  million 

□  $10  million  to  $20  million 

□  More  than  $20  million 

3.  Please  estimate  the  percentage  of  your 
1987  communications  budget  devoted  to: 
Voice  communications  equipment  and 

services  _ 

Data  communications  equipment  and 
services 


Video  communications  equipment  and 
services 


4.  Please  indicate  the  size  of  your  total  full¬ 
time  communications  staff.  _ 

How  many  staff  members  are  involved 

primarily  with  data  communications? _ 

With  voice  communications? _ 

With  video  communications? _ 

MANAGEMENT 

5.  Does  your  company  have  a  separate 

communications  department?  _ 

6.  Does  that  department  have  budgetary 

responsibility  for  both  voice  and  data 
communications  expenditures?  _ 

7.  What  is  the  title  of  the  department  head? 


8.  To  whom  does  the  department  head 
report? 


9.  Does  the  department  head  have  equal 
status  with  the  MIS  or  DP  manager? 


10.  Are  corporate  departments  charged  for 
communications  services?  _ 


Name  _ 

Title  _ 

Company  name 

Address _ 

Phone  number  _ 


11.  Does  your  company  currently  have  a  long¬ 
term  corporate  communications  strategy  in 
place  that  encompasses  all  networking 
resources,  whether  voice,  data  or  video? 


12.  Within  your  organization,  does  upper 
management  support  the  implementation 
of  a  corporate  utility  network  that  serves  all 
divisions  and  departments? 


13.  Is  there  someone  in  your  organization 

assigned  to  monitor  emerging  new 
technologies  and  to  test  them  to  see  if  they 
are  of  strategic  value? _ 

CORPORATE  NETWORK 

14.  Does  your  company  currently  participate  in 
intercompany  EDI  (electronic  data 
interchange)  networks  that  provide  direct 

links  to  suppliers?  _ 

To  customers?  _ 

15.  Do  you  resell  excess  network  capacity  to 

other  companies? _ 

In  what  other  specific  ways  have  you  used 
networking  to  generate  new  revenue 
sources?  _ 


16.  Are  you  currently  deriving  any  strategic 
advantages  by  switching  data  traffic 

through  PBXs?  _ 

Through  Centrex  facilities?  _ 

17.  What  specific  architecture  (TCP/IP,  IBM’s 
SNA,  DEC’S  DNA,  or  other)  is  your  data 
communications  network  based  on? 


18.  How  do  you  provide  personal  computer 
users  with  access  to  mainframe  or 
minicomputer  resources? 


19.  How  many  of  each  of  the  following  are 
currently  installed  throughout  your 
corporate  network? 

Mainframes  _ 

Minicomputers  _ 

Local-area  networks  _ 

PBXs  _ 

Personal  computers  _ 

Packet  switches  _ 

20.  Do  you  use  gateways  to  link 

minicomputers,  mainframes  and  local-area 
networks  from  different  vendors? _ 

21.  Do  you  often  participate  in  vendor  beta 

tests?  _ 

If  so,  why?  _ 


22.  Please  indicate  which  of  the  following 
technologies  are  currently  in  use  at  your 
company: 

Video  teleconferencing _ 

Mobile  data  terminals  _ _ 

Data  encryption  equipment  _ 

Remote  telemetry  _ 

Networked,  fully  distributed  data  bases 


Private  bypass  facilities  _ 

Network  optimization  software _ 

Integrated  voice/data  T-l  links  _ 

23.  Please  use  this  space  to  indicate  why  you 
think  your  network  is  unique  in  a  strategic 
sense:  (space  provided  on  reverse  side) 
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Centram  becomes  TOPS 

TOPS  the  product  has  become  TOPS  the  company  with  the  recent 
name  change  announced  by  Centram  Systems  West,  Inc.,  developer  of  the 
Transcendental  Operating  System  (TOPS)  networking  software  for  Ap¬ 
ple  Computer,  Inc.  Macintoshes  and  IBM  Personal  Computers.  The  full 
name  of  the  company,  which  was  acquired  by  Sun  Microsystems,  Inc.  in 
April,  will  be  TOPS,  A  Sun  Microsystems  Company. 


►  INFO  '87 

Users  reveal  LAN  plans 

Managers  detail  strategies  for  local  net 


BY  PAULA  MUSICH 

Senior  Editor 


NEW  YORK  —  Although  use  of 
local  networks  varies  greatly 
among  corporations,  and  they  are 
still  most  often  used  to  link  a  few 
departmental  workstations,  the 
strategic  importance  of  the  tech¬ 
nology  is  increasingly  recognized 
by  corporate  MIS  and  telecommuni¬ 
cations  professionals. 

Communications  managers  at 
the  recent  Info  ’87  Information 
Management  Conference  and  Exhi¬ 
bition  discussed  their  local  net¬ 
work  strategies  and  the  factors  in¬ 
fluencing  those  strategies  with 
Network  World. 

Mark  Brooks,  network  planning 
analyst  at  Sterling  Drug,  Inc.  in 


New  York,  is  nearing  the  end  of  an 
exhaustive  evaluation  process  for 
his  firm,  a  Fortune  250  pharma¬ 
ceutical  and  consumer  products 
manufacturer. 

“We’re  in  the  process  of  devel¬ 
oping  standards  for  hardware  and 


software  selection  in  a  four-phase 
evaluation  project  that’s  been  go¬ 
ing  on  since  January,”  Brooks  ex¬ 
plained. 

“I  started  out  by  doing  a  paper 
study  of  all  the  local-area  network 
hardware  and  software  vendors  to 


implementation. 

find  out  what  equipment  was  out 
there,  rather  than  just  going  with 
the  market  leaders,”  he  said. 

In  the  second  phase,  Brooks  se¬ 
lected  products  to  evaluate  by  set¬ 
ting  up  pilot  installations  within 
MIS.  Products  were  chosen  primar¬ 


ily  from  technical  information  pro¬ 
vided  by  vendors.  This  phase, 
which  he  recently  completed,  al¬ 
lowed  Brooks  to  develop  product 
standards  to  be  used  in  both  do¬ 
mestic  and  international  depart¬ 
ments. 


Installation  and  training  materi¬ 
als  will  be  developed  within  Ster¬ 
ling  Drug’s  information  center 
with  the  help  of  corporate  telecom¬ 
munications,  Brooks’  department. 

“Our  fourth  phase  will  be  a  non- 
MIS  installation  in  which  we  will 
test  the  installation  materials  and 
training  materials,”  he  said.  “We 
will  revise  the  materials  from 
there  based  on  the  feedback  we  get 
from  users.  Then  we’ll  be  ready  to 
roll  out  local  networks  to  any  de¬ 
partment  that  needs  them.” 

The  MIS,  telecommunications 
and  information  center  depart¬ 
ments  will  each  have  responsibil¬ 
ity  for  different  aspects  of  the 
project.  “The  information  center 
will  be  doing  our  up-front  work 
with  end  users  and  will  initially 
decide  who  will  be  candidates  for 
local  networks,”  Brooks  said. 

“Corporate  telecom  will  become 
involved  in  actually  configuring 
the  system,  planning  out  the  hard¬ 
ware  and  doing  the  installation,  in¬ 
cluding  wiring.  Then  the  informa- 

See  page  20 


“I  started  out  by  doing  a  paper  study  of  all  the  local-area 
network  hardware  and  software  vendors  to  find  out  what 
equipment  was  out  there,”  said  Mark  Brooks. 


Ungermann-Bass  and  Micom- 
Interlan  join  Ethernet-over- 
phone-wire  fray 


Hewlett-Packard  Co. 

Ungermann-Bass.  Inc. 


SynOptics  Communications,  Inc. 
Micom-Interlan.  Inc 
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►  ETHERNET 

New  entrants  join 
twisted-pair  race 


BY  PAULA  MUSICH 

Senior  Editor 


Local  networking  vendors  Micom-Interlan,  Inc.  and  Un¬ 
germann-Bass,  Inc.  recently  joined  the  race  to  develop 
and  market  Ethernet  networks  that  operate  over  non- 
shielded  twisted-pair  wire. 

Micom-Interlan  said  it  will  work  with  SynOptics  Com¬ 
munications,  Inc.  to  develop  Ethernet-over-twisted-pair 
products  but  will  resell  SynOptics’  Lattisnet  products  un¬ 
til  those  products  are  completed.  Ungermann-Bass  an¬ 
nounced  it  is  working  jointly  with  Hewlett-Packard  Co.  to 
develop  interoperable  Ethernet-over-twisted-pair  prod¬ 
ucts. 

Ungermann-Bass  and  HP  said  each  company  will  devel¬ 
op  its  own  products  but  will  share  technologies  to  ensure 
:hat  the  products  work  together  over  twisted-pair  wire. 

Micom-Interlan  also  sponsored  last  week’s  meeting  of 
he  IEEE  802.3  study  group,  which  is  developing  a  pro- 
X)sal  for  a  standard  based  on  Ethernet-over-nonshielded 

See  page  20 


Expanding  networks, 
evolving  buzzwords 


Stop  making  sense.  If  local  net¬ 
works  were  designed  to  cover 
short  geographic  distances  and  sup¬ 
port  a  relatively  small  number  of  us¬ 
ers,  how  come  we  keep  trying  to  make 
them  bigger? 

It  seems  hardware  vendors  have 
done  a  decent  job  of  overcoming  the 
limitations  designed  into  local-area 
networks  with  bridges,  gateways,  rout¬ 
ers  and  so  on.  But  in  doing  so,  they’ve 
outpaced  the  capabilities  of  the  net¬ 
work  management  tools  that  were  de¬ 
signed  to  monitor  and  control  the  net¬ 
works. 

One  user  recently  complained  that, 
in  order  to  manage  all  the  Ethernet 
subnetworks  linked  into  his  wide-area 
net,  he’d  have  to  put  in  hundreds  of 
devices  and  have  individuals  located 
at  each  area  to  operate  those  network 
management  tools.  That,  he  said, 
would  send  his  costs  through  the  roof. 

Sadly,  his  problems  are  likely  to  get 
worse  instead  of  better  as  more  and 
more  users  connect  to  the  various  seg¬ 
ments  already  installed  in  his  wide- 
area  net. 

Because  it’s  so  easy  to  add  on  con¬ 
nections,  this  type  of  growth  occurs  on 
a  weekly  basis. 

It  is  time  for  networking  vendors 
and  third-party  communications  soft¬ 
ware  developers  to  start  addressing 
these  network  management  issues. 


Without  the  means  to  centrally 
manage  large  and  growing  networks, 
growth  in  the  wide-area  network  mar¬ 
ket  may  be  stunted  by  users’  inability 
to  keep  pace  with  the  hardware  tech¬ 
nology. 

Changing  of  the  guard.  As  industry 
buzzwords  go,  the  word  compatibility 
seems  to  be  on  the  wane. 

Hastening  its  departure  is  the  fact 
that  it  never  meant  what  users  expect¬ 
ed  it  to  mean.  Although  users  expect¬ 
ed  that  two  products  that  were  “to¬ 
ken-ring  compatible”  would  actually 
work  with  each  other,  the  vendors  of 
those  products  really  meant  that  they 
each  implemented  the  same  protocols 
in  their  own,  unique  way. 

Because  so  many  users  have  been 
burned  by  the  differences  between  ex¬ 
pectation  and  reality,  they  now  are 
not  as  readily  buying  into  the  idea  of 
compatibility. 

A  new  buzzword  has  come  to  the 
fore,  however.  Replacing  compatible  is 
the  word  interoperable. 

Now,  doesn’t  this  sound  like  what 
users  are  really  seeking?  It  seems  to 
imply  that  two  products  that  are  in¬ 
teroperable  actually  work  with  each 
other. 

It  should  be  interesting  to  see  how 
long  this  word  lasts  before  it  is  abused 
to  the  point  of  meaninglessness.  □ 


TWO  MONTHS  AGO, 
NORTHERN  TELECOM  QUIETLY 
CHANGED  FOREVER  THE  WAY 
TELEPHONE  NETWORKS  ARE 
DESIGNED  AND  BUILT. 

ON  SEPTEMBER  16, 1987,  WE 
DID  THE  SAME  FOR  CORPORATE 
NETWORKS. 


We  introduced  Meridian  Customer  Defined  Networking* 

Now,  enterprises  of  all  sizes  can  combine  private  telecommunications 
facilities,  information  management  systems  and  public  carrier  services 
transparently  into  hybrid  networks  of  their  own. 

They’re  free  to  configure  private  branch  exchanges,  digital  Centrex, 
tandem  and  packet  switching  systems,  service  data  bases,  applications 
processors  and  carrier  services  in  any  combination  they  want. 

Simply  put,  Meridian  Customer  Defined  Networking  is  freedom  of 
choice  and  customer  control. 

It’s  fully  compatible  with  over  15,000  Meridian  SL-1*  and  SL-100* 
integrated  services  networks,  DPN  packet  switching  systems,  1,100  DMS* 
digital  switching  systems  and  over  one  million  digital  Centrex  lines  already  in 
service  nationwide. 

And  it’s  compatible  with  other  vendors’  equipment,  through  industry 
standard  protocols  and  interfaces. 


■Trademark  ol  Northern  Telecom  ©  1987  Northern  Telecom 


Corporate  America  is  asking  for  custom  hybrid  networks,  and  Northern 
Telecom  is  responding  as  the  leading  supplier  to  their  systems  integrators. 

Meridian  Customer  Defined  Networking  contains  three  important 
innovations: 

Meridian  Network  Servicesf  applications  which  include  corporate 
carrier  services,  advanced  calling  features,  local  area  networking,  conferencing, 
voice  mail  and  other  advanced  networking  services. 

Meridian  Network  Controlf  management  tools  for  network  planning 
and  design,  operations,  administration  and  diagnostics  for  hybrid  networks. 

It  also  interfaces  with  management  and  administration  data  bases  offered 
by  other  vendors. 

And  Meridian  SuperNodef  a  powerful  new  fault-tolerant  network  node 
that  gives  corporations  with  large,  complex  networks  the  same  capabilities 
we  provided  to  local  and  interexchange  carriers  with  the  introduction  last  July 
of  DMS  SuperNodef 

These  innovations,  combined  with  the  intelligence  of  Signaling  System  7 
protocol  for  very  large  networks,  ISDN  primary  and  basic  rate  access,  and 
T1  bandwidth  management,  will  free  corporations  from  the  boundaries  of 
traditional  network  architectures. 

Best  of  all,  Meridian  Customer  Defined  Networking  is  a  reality. 

It’s  available  now. 

Meridian  Customer  Defined  Networking  exemplifies  Northern 
Telecom’s  commitment  to  OPEN  World*  and  open  networks. 

A  quiet  commitment  to  the  Intelligent  Universef  where  sharing 
information,  anywhere,  anytime  and  in  any  form,  will  be  as  easy  as  using 
a  phone  today. 
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IDC 1987  FALL 
EXECUTIVE 
CONFERENCE 


October  18-21,  1987  •  Scottsdale,  Arizona 

It’ s  your  key  to 
meeting  the  challenge 
of  Systems  Integration . 

Systems  Integration  (SI)  is  quickly  becoming  a  key  factor  in  a 
company’s  ability  to  succeed  in  today’s  marketplace.  It 
requires  the  right  combination  of  information  systems  planning 
and  business  planning.  And  it  deserves  the  attention  of 
information  professionals  —  like  you. 

DCs  1987  Fall  Executive  Conference  —  SYSTEMS 
INTEGRATION:  THE  BUSINESS  CHALLENGE  —  addresses 
this  important  trend  with  a  comprehensive  three-day  agenda. 

Day  1  -  Why  Systems  Integration? 

By  getting  answers  to  this  timely  question,  you’ll  gain  valuable 
insight  into  the  business  case  for  SI.  In  addition,  you’ll  get  a 
rundown  on  vendors  who  have  discovered  forward-thinking 
solutions  to  the  challenge  of  technology  integration. 

Day  2  -  Systems  Integration  Management 

You’ll  be  presented  with  the  tactical  dimensions  of  the  SI 
challenge.  You  can  choose  to  attend  either  the  government  or 
industry  session,  depending  on  which  perspective  is  most 
appropriate  to  your  needs.  Plus  —  you’ll  get  an  assessment  of 
the  demands  of  global  SI. 

Day  3  -  How  Will  Systems  Integration 
Change  My  Job  and  My  Organization? 

You’ll  learn  about  the  personal  and  organizational  impact  of  SI 
when  answers  to  this  all-important  question  are  uncovered. 

Systems  Integration  is  gaining  momentum  across  the  country. 
More  and  more  companies  are  recognizing  its  growing 
importance  to  their  bottom  line.  And  that  means  information 
professionals  —  like  you  —  need  to  know  everything  there  is 
to  know  about  the  SI  challenge. 

Now,  you  can  learn  how  to  meet  the  challenge  of  Systems 
Integration  —  at  the  IDC  1 987  Fall  Executive  Conference  in 
October. 

To  register  and  get  all  the  details,  simply  complete  and  mail 
the  form  below  —  or  call  Marcia  Farrington  toll  free  at  1  -800- 
343-4952  (617/872-8200  in  Mass.). 


Name _ 

Title  _ 

Company  _ 

Address  _ 

City/State/Zip 
Phone  _ 


An  International  Data  Group  Company 

5  Speen  Street,  Framingham,  MA  01701,  617/872-8200 
Produced  in  association  with  Network  World. 


Users  reveal 
LAN  plans 

continued  from  page  17 
tion  center  will  handle  trouble¬ 
shooting,  training  and  end-user 
problems,”  he  said.  “Corporate 
telecom  will  ultimately  tie  the  local 
networks  into  a  wide-area  net, 
where  we  would  be  able  to  monitor 
all  the  file  and  gateway  servers 
and  do  daily  backups  of  data. 

“We  have  a  large  IBM  main¬ 
frame  environment  and  a  number 
of  DEC  and  Wang  CPUs,”  Brooks 
said.  “We’re  trying  to  maximize 
our  investment  in  all  of  our  com¬ 
puter  resources.  It  looks  like  local 
networks  will  help  us  do  that,  but 
our  plans  are  still  in  the  formative 
stages.” 

Many  Info  attendees  said  they 
felt  the  ability  to 
use  local  net¬ 
works  to  access 
corporate  data  on 
host  computers 
was  or  would  be 
an  important 
part  of  their  net¬ 
work  buying  de¬ 
cisions. 

“We  definitely 
need  the  capability  of  connecting 
to  a  host  computer  —  especially 
where  our  customers  work  with  an 
on-line  data  base,”  said  Terry  Ad¬ 
ams,  director  of  data  communica¬ 
tions  for  financial  service  bureau 
Northeast  Datacom,  Inc. 

“We’ve  been  primarily  a  main¬ 
frame  operation  with  dumb  termi¬ 
nals,”  he  explained.  “Three  years 
ago,  we  started  to  get  involved 
with  PCs.  Different  departments 
acquired  the  PCs  for  themselves, 
and  now  we’re  trying  to  pull  that 
back  together  in  some  cohesive 
manner. 

“I  don’t  think  we’ve  formulated 
a  true  strategy  yet;  we’re  just  in 
the  early  stages  of  seeing  what  lo¬ 


cal  networks  can  do  for  us,”  Ad¬ 
ams  said. 

After  some  preliminary  research 
on  local  network  technology, 
Charles  Sanderson  decided  that  lo¬ 
cal  networks  would  not  effectively 
meet  his  company’s  connectivity 
needs.  “We  have  one  mainframe 
that  supports  the  data  bases  of  six 
of  our  manufacturing  entities. 
That’s  a  substantial  amount  of 
data,”  said  Sanderson,  corporate 
director  of  information  services  for 
Risdon  Corp.,  a  cosmetic  packaging 
manufacturer. 

“We  want  PC  users  to  be  able  to 
talk  to  that  mainframe  in  real  time. 
If  I  went  with  the  LAN  approach, 
it  wouldn’t  give  these  users  the  on¬ 
line,  real-time  access  to  the  data 
base  we’ve  amassed  on  the  host, 
unless  I  don’t  understand  the  LAN 
concept,”  San¬ 
derson  said. 

The  Savings 
Bank  of  Utica, 
N.Y.,  just  recent¬ 
ly  added  a  micro¬ 
computer  special¬ 
ist  to  its  opera¬ 
tions  depart¬ 
ment,  according 
to  Vice-President 
of  Operations  Albert  Sausville. 
“We’re  seeing  more  and  more  mi¬ 
cros  —  used  mostly  for  stand-alone 
applications  at  this  point,”  Saus¬ 
ville  said.  “But  overall,  we  see  the 
direction  going  to  networking. 
We’ll  be  looking  to  see  what  the  ad¬ 
vantages  of  networking  would  be 
for  us.  We’re  just  in  the  prelimi¬ 
nary  stages.” 

Most  of  the  bank’s  processing  is 
done  on  a  Burroughs  Corp.  main¬ 
frame  with  a  separate  consumer 
loan-tracking  system  running  on  a 
Digital  Equipment  Corp.  PDP  1184, 
Sausville  said.  “It’s  a  question  of 
what  applications  are  out  there 
that  aren’t  on  the  mainframe  that 
we  could  benefit  from.”E3 


“Overall,  we  see  the 
direction  going  to 
networking.  We’ll  be 
looking  to  see  what  the 
advantages  of  networking 
would  be  for  us,”  Albert 
Sausville  said. 


Entrants  join  twisted-pair  race 

continued  from  page  17 


twisted  pair.  The  group  hopes  to 
receive  official  status  as  a  stan- 
dards-writing  committee  at  the  In¬ 
stitute  of  Electrical  and  Electronics 
Engineers’  plenary  meeting  in  No¬ 
vember. 

Ungermann-Bass’  products, 
which  will  be  officially  introduced 
in  the  first  quarter  of  1988,  will 
use  HP’s  filtering  and  wave  shap¬ 
ing  technology  at  the  physical  lev¬ 
el. 

These  capabilities  will  be  avail¬ 
able  in  both  a  12-port  concentra¬ 
tor,  typically  located  in  a  wiring 
closet,  and  at  the  twisted-pair  ac¬ 
cess  unit  used  to  connect  a  work¬ 
station  to  the  cabling,  according  to 
Chuck  Elliott,  product  line  manag¬ 
er  for  media  products. 

Ungermann-Bass’  offerings  will 
use  two  twisted-pair  cables  and 
will  support  distances  up  to  100 
meters  or  330  ft  from  concentrator 
to  access  unit.  Up  to  12  concentra¬ 
tors  can  be  connected,  supporting 
up  to  144  connections. 

Concentrators  can  also  be  con¬ 
nected  to  an  Ethernet  backbone, 
which  can  use  broadband  or  base¬ 
band  coaxial  cable,  or  optical  fiber, 


according  to  Bill  Bailey,  Unger¬ 
mann-Bass  product  manager  for 
Ethernet-over-twisted  pair. 

Ungermann-Bass’  product  will 
also  be  electrically  powered,  and 
the  concentrators  will  include 
enough  intelligence  to  perform 
some  network  management  func¬ 
tions. 

Although  Micom-Interlan  would 
not  release  any  details  of  its 
planned  offering,  product  market¬ 
ing  manager  Joe  Skorupa  comment¬ 
ed  on  his  company’s  plans  to  mar¬ 
ket  SynOptics’  twisted-pair 
transceiver  and  Lattisnet  hub. 

“We  will  actively  resell  the  505 
[transceiver]  in  the  short  term,  and 
we  will  use  their  technology  on  our 
boards  in  the  future  to  drive  the 
cost  down,”  he  said.  “If  we  can  in¬ 
corporate  SynOptics’  [very  large- 
scale  integration]  technology  di¬ 
rectly  into  our  products,  that 
lowers  our  cost  and  lets  us  bring 
the  product  td  market  at  a  much 
more  attractive  price.” 

Micom-Interlan  will  release  pric¬ 
ing  and  availability  information  on 
the  SynOptics  products  it  will  re¬ 
sell  within  30  days.E? 
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Fit  to  manage 

The  fastest  growing  executive  perquisite  is  compa¬ 
ny-paid  memberships  to  athletic  clubs,  according  to 
“The  Richards  Report,”  a  newsletter  published  by 
Richards  Consultants,  Ltd.,  based  in  Wellesley  Hills, 
Mass.  In  1986,  17%  of  the  900  organizations  surveyed 
offered  top  executives  membership  in  athletic  clubs, 
compared  to  only  1%  in  1982. 


How  to  sell  networking  projects 
to  upper  management 


1.  Sell  the  benefits,  not  the  technology. 

2.  Be  prepared  to  offer  lower  cost 
alternatives  to  your  ideal  project. 

3.  Know  your  organization’s  process  for 
approving  capital  expenditures. 

4.  Be  accurate  in  analyzing  costs. 

5.  Demonstrate  that  you  have  the 
personnel  and  expertise  to  exploit 
new  technology. 

6.  Enlist  the  support  of  in-house  experts. 

7.  Carefully  explain  all  risks  associated 
with  the  project. 

,8.  Remember  that  enthusiasm  is  contagious. 


SOURCE:  RACAL-MILGO,  INC.,  SUNRISE,  FLA. 


►  MANAGEMENT  OUTLOOKS 


Users:  technology  not 
key  to  strategic  edge 

Say  state-of-art  tools  don't  guarantee  advantage. 


BY  MICHAEL  FAHEY 

Senior  Writer 


SAN  DIEGO  —  Users  do  not  need  state-of- 
the-art  technology  to  put  communications  to 
strategic  advantage,  according  to  managers 
who  attended  the  Tele-Communications  Associ¬ 
ation  (TCA)  25th  Annual  Conference  and  Exhi¬ 
bition  held  here  recently. 

Some  users  are  daunted  by  the  competition- 
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What  do  you  gain  by  attending  the  Tele¬ 
communications  Association’s  conference? 

u  It  gives  me  an  opportunity  to  check  out  the 
newest  developments  in  equipment  and  tech¬ 
nology  and  to  associate  with  my  colleagues.  It  is 
also  a  change  of  pace  from  my  usual  schedule. 
It  is  a  way  for  users  and  vendors  to  meet  in  a 
relaxed  setting.  And  let’s  not  forget  the  happy 
hours. 

William  Ziefle 

Analyst  coordinator  III 
Network  communications  systems 
Great  American  First  Savings  Bank 
National  City,  Calif. 

u  I’m  interested  in  the  vendors’  exhibits  and 
in  attending  some  of  the  seminars.  I  thought  the 
call  for  papers  was  very  interesting.  I  would 
have  liked  to  have  seen  more  network  manage¬ 


ment  products  and  more  videoconferencing  ex¬ 
hibits. 

Thomas  Sabbe 

Telecommunications  analyst 
Corporate  Information  Systems 
Litton  Industries,  Inc. 

Beverly  Hills,  Calif. 

u  I’ve  been  attending  for  25  years,  and  every 
year  it’s  great  to  catch  up  with  old  friends.  And 
of  course,  it’s  always  good  to  see  the  exhibits 
and  attend  the  seminars  and  classes. 

As  a  charter  member  of  the  organization  and 
a  former  corporate  board  member,  it  is  amazing 
to  see  the  way  the  conference  has  grown.  In  the 
early  years,  we  had  only  a  handful  of  exhibi¬ 
tors. 

Robert  Hynes 

Telecommunications  engineering  manager 

Times  Mirror  Co. 

Los  Angeles 


mmm 


GUIDELINES 


RICK  MARGOLIS 


The  education  of  a  manager 


As  managers  and  professionals,  most  of 
us  have  no  problem  managing  our  own 
output.  We  work  smart,  diligently  apply 
our  experience  and  skill  and  obtain  good  re¬ 
sults.  We  act  out  a  simple  performance 
principle:  Effort  produces  results,  and  re¬ 
sults  pay  off.  We  know  how  to  make  things 
happen.  We  are  proven  performers. 

But  things  are  not  so  simple  when  we 
are  managing  other  people.  We  assign  tasks 
that  don’t  get  done  according  to  our  expec¬ 
tations  or  standards.  We  seem  to  spend  a 
lot  of  time  putting  out  fires,  sending  memos 
that  mysteriously  vanish,  picking  up  the 
pieces  or  muttering  one-liners  to  no  one  in 
particular,  such  as,  “It’s  hard  to  get  good 
help.”  The  truth  is  that  it’s  hard  to 

Margolis  is  director  of  program  develop¬ 
ment  for  MAGE  Centers  for  Management 
Development,  a  management  consulting 
firm  in  Boston,  Montreal  and  Toronto. 


become  a  good  manager.  Effective  manag¬ 
ers  who  help  others  contribute  to  the  orga¬ 
nization  and  derive  satisfaction  from  their 
efforts  require  as  much  skill  as  technical 
functions. 

Many  managers  act  as  if  their  associates 
know  what  they  are  supposed  to  do  with¬ 
out  being  told.  After  all,  many  managers 
reason,  my  associates  were  told  what  to  do 
when  they  were  hired. 

The  first  step  in  helping  other  people  be 
effective  is  for  managers  to  communicate, 
review,  compare  and  prioritize  their  expec¬ 
tations  regularly.  One  way  to  do  this  is  for 
the  manager  and  associate  to  prioritize  the 
associate’s  functions  independently.  The 
differences  that  appear  can  be  startling. 

For  example,  a  consultant  called  in  to 
improve  customer  relations  in  a  national 
chain  of  apparel  stores  was  told  by  the  re¬ 
gional  sales  manager  that  the  job  of  clerks 
*-  See  page  22 


crushing  networking  investments  made  by  cor¬ 
porate  giants  such  as  American  Airlines,  Inc. 
But,  said  Jack  Kamoske,  voice  systems  consul¬ 
tant  for  Rexnord,  a  Fortune  500  manufacturing 
company  headquartered  in  Milwaukee,  “You 
don’t  need  sophisticated  technology  to  use  com¬ 
munications  to  help  your  business.  The  goal 
isn’t  to  be  impressive.  The  goal  is  to  be  effec¬ 
tive.” 

Kamoske  said  a  small  investment  in  equip¬ 
ment  that  improves  an  organization’s  ability  to 
handle  incoming  telephone  calls,  for  example, 
can  improve  sales  and  marketing.  For  less  than 
$300,  according  to  Kamoske,  a  secretary  can  be 
provided  with  a  multiline  phone  that  enables 
the  answering  of  unattended  phones  using  the 
called  party’s  name.  “That  helps  the  company’s 
image  in  the  eyes  of  the  person  calling,”  Ka¬ 
moske  said.  “That’s  very  important  if  you  de¬ 
pend  on  service  to  sell  a  product.” 

Even  something  as  simple  as  training  staff 
members  in  the  proper  use  of  existing  call-for¬ 
warding  features  can  improve  an  organization’s 
image  with  its  customers  and  suppliers,  while 
also  bolstering  the  bottom  line,  Kamoske  said. 

An  automatic  call  distribution  (ACD)  system 
added  to  an  existing  private  branch  exchange 
can  improve  a  business’s  ability  to  handle  or¬ 
ders  for  its  products  at  a  reasonably  low  cost, 
Kamoske  said.  “You  can  buy  a  stand-alone  call 
distribution  system  for  anywhere  from  $20,000 
to  $80,000,”  he  said.  An  ACD  system  can  be 
combined  with  a  toll-free  800  number  to  create 
an  effective  sales  tool,  he  pointed  out. 

Kamoske  works  in  his  company’s  corporate 
telecommunications  department  and  provides 
consulting  services  to  Rexnord’s  divisions. 

He  said  meeting  with  the  company’s  end  us¬ 
ers  and  discussing  their  daily  operations  helps 
him  develop  communications  services  that  meet 
their  business  needs.  “Often,  when  we  first 
start  talking,  the  users  will  say  there  is  nothing 
they  can  think  of  that  I  can  provide  to  help 
them,”  Kamoske  said.  As  the  discussions  con¬ 
tinue,  however,  new  and  effective  applications 
of  available  technology  often  emerge. 

Home  Federal  Savings  &  Loan  Association,  a 
savings  bank  chain  based  here,  attracted  $100 
million  in  new  business  last  year  by  advertising 
an  800  number  in  major  U.S.  newspapers. 

The  advertising  campaign,  designed  to  at¬ 
tract  out-of:state  customers  needing  California 
banking  services,  was  supported  by  an  ACD 
system,  said  John-David  Hughes,  section  man¬ 
ager  of  network  planning  for  Home  Federal. 

Like  Kamoske,  Hughes  stressed  the  impor¬ 
tance  of  meeting  with  users  to  formulate  com¬ 
munications  strategies  that  meet  their  needs. 

Gene  Taylor,  planning  supervisor  in  the  tele¬ 
communications  department  of  San  Diego  Gas  & 
Electric  Co.,  warned  users  to  beware  of  “yuppie 
products”  designed  to  convince  them  that  they 
can  solve  communications  problems  by  throw¬ 
ing  money  and  technology  at  them. 

Taylor  said  that  rather  than  concentrating 
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Technology  not 
key  to  edge 

continued  from  page  2 1 
on  the  latest  technology,  users 
should  focus  on  understanding  the 
issues  affecting  their  companies 
and  industries. 

The  utility  recently  installed  a 
fiber-optic  network  that  circles  the 
city  of  San  Diego.  The  company 
was  able  to  use  the  rights-of-way  it 
owns  for  its  utility  lines  to  run  the 
fiber.  For  other  companies,  with¬ 
out  similar  rights-of-way,  a  fiber 
network  may  not  make  sense,  Tay¬ 
lor  said. 

San  Diego  Gas  &  Electric  is  ex¬ 
ploring  the  idea  of  using  its  net¬ 
work  to  tie  directly  to  its  custom¬ 
ers  to  offer  energy  management 


programs,  Taylor  said.  This  could 
lower  the  cost  of  the  energy  pro¬ 
vided  by  San  Diego  Gas  &  Electric 
and  help  the  utility  maintain  its 
customer  base. 

Taylor  said  some  companies  are 
turning  to  cogeneration,  burning 
their  waste  products  to  provide  en¬ 
ergy.  “We’re  being  bypassed  like 
the  phone  company,”  he  said.  Ty¬ 
ing  directly  into  users  and  offering 
energy  management  services  could 
eliminate  this  trend. 

While  putting  communications 
networks  to  strategic  advantage  is 
an  important  issue  for  TCA  mem¬ 
bers  who  attended  the  conference 
here,  cutting  costs  and  maintaining 
reliable  service  are  also  of  vital 
concern. 

“Our  management  sees  the  net¬ 


work  as  critical  to  our  operation,” 
said  Home  Federal’s  Hughes.  For 
that  reason,  Hughes  said,  main¬ 
taining  network  uptime  and  insti¬ 
tuting  a  disaster  recovery  plan  are 
as  important  to  his  operation  as  us¬ 
ing  it  to  gain  a  business  advantage. 

Hughes  said  he  has  pledged  to 
slash  between  $300,000  and 
$500,000  per  year  from  his  voice 
costs.  Meanwhile,  he  said  he  ex¬ 
pects  to  keep  his  data  transmission 
costs  level  while  adding  or  moving 
one  location  per  month  to  the 
bank’s  network. 

According  to  Hughes,  optimizing 
the  network  and  maintaining  strict 
control  of  equipment  and  services 
enables  the  bank  to  expand  its  nets 
while  offering  less  expensive  and 
more  reliable  service.  □ 


The  education 
of  a  manager 

continued  from  page  2 1 
was  to  wait  on  customers  and  sell 
them  merchandise.  When  he  talked 
with  clerks,  the  consultant  was  re¬ 
peatedly  told  their  No.  1  priority 
was  to  straighten  out  the  stock, 
that  the  customers  could  wait. 

After  establishing  that  people 
know  what  they  are  expected  to 
do,  effective  managers  check  to 
make  sure  their  associates  are  ac¬ 
tually  able  to  do  what  is  required. 
Depending  on  prior  experiences 
and  skill  levels,  training  or  model¬ 
ing  of  desired  behaviors  may  need 
to  be  provided. 

After  associates  know  what  to 
do  and  how  to  do  it,  performance 
goals  should  be  set.  Performance 
goals  are  powerful  means  of  moti¬ 
vating  people  and  helping  them  be¬ 
come  more  productive.  Goals  are 
stated  in  terms  of  the  behavior 
necessary  to  accomplish  them.  Be- 
haviorists  have  said  that  if  we  can 
see  a  behavior,  we  can  measure  it. 
And  if  we  can  measure  a  behavior, 
we  can  influence  whether  the  be¬ 
havior  occurs  more  or  less  fre¬ 
quently.  Managers  respond  to  be¬ 
havior  in  one  of  three  ways: 
positively,  negatively  or  not  at  all. 
The  most  common  managerial  style 
is  the  latter. 

One  systems  analyst  worked  for 
a  month  under  a  deadline  to  pre¬ 
pare  recommendations  on  the  cur¬ 
rent  information  needs  of  a  manu¬ 
facturing  division.  The  extensive 
report  was  completed  and  left  on 
his  superior’s  desk.  After  not  hear¬ 
ing  anything  about  the  report’s 
status,  the  analyst  asked  his  super¬ 
visor  for  some  feedback.  The  su¬ 
pervisor  shrugged  apologetically 
and  said  she  had  passed  the  report 
along  to  her  supervisor,  who  had 
not  volunteered  any  information. 

The  lack  of  feedback  had  be¬ 
come  institutionalized  in  this  firm. 
The  analyst  felt  deflated,  as  if  his 
work  did  not  matter.  His  morale 
and  productivity  diminished.  Ef¬ 
fective  managers  care  about  peo¬ 
ple,  their  behavior  and  the  conse¬ 
quences  of  behavior.  These 
managers  use  feedback  to  acknowl¬ 
edge  and  praise  performance.  Ef¬ 
fective  leaders  recognize  that  feed¬ 
back  is  the  greatest  contributor  to 
increased  personal  and  organiza¬ 
tional  effectiveness.  Accordingly, 
after  performance  goals  have  been 
agreed  upon,  effective  managers 
actively  seek  out  instances  of  their 
associates’  demonstrating  goal-ori¬ 
ented  behavior  and  then  offer  gen¬ 
uine  praise. 

But  what  if  an  associate  is  doing 
a  substandard  job?  After  all  the 
goal-setting  and  praising,  this  per¬ 
son  is  still  not  cutting  it.  When  a 
person  is  able  to  do  the  job  but 
won’t,  the  feedback  takes  on  the 
form  of  a  reprimand.  Reprimands 
require  responding  to  the  inappro¬ 
priate  behavior  as  close  to  the  time 
of  occurrence  as  possible;  commu¬ 
nicating  your  disapproval  and  true 
feelings  about  the  specific  behav¬ 
ior;  and  expressing  to  the  individ¬ 
ual  that  you  still  value  the  person 
—  it  is  the  behavior  you  do  not 
condone.  After  the  reprimand  is 
over,  it  is  over.  □ 


Your  FREE  ticket  to  success! 

Communication  Networks  ’88 

January  26-28, 1988,  Washington,  D.C. 


Make  your  success  a  priority  in  1988.  Pre¬ 
register  NOW  for  FREE  ADMISSION  to  the  exhib¬ 
its  at  Communication  Networks  ’88.  Your  admis¬ 
sion  ticket  saves  you  the  $20  entrance  fee  and 
let’s  you  breeze  past  long  lines. 

Best  of  all,  you’ll  be  part  of  Communication 
Networks  gala  10th  Anniversary  Conference  and 
Exposition  —  an  important  show  for  communica¬ 
tions  professionals,  with  over  17,000  expected 
attendees,  over  1,300  booths  and  350  exhibitors. 

At  CN  ’88  you’ll  see  and  hear  about  the  latest 
in  voice,  data  and  telecommunications  systems, 


software,  and  services.  And  keep  your  career  on 
track  by  attending  in-depth  tutorials  led  by  in¬ 
dustry  experts  and  a  conference  program  of  over 
75  information-packed  sessions  on  the  newest 
developments,  ideas  and  strategies  in  the  commu¬ 
nications  industry. 

For  your  FREE  exhibits-only  registration,  fill 
out  and  mail  this  coupon  before  December  1, 
1987.  For  more  information  and  prices  on  the 
tutorials  and  conferences,  call  Dorothy  Ferriter 
800-225-4698  or  check  the  appropriate  box  on  the 
coupon. 


CN  ’88  -  your  network  for  success 

Exhibitors  (as  of  August  1,  1987):  ACC  •  Account  Data  Group  •  Adacom  •  ADC  Telecommunications  •  Allen-Bradley  •  Almetek  Industries  •  AM 
Communications  •  AMCO  Engineering  •  Amdahl  •  American  Cable  Products  •  American  Communications  •  American  Computer  and  Electronics  •  American  TeleCorp. 

•  Ameritec  •  Amnet  •  AMP  •  Anderson  Jacobson  •  Arus  •  Astrocom  •  Atlantic  Research  •  AT&T  •  Augat  Communications  •  Avantek  •  Avanti  •  Aydin  Monitor  •  Banyan 

•  BCR  Enterprises  •  Bell  Atlantic  •  Bell  Communications  Research  •  BGS  •  Brand-Rex  Co.  •  Bridge  Communications  •  Bytex  •  Cable  Technology  •  Canoga-Perkins 

•  CASE  Communications  •  CCMI/McGraw-Hill  •  C-COR  Electronics  •  Cellular  One  •  Cermetek  Microelectronics  •  Chipcom  •  Chromatic  Technologies  •  Cincom  Systems 

•  CMC  •  COASTCOM  •  Codex  •  Coherent  Communications  •  ComDesign  •  Communications  Design  •  Communications  Management  Systems  •  Communications  News 

•  Communications  Week  •  Complementary  Solutions  •  Compression  Labs  •  Computerworld  •  COMSAT  •  COMSAT  ISS  •  Comsearch  •  Comsel  •  Concord  Data  •  Connec¬ 
tions  Telecommunications  •  Contel  •  Control  Cable  •  Corning  Glass  Works  •  CTS  Fabri-Tek  •  Cyclotomics  •  Data  Communications  •  Dataradio  •  Data  Switch  •  Data- 
Tech  Institute  •  Datacom  Northwest  •  Datanex  •  Datapro  Research  •  Dataprobe  •  Datatel  •  Design  Development  •  Develcon  Electronics  •  Digilog  •  Digital  Communica¬ 
tions  Associates  •  Digital  Equipment  Corp.  •  Digital  Link  •  Digital  Microwave  •  Digital  Sound  •  Digital  Transmission  Systems  •  Digitech  •  Doelz  Networks  •  Domain 

•  DYNAPAC  •  Dynatech  Communications  •  Dynatech  Data  •  EBM  Communications  •  EDA  Instruments  •  EICON  Technology  •  Electro  Rep  Datacomm  •  Electrodata 

•  Ericsson  •  EXCELAN  •  Fairchild  Communication  •  Fairchild  Data  ■  FiberCom  •  FiberLAN  •  Fibermux  •  Fibronics  •  FOCS  •  Frederick  Engineering  •  Frequency  &  Time 
Systems  •  Gandalf  Data  •  General  Cable  •  General  DataComm  •  General  Instrument  •  General  Network  •  Glasgal  Communications  •  Gore  &  Associates  •  Government 
Computer  News  •  Granger  Associates  •  Grass  Valley  Group  •  GTE  Spacenet  •  GTE  Supply  •  Hewlett-Packard  •  Hughes  Communications  •  IBM  •  IDACOM  Electronics 

•  Illinois  Computer  Cable  •  1NFINET  •  INFORMER  Computer  Terminal  •  Infotron  •  International  Data  Corp.  •  International  Microwave  •  ISC  Datacom  •  ITT  •  Jenks  & 
Son  •  Jupiter  Technology  •  Kentrox  Industries  •  KMW  Systems  •  LANEX  •  Lanier  Business  Products  •  Larse  •  Laser  Communications  •  LDX  NET  •  LIGHTNET 

•  Lightwave  •  Luxcom  •  M/A-COM  •  M/A-COM  MAC  •  MCI  •  Memotec  •  Microwave  Networks  •  Mitel  Datacom/BTD  •  Motorola  •  Mountain  Bell/Northwestem  Bell/Paci¬ 
fic  Northwest  Bell/US  WEST  •  NTN  •  Navtel  •  NEC  America  •  NETRIX  •  Network  Communications  •  Network  Control  •  Network  Equipment  Technologies  •  Network 
Systems  •  Network  World  •  Nevada  Western  •  Newbridge  Networks  •  Nissei  Sangyo  America  •  North  Supply  •  Northern  Telecom  •  Northern  Telecom/Spectron 

•  NYNEX  •  Omnicom  •  OPT  Industries  •  Optelecom  •  Optical  Data  Systems  •  PA  Technology  •  PC  Week  •  Phoenix  Microsystems  •  PictureTel  •  Pirelli  Communication 

•  Powell-Pendergraph  •  Progressive  Computing  •  Proteon  •  Pulsecom  •  Racal-Milgo  •  Racal-Vadic  •  Racon  •  Rad  Data  Communications  •  Random  •  Raycom  Systems 

•  Reliable  Electric  •  Renex  •  Sargent  Fiber  Optic  •  Satellite  Communications  •  Scientific- Atlantic  •  Siecor  •  Sorbus  •  South  Central/Southern  Bell  •  Southwestern  Bell 

•  Spectrum  Planning  •  Stonehouse  &  Co.  •  StrataCom  •  Suntel  Systems  •  Symplex  •  Tekelec  •  Telco  Research  •  Telco  Systems  NAC  •  Tele-Measurements  •  Telebyte 
Technology  •  Telecom  Publishing  •  Telecommunication  Products  +  Technology  •  Telecommunications  •  Telecommunications  Techniques  •  Teleconnect  and  LAN 

•  Telenex  •  TELEPHONY  •  Tele/Scope  •  TeleStrategies  •  Tellabs  •  TelWatch  •  The  ARIES  Group  •  The  Residence  Inn  •  3COM  •  3M  Test  &  Measurement  Systems 

•  Timeplex  •  Trompeter  Electronics  •  TRW  •  Tymnet  McDonnell  Douglas  •  Universal  Data  •  US  Sprint  •  US  WEST  •  Verilink  •  Versa-Lite  •  Vertex  Labs.  •  VIR  •  Vitalink 

•  Wandel  &  Goltermann  •  Wegener  •  Wellfleet  •  Western  Digital  •  Wiltronix  •  Wyle  Laboratories  •  XTEND  •  Xyplex  •  Zenith  •  Zeta 

Celebrating  a  Decade  as  the  Industry's  Elite  Voice  and  Data  Show 


Fill  out  this  coupon  completely  and  mail  to: 
Communication  Networks,  P.O.  Box  9171, 
Framingham,  MA  01701-9171. 


□  Yes,  I  want  to  pre-register  to  attend  the 
exhibits-only  for  FREE  at  CN  ’88!  I  un¬ 
derstand  that  if  I  mail  this  coupon  before 
December  1,  1987,  I  will  receive  my 
badge  at  no  charge. 

□  Send  me  information  and  prices  for  the 
CN  ’88  tutorial  and  conference  programs. 

□  Please  send  my  admission  badge  to: 


Name- 
Title  _ 


Company 
Street  _ 


City/State/Zip. 
Phone  _ 


Communication  Networks  is  produced  by  IDG  Conference  Management  Group,  an  International  Data  Group  Company. 
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See  inside  for: 

►GEISCO  CAD/CAM  service 
►Key  system  call  accounting 
►Octel  voice-processing  system 


XEROX 

Xerox  PC  package 
controls  fax  net 

BY  JIM  BROWN 

New  Products  Editor 


SAN  DIEGO  —  Xerox  Corp.  released  software 
that  enables  a  personal  computer  to  act  as  a  hub  in  a 
facsimile  machine  network  at  the  recent  Tele-Com¬ 
munications  Association  25th  Annual  Conference 
and  Exhibition  here. 

The  software,  FaxMaster  21,  provides  the  neces¬ 
sary  conversion  between  ASCII  data  and  facsimile 
formats,  enabling  documents  scanned  through  a 
plain-paper  Xerox  Telecopier  7021  to  be  stored  on 
the  personal  computer’s  disk. 

Personal  computer  users  are  able  to  create  a  docu¬ 
ment  and  send  it  to  remote  facsimile  machines  via 
the  Telecopier  7021,  or  they  can  store  documents  re¬ 
ceived  by  the  Telecopier  7021. 

Users  of  personal  computers  can  access  and  edit 
documents  by  using  Z  Soft,  Inc.’s  PC  Paintbrush  Plus 
or  Media  Cybernetics,  Inc.’s  Dr.  Halo  II  software 
packages. 

FaxMaster  21  software  runs  on  Xerox  6065, 
AT&T  6300,  AT&T  6310  and  IBM  Personal  Comput¬ 
ers  operating  under  MS-DOS  3.1.  The  copier  is  linked 
to  the  microcomputer  through  an  RS-232-C  interface. 

When  the  Telecopier  7021  runs  out  of  paper,  it 
will  automatically  store  incoming  documents  to  the 
personal  computer  disk.  An  average  document  re¬ 
quires  24K  bytes  of  disk  storage  space. 

PC  routes  documents 

Users  can  also  maintain  document  distribution 
lists  on  the  personal  computer  and,  with  commands 
issued  from  FaxMaster  21,  send  documents  to  indi¬ 
vidual  facsimile  machine  users. 

FaxMaster  21  enables  users  to  configure  the  Tele¬ 
copier  7021  to  poll  remote  facsimiles  and  retrieve 
documents  waiting  for  transmission  to  the  central 
site. 

FaxMaster  21  can  be  configured  as  the  hub  of  a 
facsimile  mail  network,  allowing  remote  users  to  dial 
into  the  central  site  using  a  security  code  and  print 
out  a  list  of  documents  stored  in  their  mailboxes  or 
retrieve  documents. 

The  software  enables  remote  users  to  enter  com¬ 
mands  via  push-button  telephones  or  from  Teleco¬ 
pier  7021  control-panel  buttons. 

A  stand-alone  Telecopier  7021  is  capable  of  stor¬ 
ing  as  many  as  60  documents  in  its  1M  byte  of  ran¬ 
dom-access  memory.  The  device  can  distribute  a 
copy  of  a  document  to  as  many  as  99  different  loca¬ 
tions. 

Compatible  with  CCITT  Group  III  and  Group  II 
facsimile  machines,  it  transmits  a  page  in  15  sec  and 
uses  plain  paper.  The  Telecopier  7021  can  be  used  as 
a  plain  paper  copier,  and  it  can  act  as  a  personal 
computer  printer. 

Pricing  information 

Targeted  at  users  that  send  1,500  facsimile  docu¬ 
ments  a  month,  FaxMaster  21  can  be  added  to  exist¬ 
ing  Telecopier  7021s  for  $695.  The  price  for  a  Tele¬ 
copier  7021,  FaxMaster  21  and  RS-232-C  port  is 
$5,295. 

Xerox  Corp.  can  be  reached  by  writing  to  Xerox 
Square  06B,  Rochester,  N.Y.  14644,  or  by  calling 
(716)  423-5078.0 


VOICE  MESSAGING 

AT&T  updates  Audix 
with  network  feature 

Voice  conference  with  data  exchange  also  bows. 


BY  JIM  BROWN 

New  Products  Editor 


NEW  YORK  —  AT&T  recently  an¬ 
nounced  software  that  enables  up  to  100 
of  its  Audio  Information  Exchange  (AU¬ 
DIX)  voice-messaging  systems  to  be  linked 
in  a  network. 

AT&T  also  announced  two  voice-confer¬ 
encing  services  based  on  its  Accunet 
Switched  56  service  that  enable  partici¬ 
pants  to  exchange  digital  data  and  docu¬ 
ments. 

The  AUDIX  update  included  a  version 
of  the  voice-messaging  system  that  inter¬ 
faces  with  AT&T’s  analog  Dimension  and 
System  75  Model  1A/1B  private  branch  ex¬ 
changes,  as  well  as  other  vendors’  PBXs. 
AT&T  said  it  will  work  with  customers  to 
interface  the  new  AUDIX,  dubbed  the  AU¬ 
DIX  Standalone,  to  their  PBXs. 

Existing  AUDIX  models  integrate  with 
AT&T  System  85  and  System  75  digital 
PBXs  via  ah  X.25  data  line. 

When  used  with  switches  from  other 
vendors,  each  port  of  an  AUDIX  Stand¬ 
alone  unit  must  be  linked  via  a  PBX  analog 
tie  line  port. 

The  new  AUDIX  Enhanced  II  software 
enables  users  to  forward  messages  from 


one  AUDIX  system  to  another  using  digital 
transmission  facilities  operating  at  speeds 
up  to  64K  bit/sec  or  traditional  analog 
leased  lines  outfitted  with  modems.  With 
the  software,  users  can  designate  whether 
outgoing  messages  should  be  sent  immedi¬ 
ately  or  held  for  bulk  transmission  at  the 
end  of  the  day. 

AUDIX  is  also  capable  of  integrating 
with  System  85  PBXs  linked  via  AT&T’s 
Distributed  Communications  System, 
which  makes  a  series  of  System  85s  ap¬ 
pear  as  a  single  unit. 

The  enhanced  Audix  software  also  en¬ 
ables  users  to  configure  message  systems 
to  act  as  automated  attendants,  greeting 
callers  with  recorded  messages  that  in¬ 
struct  them  to  enter  digits  from  a  push¬ 
button  phone  in  order  to  connect  to  an  op¬ 
erator,  department  secretary  or  AUDIX 
voice  mailbox. 

When  used  with  systems  that  do  not 
support  telephone  message-waiting  indica¬ 
tors,  users  can  configure  AUDIX  to  ring 
their  extensions  when  they  receive  a  new 
message.  This  feature  also  enables  users  to 
instruct  AUDIX  to  call  their  homes  or  oth¬ 
er  telephone  numbers  when  new  messages 
arrive. 

See  page  26 


ANM/NX  WARE 

Infotron  mux  manager  out 


BY  JIM  BROWN 

New  Products  Editor 


SAN  DIEGO  —  Infotron 
Systems  Corp.  introduced 
at  the  recent  Tele-Commu¬ 
nications  Association 

(TCA)  25th  Annual  Confer¬ 
ence  and  Exhibition  here  a 
tool  designed  to  manage  its 
Infostream  NX  4600  or 
NX3000  Network  Exchange 
T-l  multiplexers. 

The  firm’s  ANM/NX 
software,  which  runs  on  an 
IBM  Personal  Computer 
AT,  can  monitor  and  con¬ 
trol  up  to  eight  NX4600  or 
NX3000S.  Each  NX4600 
supports  up  to  96  T-l  links 
providing  up  to  4,000  local 
channels,  while  each 
NX3000  supports  four  T-l 
links  providing  up  to  96  lo¬ 
cal  channels. 

The  new  software  in¬ 
cludes  a  mapping  feature 
that  superimposes  selected 
network  segments  or  the 


entire  network  over  a  geo¬ 
graphical  map.  It  also  de¬ 
tails  the  configuration  in¬ 
formation  for  each  multi¬ 
plexer. 

The  Network  Exchange 
images  on  the  screen  will 
change  color  to  show  when 
a  link  starts  to  exceed  user- 
defined  thresholds  and 
again  when  it  is  experienc¬ 
ing  a  critical  condition. 
Those  color-coded  alarms 
are  also  logged  into  a  sys¬ 
tem  data  base.  The 
ANM/NX  will  log  up  to  500 
alarms.  Once  the  memory  is 
full,  the  data  can  be  stored 
to  a  personal  computer  disk 
or  a  remote  mainframe. 

In  addition,  the  software 
enables  an  operator  to 
trace  individual  channels 
through  the  network.  Dur¬ 
ing  that  trace,  all  nodes, 
slaves  and  links  through 
which  the  channel  passes 
as  it  travels  the  network 
will  be  displayed.  An  oper¬ 


ator  can  use  the  system  to 
request  the  configuration 
information  of  any  Net¬ 
work  Exchange,  generate  a 
topology  map  and  print  any 
screen-displayed  data. 

ANM/NX  software  can 
be  used  to  perform  the  op¬ 
erator  console  tasks  for 
any  Network  Exchange  in 
the  network.  Up  to  16  oper¬ 
ators  can  access  the  ANM/ 
NX  software  via  individual 
passwords.  Available  in 
December,  ANM/NX  soft¬ 
ware  costs  $15,000. 

Infotron  also  unveiled  an 
entry-level  version  of  its 
Integrated  Network  Manag¬ 
er,  the  INM200.  The  pack¬ 
age  is  aimed  at  smaller  T-l 
backbone  networks  or  sub- 
T-l  networks  that  feed  into 
a  larger  Network  Ex¬ 
change-based  T-l  backbone 
net. 

The  package  runs  on  a 
multitasking  computer  and 
See  page  26 
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WU  offers  packet  net 
access  via  800  lines 

Western  Union  Corp.  re¬ 
cently  announced  that  it 
now  provides  access  to  its 
packet-switching  data  net¬ 


work  through  the  compa¬ 
ny’s  own  800  dial-up  ser¬ 
vice,  thereby  increasing  the 
number  of  access  points  to 
that  network. 

800  Data  is  the  first 
packet-switched  data  ser¬ 
vice  to  interface  directly 
with  local  exchange  tele¬ 
phone  companies  using  oth¬ 
er  than  standard  business 
lines,  according  to  the  firm. 

Customers  using  the 
company’s  packet-switched 


network  will  be  able  to  dial 
a  single  800  number  to  ac¬ 
cess  the  service  without  in¬ 
curring  message-unit  or  toll 
charges  within  local  access 
and  transport  areas. 

Western  Union’s  800 
Data  service  supports 
speeds  ranging  from  300  to 
2,400  bit/sec.  End-to-end 
error  protection  will  be  im¬ 
plemented  by  the  first 
quarter  of  1988  by  using 
the  X.PC  protocol  to  dial 


into  the  packet  network. 

Access  charges  for  the 
services  will  be  1214  cents 
per  minute  ($7.50  per 
hour).  The  800  Data  Ser¬ 
vice  will  be  available  in  150 
LATAs  by  the  end  of  the 
year  and  to  all  190  LATAs 
by  mid-1988,  according  to 
Western  Union. 

Western  Union  Corp.,  1 
Lake  St.,  Upper  Saddle  Riv¬ 
er,  N.J.  07458,  or  call  (201 ) 
825-5277. 


■  Product  prevents 
unauthorized  access 

Digital  Pathways,  Inc.  re¬ 
cently  introduced  a  host-in¬ 
dependent  product  that  al¬ 
lows  users  to  guard  their 
X.25  packet  links  against 
unauthorized  access. 

According  to  the  vendor, 
SecureLink  X.24  (SLX) 
acts  as  a  “security  gate” 
that  screens  access  re¬ 
quests  to  connected  hosts. 


►  UNIVERSAL  DATA 


Modem 
price  cut 
by  36% 

BY  PAULA  MUSICH 

Senior  Editor 


NEW  YORK  —  Motorola, 
Inc.  subsidiary  Universal 
Data  Systems,  Inc.  (UDS) 
recently  announced  it  will 
drop  the  price  of  its  9.6K 
bit/sec  V.32  modem  to 
$1,595,  a  36%  cut. 

UDS  President  George 
Grumbles  said  users  that 
bought  the  modem  at  its 
originally  suggested  $2,495 
price  will  receive  rebates, 
and  all  backlog  orders  will 
reflect  the  new  pricing.  The 
modem,  introduced  earlier 
this  year,  is  compliant  with 
the  CCITT  V.32  standard 
for  9.6K  bit/sec  full-duplex 
operation. 

The  price  cut  is  intended 
to  make  the  V.32  modem 
more  competitive  with  non¬ 
standard,  or  asymmetrical, 
9.6K  bit/sec  modems  and  to 
pave  the  way  for  greater 
acceptance  of  the  standard. 
“V.32  is  here.  If  we  can 
move  the  price  closer  to 
that  of  the  asymmetrical 
modems,  we  can  take  away 
the  concern  over  end-to- 
end  compatibility,”  Grum¬ 
bles  said. 

Initially,  V.32  modems 
experienced  performance 
problems.  The  asymmetri¬ 
cal  modem  makers  over¬ 
came  those  problems  with 
proprietary  techniques,  ac¬ 
cording  to  Grumbles.  He 
said  the  patented  echo-can¬ 
cellation  design  used  in  the 
UDS  modem  provides  com¬ 
petitive  performance  with¬ 
in  the  specifications  of  the 
standard. 

Strategy 

The  price  cut  and  stan¬ 
dard  offering  are  also  in¬ 
tended  to  move  UDS  away 
from  special  applications 
for  OEM  sales  and  toward 
end-user  sales. 

Universal  Data  Systems, 
Inc.  is  located  at  5000 
Bradford  Drive,  Huntsville, 
Ala.  35805,  or  call  (205) 
837-8100.  D 


You  can’t  manage  a  bu 

don’t  leave  your 


It’s  not  just  how  you  manage  your  business,  it’s 
how  you  manage  your  business  in  the  long  run. 

Specifically  if  you’re  not  managing  information 
with  a  long-term  strategy  in  mind,  you  might  run 

into  prob¬ 
lems  later 
on— prob¬ 
lems  that 
maybe 
costly  to 
resolve. 
Consider¬ 
ing  this  notion,  AT&T  designed  an  “open-ended” 
approach  to  information  management  solutions. 
This  gives  you  the  freedom  to  use  AT&T  equipment 
with  most  other  vendors’  equipment— which  means 
you’ll  avoid  the  problems  that  can  come  up  when 
you’re  locked  into  just  one  vendor. 

Chances  are,  you’ve  heard  other  vendors  talk 
about  connectivity  and  flexibility  but  the  problem 
is,  it’s  within  their  own  system.  At  AT&T,  we  offer  it 
from  one  system  to  another. 

Since  we  take  a  communications-based 
approach,  our  design  will  allow  you  to  move  infor¬ 
mation  around  the  world  linking  people,  compa¬ 
nies  and  continents.  Therefore,  it  has  the  flexibility 
to  offer  you  a  variety  of  options  to  customize 
your  information  system  as  your  business  grows 
and  changes. 

With  our  communications  expertise,  we’re  able 
to  extend  communications  control  and  the  power 
of  the  AT&T  Network  into  your  own  hands.  Using 
an  AT&T  PBX  and  our  departmental  computer 
capabilities,  our  design  will  free  your  mainframe 
computers  from  managing  communications— 
allowing  them  to  do  the  tasks  they  were  meant 
to  do. 

And  to  make  service  as  efficient  and  complete  as 
present-day  technology  will  allow,  you’ll  also  have 
the  capability  of  end-to-end  network  management. 

In  short,  our  open-ended  solutions  will  allow 
information  to  be  readily  available  and  give  you 
the  flexibility  you  need  to  handle  your  business 

©1987  AT&T 


now  and  in  the  future. 

So  before  you  choose  a  company  to  manage 
your  information  networking  needs,  consider 
your  options. 

Because  somewhere  down  the  road,  you  don’t 
want  to  find  yourself  painted  into  a  corner. 

For  more  information  about  our  open-ended 


AT&T  comes  through 
with  a  full  range 
of  options  to  keep  pace 
with  your  business. 
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Packets  requesting  ac¬ 
cess  are  blocked,  and  a  dia¬ 
logue  is  conducted  between 
the  remote  user  and  the 
SLX  to  determine  if  the 
caller  is  authorized. 

Access  control  is  based 
on  the  user  security  profile 
stored  in  the  SLX,  which 
can  protect  up  to  32  virtual 
circuits. 

The  vendor  said  the  SLX 
can  be  used  to  protect  any 
type  of  computer,  regard¬ 


less  of  the  operating  sys¬ 
tem  or  other  devices  con¬ 
nected  to  the  network. 
Various  levels  of  security, 
including  passwords,  time 
of  day,  day  of  week  and 
network  source  addresses, 
can  be  defined  on  a  user- 
by-user  basis  with  the  SLX. 

A  limited  number  of  pro¬ 
duction  units  will  be  avail¬ 
able  to  selected  customers 
during  December,  accord¬ 
ing  to  the  vendor.  Volume 


shipments  are  scheduled  to 
start  in  February  1988. 

Pricing 

The  list  price  for  each 
SLX  is  $12,500.  Orders 
placed  before  Feb.  1,  1988 
will  be  offered  at  a  $10,000 
introductory  price. 

Digital  Pathways,  Inc., 
201  Ravendale  Drive, 
Mountain  View,  Calif. 
94043,  or  call  (415)  964- 
0707. 


■  GEISCO  to  offer 
CAD/CAM  service 

General  Electric  Informa¬ 
tion  Services  Co.  and  Mi¬ 
crodynamics,  Inc.  recent¬ 
ly  announced  a  marketing 
agreement  to  offer  a  com¬ 
puter-aided  design  and 
manufacturing  transmis¬ 
sion  service  to  apparel  and 
footwear  manufacturers. 

The  new  service,  called 
MicroNet,  is  designed  to 


siness  properly  if  you 
options  open. 


■ 


information  management  solutions, 
talk  with  your  AT&T  account  execu¬ 
tive  or,  for  the  number  of  our  office 
nearest  you,  call  1 800  247-1212. 

From  equipment  to  networking, 
from  computers  to  communications, 
AT&T  is  the  right  choice. 


Hi  AT&T 

— =?  The  right  choice. 


let  apparel  and  footwear 
manufacturers  compose  de¬ 
signs,  patterns  and  mark¬ 
ers  at  their  headquarters  or 
design  centers  and  transmit 
the  results  electronically  to 
their  manufacturing  facili¬ 
ties  or  contractors  in  North 
America,  Europe  or  Asia. 

MicroNet  provides  en¬ 
cryption  security,  mailbox 
support  and  file  tracking. 

General  Electric  Infor¬ 
mation  Services  Co.,  14001 
Dallas  Pkwy.,  Suite  750, 
Dallas,  Texas  75240,  or 
call  (214)  788-8287. 


Call-accounting  for 
key  system  unveiled 

Tel  Plus  Communications, 
Inc.,  a  Siemens  AG  compa¬ 
ny,  recently  introduced  a 
new  feature  for  its  8/16 
key  telephone  system  to  al¬ 
low  small  companies  to 
take  advantage  of  sophisti¬ 
cated  call-accounting  capa¬ 
bilities. 

The  8/16  is  Tel  Plus’ 
smallest  key  system,  with 
up  to  eight  lines  and  16  sta¬ 
tions.  Call  accounting  is 
made  possible  on  the  sys¬ 
tem  through  a  new  RS-232 
port,  which  allows  the  at¬ 
tachment  of  a  Tel  Plus 
Mini-printer.  When  com¬ 
bined  with  system  soft¬ 
ware  and  optional  peri¬ 
pherals  now  available  for 
the  8/16,  the  printer  pro¬ 
duces  call-record  output 
and  call-accounting  re¬ 
ports,  including  call  cost 
accounting,  client  billing, 
use  analysis  and  productiv¬ 
ity  management. 

The  vendor  also  an¬ 
nounced  a  new  display  tele¬ 
phone  for  the  Tel  Plus 
8/16,  featuring  a  48-char¬ 
acter  display  that  provides 
camp-on  indications,  mes¬ 
sage  waiting,  automatic 
timer  and  line  identifica¬ 
tion. 

According  to  the  vendor, 
the  call-accounting  package 
is  available  for  about 
$3,000  and  the  new  display 
telephone  for  the  8/16 
costs  $260,  not  including 
installation. 

Tel  Plus  Communica¬ 
tions,  Inc.,  A  Siemens  AG 
Company,  is  located  at 
8000N  Federal  Highway, 
Boca  Raton,  Fla.  33431,  or 
call  (305)  997-9999. 


Voice-processing 
system  enhanced 

Octet  Communications 
Corp.  recently  introduced 
an  expanded  version  of  its 
Aspen  Branch  voice-pro¬ 
cessing  system  that  in¬ 
creases  the  number  of  si¬ 
multaneous  calls  it  can 
support  by  2 Vi  times. 

The  Aspen  Branch  XP 
supports  all  of  the  software 
See  Octal  page  26 
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AT&T  updates  AUDIX  with  feature 


Octel  from  page  25 
available  for  the  Aspen,  Aspen 
Branch  and  Aspen  Maxum  prod¬ 
ucts,  including  application  soft¬ 
ware  for  voice  mail,  telephone  an¬ 
swering,  automated  attendant,  call 
processing  and  information  dis¬ 
semination.  According  to  the  ven¬ 
dor,  the  Aspen  Branch  XP  provides 
from  four  to  16  ports  and  from  6.2 
to  12.4  hours  of  message  storage.  It 
is  housed  in  a  21-  by  21-  by  14-in. 
cabinet. 

Suggested  retail  prices  range 
from  $38,000  to  $72,00,  not  includ¬ 
ing  installation,  terminal,  printer 
and  maintenance.  The  Aspen 
Branch  XP  is  available  now. 

Octel  Communications  Corp., 
890  Tasman  Drive,  Milpitas,  Calif. 
95035,  or  call  (408)  942-6500.  B 


continued  from  page  23 

AUDIX  digitizes  incoming  ana¬ 
log  voice  at  64K  bit/sec  using  pulse 
code  modulation.  It  compresses 
that  voice  to  16K  bit/sec  for  stor¬ 
age  using  adaptive  differential 
pulse  code  modulation. 

AT&T  also  increased  the  capaci¬ 
ty  of  its  low-end  AUDIX-S  from 
750  users  to  2,000,  doubled  the 
number  of  ports  to  16  and  doubled 
the  storage  capacity  to  40  hours. 
The  firm  priced  an  expanded  16- 
port  AUDIX-S  with  40  hours  of 
storage  at  $116,000.  The  larger 
AUDIX-L  supports  up  to  4,000  us¬ 
ers,  32  ports  and  196  hours  of  stor¬ 
age. 

AUDIX-S  users  can  upgrade  to 


the  enhanced  software  for  $100, 
while  AUDIX-L  users  can  upgrade 
for  $500. 

AT&T  also  announced  its  Ac- 
cunet  Switched  56  Digital  Broad¬ 
cast  Capability,  which  enables  Ac- 
cunet  Switched  56  service  users  to 
exchange  digital  data  during  a  con¬ 
ference  call  or  take  part  in  a  full- 
color  motion  video  teleconference. 
Using  a  700  number,  one  user  is  re¬ 
quired  to  call  an  AT&T  hub  facility 
in  Houston,  Cleveland  or  Ojus,  Fla., 
to  create  the  conference.  Users 
wishing  to  join  the  conference  also 
call  into  that  facility  via  the  same 
700  number. 

The  Houston  and  Ojus  facilities 


enable  up  to  12  callers  to  join  the 
conference,  and  the  Cleveland  fa¬ 
cility  will  support  up  to  24  callers. 
Each  location  calling  into  the  con¬ 
ference  is  charged  30  cents  a  min¬ 
ute  above  the  usual  Accunet 
Switched  56  service  fees,  which 
average  75  cents  a  minute. 

AT&T  also  announced  it  is 
awaiting  tariff  approval  for  its  Al¬ 
liance  3000  Service,  which  will  en¬ 
able  up  to  59  Accunet  Switched  56 
users  to  join  a  teleconference.  Us¬ 
ers  can  employ  the  service  to  es¬ 
tablish  a  voice  conference  call  that 
is  also  capable  of  displaying  a  com¬ 
mon  graphic  image  on  receiving 
computer  screens  that  all  users  in 
the  conference  can  modify. 

Alliance  3000  requires  the  use 
of  the  Telematic  Services  protocol, 
which  was  developed  by  the  Con¬ 
sultative  Committee  on  Interna¬ 
tional  Telephony  and  Telegraphy 
and  is  used  in  facsimile  transmis¬ 
sion.  It  also  requires  one  audio  con¬ 
nection  to  establish  call  set  up  and 
control. 

Costs 

The  cost  for  each  location  join¬ 
ing  an  Alliance  3000  conference 
call  is  expected  to  be  about  75 
cents  a  minute  in  addition  to  the 
usual  Accunet  Switched  56 
charges. □ 


Infotron  mux 
manager  out 

continued  from  page  23 
enables  a  central  site  operator  to 
manage  networks  that  consist  of 
Infostream  1500  multiplexers, 
Infostream  NX4600  and  NX3000 
Network  Exchanges,  990  and  992 
Network  Processors  and  statistical 
multiplexers. 

The  system  detects  problems, 
isolates  faults  and  restores  service 
via  an  automatic  alternate  routing 
feature.  Using  color  graphics  and 
multiple  windows,  the  system  is 
capable  of  monitoring  the  network, 
performing  diagnostics  on  a  net- 


The  system  can  monitor 
the  network,  perform 
diagnostics  on  a  network 
node  and  alter  the 
configuration  of  a  network 
node. 


work  node  and  altering  the  config¬ 
uration  of  a  network  node. 

The  system  receives  and  dis¬ 
plays  network  status  data  in  real 
time.  That  data  can  be  stored  in 
the  system’s  data  base  and  be  used 
to  create  reports  on  network  traf¬ 
fic,  trend  analysis  and  event  logs. 

The  currently  available  system 
—  which  includes  hardware,  soft¬ 
ware  and  modules  that  interface  to 
the  Infotron  networking  equip¬ 
ment  —  costs  $29,500  for  net¬ 
works  that  use  only  one  type  of  In¬ 
fotron  network  product.  For 
networks  that  use  two  or  more  dif¬ 
ferent  Infotron  products,  the  price 
is  $37,000. 

Infotron  Systems  can  be  reached 
by  writing  Cherry  Hill  Industrial 
Park-9,  Cherry  Hill,  N.J.  08003,  or 
call  (800)  345-4636. □ 


BEFORE  WETRY 
10  SEILYOU  «  SINGLE  T-l  MUX, 

WE'D  U KE  TO  LJST  THE  THINGS 

YOU  WONT GET. 


You  won’t  start  from  scratch. 

The  MultiStar  family  of  T-l  multiplexers 
can  be  used  with  your  existing  equip¬ 
ment.  Which  means  you  can  use  a  variety  of 
inputs  —  asynchronous  and  synchronous 
data,  voice,  or  digitized  video  —  all  on  the 
same  network. 

You  won’t  be  the  first. 

Amdahl  Communications  has  been 
a  major  manufacturer  of  data  communica¬ 
tions  systems  for  nearly  20  years.  Our 
systems  are  in  place,  moving  data  for  some 
af  North  Americas  largest  corporations. 

You  won’t  get  boxed  in. 

Our  systems  are  designed  with  unique 
flexibility.  Features  like  DACS  compat¬ 
ibility,  multitrunking,  clocking  options, 
and  software  control,  let  you  deal  with 
network  changes.  Our  multiplexers  work 
with  current  T-l  sendees,  but  they  are  also 
designed  with  emerging  services  in  mind. 

You  won’t  find  yourself  down  and  out. 

Critical  applications  are  nothing  new 
[o  the  MultiStar  family.  At  the  network  level, 
the  system  automatically  monitors  link 
status,  and  at  the  hint  of  a  problem,  automat¬ 
ically  re-routes  data  to  an  alternate  path. 

You  won’t  get  taken  to  the  cleaners. 

We  can  show  you  products  that  offer 
more  features  for  the  money  than  any  in  the 
industry.  We  think  we  have  one  of  the  best 


price-value  stories  anywhere.  We’re  so  sure, 
we  don’t  mind  if  you  shop  around  a  little. 

You  won’t  become  obsolete  overnight. 

Our  modular  architecture  makes  the 
MultiStar  line  easy  to  maintain  and  eco¬ 
nomical  to  expand.  Equipment  installed 
last  year  doesn’t  have  to  be  tossed  aside 
the  next.  Your  network  can  be  updated  as 
new  technology  and  services  evolve. 

You’ll  be  making  the  logical  choice. 

Simply  put,  we  think 
there’s  no  better  product 
available  for  the  money. 

What’s  more,  you  can  rely  on 
a  worldwide  network  of 
support  and  service— one  of 
the  best  in  the  industry. 

We  also  offer  a  full  line  of 
other  data  networking 
equipment  for  all  your  needs. 

Of  course,  now  that 
you  know  what  we  won’t  do, 
we’d  like  to  tell  you  more 
about  the  things  we  can  do. 

Call  us  at  1-800-325-6029, 
or  in  Texas  1-800-443-2414. 

amdahl* 

The  Logical  Choice 

Amdahl  Communications,  2200  N,  Greenville,  Richardson,  TX  75081 

“Amdahl  is  a  registered  trademark  of  Amdahl  Corporation 


The  shape  of  things  to  come. 

Because  this  simple  symbol  represents 
Alcatel. 

A  group  of  over  240  companies 
formed  by  the  joint  venture  of  two  of 
the  world’s  leading  specialists  in  the  fields 
of  computers  and  communications — 

ITT  Corporation  and  CGE. 

With  sales  of  $11.6  billion  and  more 
than  150,000  employees  in  110  countries, 
Alcatel  is  the  second  largest  combined 
supplier  of  public  network  equipment, 
telecommunications,  and  business 
communications  systems  and  services 
in  the  world. 

Now  seven  of  Alcatel’s  U.S.  companies 
have  joined  to  form  Alcatel  Business  Sys¬ 
tems,  each  and  all,  sharing  and  benefiting 
from  the  resources  of  the  parent  company. 

Resources  that  include  one  of  the 
world’s  largest  technology  bases,  R&D 
expenditures  that  exceed  $1  billion  a  year 
and  a  continuous  corporate  commitment 


to  the  business  information  systems  and 
communications  marketplace. 

With  Alcatel  Business  Systems,  you’re 
working  with  the  same  ITT  companies 
you  always  have.  But  now  Alcatel’s 
increased  corporate  focus  and  massive 
technical  resources  allow  us  to  offer  you 
even  more  comprehensive  solutions. 

Former  customers  of  ITT  and  future 
customers  of  Alcatel  can  now  take  one 
thing  for  granted.  Alcatel  Business  Sys¬ 
tems  is  committed  to  a  comprehensive 
program  to  provide  American  business 
with  the  finest  integrated  communica¬ 
tions,  business  information  systems  and 
services  available. 

So  when  you  start  doing  business  with 
an  Alcatel  company,  you  know  you  will 
continue  doing  business  with  an  Alcatel 
company. 

That’s  why  Alcatel  is  the  shape  of 
things  to  come. 

For  a  very  long  time  to  come. 


T 


A  L  C  ▲  T  E  L 


For  more  information  on  Alcatel  and  the  Alcatel  Business  Systems  companies, 
call  1-800-556-1234  (ext.  247)  or  in  California  1-800-441-2345  (ext.  247); 
or  write  Alcatel  Business  Systems,  2350  Qume  Drive,  San  Jose,  CA  95131 . 


T 

CORTELCO* 

Second  Largest  U.S. 
Manufacturer  of  Telephones 
and  Key  Systems 


▼ 

COURIER  INFORMATION 
SYSTEMS 

Leading  Supplier  of  IBM- 
Compatible  Display  Systems 


T 

FRIDEN  ALCATEL 

Innovative  Suppl  ier  of 
Postage  Meters,  Mailing  and 
Shipping  Systems 


▼ 

PABX  SYSTEMS  CORP.** 

Supplier  of  Advanced  Small 
and  Medium  Size  PABX  and 
Key  Systems 


T 

QUME  CORPORATION 

Leading  Manufacturer  of 
Computer  Peripherals 


▼ 

SERVCOM 

Computer  Maintenance  and 
Support  Services 


▼ 

XTRA  BUSINESS  SYSTEMS 

Complete  Line  of  High 
Performance  Microprocessor- 
Based  Computers 


•Formerly  Apparatus  Division  of  ITT. Telecommunications. 


•’Formerly  ITT  Business  Communications  Corporation  and  Thomson  CSF. 


NETWORK  MANAGEMENT 


Opinions 

CLARE  FLEIG 


Wide-ranging  LAN  choices 


If  network  managers  and  users  thought 
they  had  lots  of  options  in  local-area 
networking  before,  they  had  better  look 
again.  Several  significant  changes  in  local 
net  wiring  schemes,  application  availability 
and  network  options  have  occurred  in  just 
the  past  few  weeks. 

For  example,  Ethernet,  through  a  joint  de¬ 
velopment  agreement  between  Digital  Equip¬ 
ment  Corp.  and  3Com  Corp.,  now  runs  on 
nonshielded  twisted-pair  wiring,  as  does  Arc- 
net  via  new  products  introduced  by  Stan¬ 
dard  Microsystems  Corp. 

Another  new  option  is  fault-tolerant  local- 
area  network  products  now  available  from 
both  Novell,  Inc.  and  3Com.  Novell’s  latest 
release  of  NetWare,  SFT  2.1,  enhances  its 
fault-tolerant  network  offerings,  while 
3Com’s  joint  marketing  agreement  with  At¬ 
lantic  Microsystems,  Inc.  represents  its  first 
move  into  fault-tolerant  network  sales. 

Proliferating  local  net  options  and  strong 
market  growth  increase  the  risks  for  unwary 
users.  As  the  complexity  of  the  choices  in¬ 
creases,  so  does  the  need  for  comprehensive 
planning.  Yet  that  planning  is  often  ignored 
or  completed  in  a  rapid,  haphazard  fashion 
to  beat  a  purchasing  or  installation  deadline. 

Even  more  alarming  are  cases  in  which 
planning  is  done  in  a  logical  and  methodical 
manner  but  with  a  skewed  focus.  The  most 
common  such  error  is  to  plan  a  local-area 
network  using  a  local-area  networking  per- 

Fleig  is  director  of  systems  research  at  In¬ 
ternational  Technology  Group,  a  Los  Altos, 
Calif.-based  research  and  consulting  firm 
specializing  in  the  IBM  market. 


spective.  Network  managers  can  no  longer 
afford  to  plan  for  local  networks  by  looking 
just  at  departmental  or  even  companywide 
communications  needs.  Instead,  managers 
must  use  a  wide-area  network  perspective  to 
plan  for  local-area  networks. 

The  reason?  The  local-area  network  that 
is  installed  in  the  purchasing  department  to¬ 
day  will  require  integration  into  a  larger 
companywide  or  even  global  communications 
network  tomorrow,  as  services  based  on  In¬ 
tegrated  Services  Digital  Networks,  IBM’s 
NetView  and  Digital  Equipment  Corp.’s  DEC- 
net  offerings  mature. 

In  these  future  wide-area  nets,  which  are 
likely  to  pass  local  nets  in  growth  sometime 
in  the  mid-1990s,  local  nets  will  simply  be 
local  communications  interfaces,  important 
to  the  network  as  a  whole  but  certainly  not 
ends  in  themselves.  The  transition  mirrors 
the  evolution  of  the  personal  computer, 
which  began  its  corporate  role  as  a  stand¬ 
alone  processor  only  to  be  transformed  into 
a  shared  resource  by  local  net  connections. 

What’s  more,  vendors  are  beginning  to 
provide  tools  and  products  to  make  planning 
less  complex  and  more  compatible  with  fu¬ 
ture  wide-area  communications  offerings,  in¬ 
cluding  ISDN,  X.25,  X.400  and  Open  Systems 
Interconnect  (OSI)  standards.  In  the  last  few 
weeks,  minicomputer  vendors  Data  General 
Corp.  and  Hewlett-Packard  Co.  have  made 
promises  to  increase  X.25  compatibility. 

In  September,  HP  opened  a  wide-area  con¬ 
nectivity  center  in  Atlanta  to  provide  plan¬ 
ning,  implementation  and  a  host  of  other 
services  to  X.25  users.  IBM  has  a  similar 
center  in  Atlanta  for  IBM,  DEC  and  other 


connection  requirements.  DG  has  moved 
away  from  its  proprietary  Xodiac  net  archi¬ 
tecture  and  has  announced  its  intention  to 
support  OSI  and  Systems  Network  Architec¬ 
ture.  DEC,  which  already  offers  some  SNA 
compatibility,  is  offering  full  migration  to 
OSI  under  DECnet  Phase  V  by  1990. 

AT&T  has  announced  new  plans  for  an 
X.400  gateway,  with  full  X.400  compatibility 
to  follow.  IBM,  with  architectures  such  as 
Open  Communications  Architecture,  Systems 
Application  Architecture  and  SNA,  has  be¬ 
come  similarly  active  in  wide-area  network 
implementations.  IBM  officials  are  stressing 
that  the  local  network  is  one  of  four  corner¬ 
stones  in  its  extended  SNA  scenario  (the 
other  three  being  the  mainframe,  mid-range 
system  and  Rolm  Corp.’s  Computerized 
Branch  Exchange). 

IBM  has  clearly  de-emphasized  local  net¬ 
works  as  independent  systems  with  local 
connectivity.  Instead,  it  has  placed  an  em¬ 
phasis  on  the  Personal  Computer  as  a  system 
processor  in  a  larger  environment,  where  the 
local-area  network  is  one  component  of  a 
larger  wide-area  net. 

For  network  managers  and  users  consider¬ 
ing  a  local-area  network  purchase,  this  major 
vendor  emphasis  on  wide-area  connectivity, 
in  addition  to  the  growing  number  of  other 
connectivity  choices,  raises  their  planning 
stakes  considerably  higher  than  when  the 
first  local  nets  were  introduced.  However, 
these  same  factors  also  have  the  potential  to 
increase  the  reproductivity  and  flexibility  of 
those  local-area  networks  that  are  properly 
planned  in  terms  of  future  corporate 
networking  needs.  □ 


PBX  PERFORMANCE 


JOHN  J.  HUNTER 


Attempts  don't  count 


Many  managers  use  incomplete 
or  outdated  criteria  when  selecting 
a  private  branch  exchange. 

Too  often,  a  switch  is  judged  by 
the  number  of  lines  and  trunks 
supported,  maximum  time  slots 
available,  number  of  nonblocked 
calls  permitted  and  busy-hour  call 
attempts  (BHCA)  supported. 
BHCAs,  in  fact,  are  often  thought 
to  be  a  key  measure  of  the  PBX’s 
call-handling  capacity  —  but 
that’s  only  partially  true. 

When  a  phone  goes  off-hook  and 
the  user  dials  a  few  digits  and  then 
hangs  up,  it’s  considered  a  BHCA 
even  though  the  call  wasn’t  com¬ 
pleted.  In  that  scenario,  a  PBX  can 
handle  a  high  volume  of  calls  and 
have  a  high  BHCA  rating,  since 
few  PBX  resources  are  needed  to 
recognize  an  off-hook  condition. 

Calls  invoking  features  such  as 

Hunter  is  president  of  TMS 
Corp.,  a  telecommunications  con¬ 
sulting  firm  in  Devon,  Pa. 


least-cost  routing  and  call  restric¬ 
tion,  however,  use  more  processing 
power  and  reduce  the  number  of 
calls  a  PBX  can  handle.  BHCA, 
therefore,  isn’t  an  accurate  perfor¬ 
mance  measurement,  as  too  many 
variables  are  involved. 

An  accurate  assessment  of  a 
PBX’s  call-handling  capacity  can 
be  made  by  measuring  its  busy- 
hour  call  completion  (BHCC)  ca¬ 
pacity.  BHCCs  take  into  account  all 
operations  needed  to  establish  a 
connection  and  disconnection. 
These  setup  and  teardown  opera¬ 
tions  involve  the  central  processor 
and  its  control  software.  If  the  pro¬ 
cessor  is  slow  or  the  software  inef¬ 
ficient,  the  number  of  call  comple¬ 
tions  diminishes. 

One  way  a  PBX  buyer  can  judge 
the  suitability  of  a  PBX  to  its  oper¬ 
ating  environment  is  to  establish  a 
call  benchmark  and  have  each  PBX 
vendor  run  calculations  to  deter¬ 
mine  the  BHCC.  Such  a  benchmark 
should  reflect  the  fact  that  calls  in¬ 


volving  enhanced  PBX  features 
consume  more  processing  re¬ 
sources  than  basic  calls. 

For  example,  automatic  call  dis¬ 
tribution,  voice  messaging,  call  re¬ 
strictions  and  least-cost  routing 
load  the  PBX’s  central  processor 
heavily  and  reduce  the  number  of 
calls  it  can  handle.  A  heavy  mix  of 
short  duration  data  calls  will  also 
tax  the  central  processor  since  fre¬ 
quent  call  setups  and  teardowns 
are  needed.  Poorly  designed  sys¬ 
tem  software  also  reduces  BHCCs. 

Full-featured  telephones  with 
services  such  as  call  waiting,  speed 
dialing  and  call  conferencing  also 
demand  more  of  the  central  proces¬ 
sor.  Speed  dialing,  for  example,  re¬ 
quires  the  PBX  to  associate  called 
numbers  with  retrieval  characters 
and  store  them  in  memory  tables. 
When  the  user  makes  a  speed  call, 
the  processor  retrieves  the  full 
number  and  makes  the  connection. 
If  call  restrictions  are  also  in¬ 
voked,  the  central  processor  has  to 


perform  that  table  lookup  as  well. 

Users  shouldn’t  assume  that  a 
PBX  with  a  distributed  architec¬ 
ture  will  handle  calls  more  effi¬ 
ciently.  The  intent  of  such  distri¬ 
bution  is  to  relieve  the  central 
processor  from  having  to  perform 
all  tasks,  thereby  increasing  the 
speed  at  which  tasks  are  complet¬ 
ed. 

While  distributed  control  does 
keep  some  of  the  load  off  the  cen¬ 
tral  processor,  it  can  impact  the 
volume  of  call  completions  since 


When  you’re  mad  as  heck  and 
you’re  not  going  to  take  it  any¬ 
more,  let  the  world  know.  Pen  a 
Network  World  editorial.  Manu¬ 
scripts  must  be  letter  quality, 
double-spaced  and  approximate¬ 
ly  600  to  750  words  in  length. 
Disk  or  modem  submissions  are 
preferred.  Columns  should  be 
timely,  controversial,  literate 
and  technically  accurate. 

Contact  Steve  Moore,  features 
editor,  Network  World,  Box 
9171,  375  Cbchituate  Road,  Fra¬ 
mingham,  Mass.  01701,  or  call 
(617)  879-0700,  ext.  732. 
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►  TELETOONS  —  By  Phil  Frank 


Little  known  facts  ^33 

Over  fifty  percent  oFall 
telecommunications  managers 
classify  themselves  3s  r/s'k-mers. 


many  communications  operations 
must  be  coordinated  and  synchro¬ 
nized  with  the  central  processor. 

To  illustrate  that  discrepancies 
exist  between  BHCAs  and  BHCCs, 
TMS  Corp.  devised  a  simple  bench¬ 
mark  to  measure  voice  and  data 
handling.  Several  PBX  vendors 
were  then  asked  to  furnish  BHCC 
ratings  for  a  fully  configured  sys¬ 
tem  that  would  handle  voice-only, 
data-only  or  full-feature  phone 
calls.  The  latter  included  call  re¬ 
strictions,  call  conferencing  and 
least-cost  routing.  The  data  calls 
used  600  call  seconds  each,  requir¬ 
ing  the  PBX  to  set  up  and  tear 
down  calls  several  times  per  hour. 
The  BHCCs  were  compared  with 
the  published  BHCA  ratings  for  the 
PBXs  being  evaluated. 

AT&T,  Northern  Telecom,  Inc. 
and  Rolm  Corp.  were  the  only  ven¬ 
dors  providing  numbers  that  strict¬ 
ly  adhered  to  the  benchmark.  The 
AT&T  System  85,  a  high-end  PBX, 
has  a  BHCA  rating  of  between 
65,000  and  400,000,  but  its  BHCCs 
are  quite  different.  Voice-only  call 
handling  comes  closest  to  the  low- 
end  BHCA  with  60,000  BHCCs. 
However,  with  full-feature  calls, 
the  number  drops  to  35,000.  Data 


calls  are  lower  yet,  with  23,000 
BHCCs  claimed. 

The  Rolm  CBX  II  9000AE,  also  a 
high-end  PBX,  is  rated  at  165,000 
BHCAs.  Rolm  claims  a  BHCA 
equaling  165,000  BHCCs  for  voice- 
only  calls  and  says  the  full-feature 
calls  outlined  in  the  benchmark 
drop  the  BHCCs  to  112,500.  Data 
calls  are  even  lower  at  58,000 
BHCCs.  Northern  Telecom’s  SL-1 
XT,  a  medium-range  PBX,  has  a 
BHCA  rating  of  28,000.  Its  voice- 
only  BHCC  capability  is  26,000, 
placing  it  close  to  the  BHCA.  The 
full-feature  calls  brought  the  num¬ 
ber  down  to  6,000  BHCCs,  howev¬ 
er.  Northern  Telecom  didn’t  fur¬ 
nish  data-call  BHCCs. 

Vendor-supplied  numbers  are  al¬ 
ways  suspect  since  they  can  reflect 
theoretical  limits.  But  even  if 
that’s  the  case  with  the  products 
benchmarked,  the  numbers  show 
that  BHCAs  shouldn’t  be  regarded 
as  the  sole  measure  of  PBX  power. 
They  may  come  close  for  voice- 
only  scenarios  but  not  for  situa¬ 
tions  in  which  feature  calls  or 
short-duration  data  transmissions 
are  concerned.  Users  should  be 
sure  vendor  benchmarks  consider 
real-world  situations.  □ 


Opinions 

Wanted: 

flexibility 


AT&T  opened  the  doors  to  T-l 
flexibility  some  time  ago  when  it 
announced  the  availability  of 
customer-controlled  reconfigura¬ 
tion  (CCR)  of  leased  DS1  lines. 

Since  then,  even  more  flexibil¬ 
ity  has  been  added  to  T-l  links. 
Inbound  and  outbound  WATS 
are  now  available  on  the  same 
line.  Multiplexers  currently  on 
the  market  make  it  possible  to 
differentiate  all  traffic  on  a  T-l 
link.  This  raises  the  possibility 
of  passing  individual  channels 
over  a  T-l  link  to  be  switched  to 
different  destinations. 

Are  users  likely  to  see  more 
flexible  utilization  of  T-l  links 
in  the  near  future,  particularly 
with  the  other  common  carriers 
already  offering  such  flexibility 
in  their  networks? 

We  can  certainly  expect  com¬ 
petitive  offerings  from  AT&T  in 
the  form  of  a  more  flexible  ap¬ 
plication  of  Megacom  and  per¬ 
haps  the  introduction  of  a  sub¬ 
rate  T-l  tariff.  If  either  comes  to 
pass,  some  users  may  be  in  for  a 
surprise,  since  this  new  capabili¬ 
ty  also  implies  that  a  user’s  mul¬ 
tiplexers  must  be  Digital  Access 
and  Cross-connect  System 
(DACS)-compatible. 

This  means  that  output  on  the 
multiplexer’s  trunk  side  must  be 
able  to  present  a  D4  Frame  For¬ 
mat  Pattern  with  Extended  Su¬ 
per  Frame  (ESF),  that  is,  digital 
information  must  be  in  eight-bit 
bytes  and  the  193rd  bit  must 
conform  to  a  defined  pattern. 

This  compatibility  is  impor¬ 
tant,  since  AT&T’s  DACS  equip¬ 
ment  emulates  a  D  channel  bank 
but  doesn’t  convert  the  digital 
information  back  into  an  analog 
signal.  It  also  maintains  certain 
trunk  conditions  such  as  on- 
hook  and  off-hook  signaling  su¬ 
pervision. 

Assuming  that  users  have  the 
right  equipment  and  are  CCR 
subscribers,  it  appears  that  they 
could  switch  DSO-level  channels. 
They  might  even  be  able  to  re¬ 
map  their  DS1  links  to  derive 
separate  channels  for  diverse 
routing  while  still  directing  the 
remaining  channels  to  their  dis¬ 
tant  nodes. 

However,  this  may  or  may  not 
be  possible,  given  that  some 
multiplexers  aren’t  DACS-com- 
patible  on  the  trunk  side  and 

Liana  is  director  of  consult¬ 
ing  services  for  the  Vermont 
Studies  Group,  Inc.  of  West  Do¬ 
ver,  Vt. 


are,  thererore,  unable  to  present 
a  compatible  aggregate  to  the 
network. 

Users  wishing  to  optimize  the 
application  of  their  T-l  links 
must  address  this  issue.  T-l 
equipment  manufacturers  also 
must  address  this  issue  if  they 
wish  to  maintain  the  integrity  of 
their  installed  bases. 

It  doesn’t  appear  that  equip¬ 
ment  manufacturers  realize  yet 
that  a  T-l  network  need  not  be 
a  private  closed-loop  or  ring-con- 
figured  point-to-point  network. 
It’s  clear  that  carriers  will  be¬ 
come  more  competitive  in  the 
future  and  will  likely  offer  the 
ability  to  switch  channel-level 
traffic  at  the  carrier’s  switching 
hub. 

This  market  pressure  will 
force  manufacturers  to  rethink 
their  design  characteristics.  But 
why  should  users  have  to  wait 
for  manufacturers  to  catch  up  to 
the  carriers? 

In  a  very  short  time,  the  in¬ 
dustry  has  gone  from  multitrunk 
analog  networks  to  fully  inte¬ 
grated  single-line  T-l  based  net¬ 
works.  But  many  users  aren’t 
positioned  to  take  the  next  step, 
because  their  equipment  can’t 
support  DACS-compatible  chan¬ 
nels.  To  overcome  this,  more 
manufacturers  need  to  take  the 
lead  in  moving  their  equipment 
from  a  closed  network  configu¬ 
ration  to  a  more  open-ended  net¬ 
work  philosophy. 

At  a  minimum,  simple  add-on 
upgrades  are  needed  that  pro¬ 
vide  not  only  D4  Framing  with 
ESF  but  DS0  channelization 
structured  in  a  network-compati¬ 
ble  aggregate.  Failing  this,  a 
new  firmware  design  should  be 
introduced.  It  should  be  designed 
in  an  open-ended  manner,  en¬ 
abling  users  to  add  new  tariff- 
dictated  upgrades  simply  by  re¬ 
placing  older  operating  systems. 

In  addition,  it  should  provide 
the  ability  to  support  subrate 
multiplexing  when  tariffs  are  in¬ 
troduced  to  support  such  ser¬ 
vice. 

Further*  port  cards  should  be 
easy  to  install  and  provide  con¬ 
venient  migration  between  envi¬ 
ronments  without  disrupting  the 
network  configuration. 

With  rapid  growth  in  T-l  ap¬ 
plications,  opportunities  for 
more  flexible  applications  of 
networks  have  emerged.  What’s 
needed  now  is  equipment  that 
will  enable  users  to  take  advan¬ 
tage  of  these  opportunities.  □ 
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BY  MICHAEL  HURWICZ 

Special  to  Network  World 


The  Telecom  ’87  show,  to  be 
held  Oct.  20  to  27  in  Geneva,  Swit¬ 
zerland,  will  be  the  scene  of  un¬ 
precedented  cooperation  among 
traditional  competitors.  This  is 
perhaps  natural  for  a  trade  show 
sponsored  by  the  International 
Telecommunication  Union  (ITU),  a 
United  Nations  agency  whose  pur¬ 
pose  is  “facilitating  .  .  .  interna¬ 
tional  cooperation,  and  economic 
and  social  development  among  peo¬ 
ples  by  means  of  efficient  telecom¬ 
munication  services,”  according  to 
the  charter  of  the  organization. 

Held  once  every  four  years,  the 
world’s  largest  telecommunications 
trade  fair  this  year  boasts  715  ex¬ 
hibitors  from  40  countries,  spread¬ 
ing  their  wares  over  some  65,000 
square  meters  at  the  Geneva  Exhi¬ 
bition  and  Congress  Centre. 

Estimates  of  the  number  of  visi¬ 
tors  expected  range  from  50,000  to 
.more  than  200,000.  This  year’s 
show,  the  fifth  in  the  series,  takes 
as  its  theme,  “Communications 
Age:  Networks  and  Services  for  a 
World  of  Nations.” 

X.400  demonstration 

The  most  striking  example  of 

Hurwicz  is  a  free-lance  writer 
based  in  Nashville,  Tenn. 
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Telecom  giants 
convene  on 
Swiss  soil  to 
compete  and 
cooperate. 


multivendor  cooperation  at  the 
show  is  an  X.400  electronic-mail 
demonstration  by  21  vendors  and 
government  agencies  from  North 
America,  Europe  and  Japan. 

This  demonstration  will  be  the 
largest  of  its  kind  ever,  according 
to  Ian  Valentine,  technical  director 
of  Level-7  Ltd.,  a  group  of  indepen¬ 
dent  consultants  in  Berkshire,  UK, 
that  is  coordinating  the  event. 

Participants  fall  into  two 
groups:  private-  and  government- 
offered  X.400  administrative  man¬ 
agement  domains  (ADMD),  which 
provide  public  messaging  services; 
and  vendors  that  provide  X. 400- 
compatible  equipment  that  allows 
customers  to  implement  private 
management  domains  (PRMD). 

In  the  first  group  are  AT&T; 
British  Telecommunications  pic 
and  its  subsidiary  Dialcom,  Inc.; 
Deutsche  Bundespost;  Kokusai 
Denshin  Denwa  Company,  Ltd.  and 
Nippon  Telephone  and  Telegraph 
Corp.  (both  of  Japan);  the  Swiss 
Post,  Telegraph  and  Telephone  ad¬ 
ministration;  Telenet  Communica¬ 
tions  Corp.;  and  Transpac,  the 
French  packet-switched  network 
service  provider. 

Vendors  offering  PRMDs  from 
the  U.S.  are  AT&T,  IBM,  Digital 
Equipment  Corp.,  Hewlett-Packard 
Co.  and  Unisys  Corp.  Also  repre¬ 
sented  are  Danet  GmbH  Beratung 
und  Software-Entwicklung  and 


Nixdorf  Computer  Corp.  from  Ger¬ 
many,  Ing.  C.  Olivetti  &  Co.,  S.p.A. 
from  Italy,  Philips  Industries,  N.V. 
from  the  Netherlands,  Telic-Alca- 
tel  and  Telesystemes  from  France, 
Sydney  Development  Corp.  of  Can¬ 
ada  and  Standard  Telephone  &  Ra¬ 
dio  of  Switzerland. 

IBM  will  demonstrate  a  proto¬ 
type  of  an  X.400-based  message¬ 
handling  service  that  uses  public 
X.25  networks.  This  software  sys¬ 
tem  will  go  to  IBM’s  European 
product  development  labs  after  the 
show,  according  to  Guenter 
Mueller,  director  of  IBM’s  Europe¬ 
an  Networking  Center.  The  soft¬ 
ware  has  already  undergone  field 
trials  in  academic  institutions  in 
four  European  countries.  The  move 
to  the  product  labs  is  the  first  step 
in  creating  a  commercial  product 
from  a  prototype.  If  the  system 
does  become  a  commercial  product, 
it  will  be  the  first  IBM  Open  Sys¬ 
tems  Interconnect  (OSI)  product  to 
use  both  X.25  and  X.400. 

The  participation  of  ADMDs  dis¬ 
tinguishes  this  demonstration  from 
Continued  on  page  32 
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similar  demonstrations  in  the  past, 
according  to  John  O’Brien,  HP’s 
European  product  manager  for  OSI 
products.  Last  year,  all  partici¬ 
pants  in  an  X.400  demonstration  at 
the  CeBIT  fair  in  Hannover,  West 
Germany,  represented  PRMDs, 
O’Brien  said.  According  to  Levei¬ 
es  Valentine,  linking  ADMDs  pre¬ 
pares  the  way  for  a  truly  global 
messaging  service. 

The  next  step  in  X.400  demon¬ 
strations,  O’Brien  adds,  will  be 
“body-type  conversions,”  which 
allow  messages  to  be  translated 
from  one  format  to  another.  For 
example,  a  Telex  message  could  be 
received  as  a  facsimile,  or  vice 
versa,  or  either  one  could  be  re¬ 
ceived  by  an  E-mail  application. 
Look  for  that  at  CeBIT  in  1988,  he 
says. 

ISDN 

Another  major  theme  at  the 
show  is  the  Integrated  Services 
Digital  Networks  standard.  Here’s 
a  sampling  of  what  attendees  will 
see:  AT&T  and  Philips  Telecom¬ 
munications  (APT)  will  demon¬ 
strate  ISDN  on  a  fully  operational 
5ESS-PRX  digital  switching  sys¬ 
tem.  According  to  APT  sources,  the 
Subscriber  Loop  Carrier  (SLC)  sys¬ 
tem  will  also  be  shown.  The  SLC  al¬ 
lows  the  integration  of  various 
communications  services  onto  one 
digital  or  analog  line  for  transmis¬ 
sion. 

NEC  Corp.  of  Japan  will  be 
showcasing  its  ISDN-based  private 
branch  exchange,  the  NEAX  61. 
NEC  plans  to  exhibit  other  ISDN- 
compatible  equipment  as  well,  in¬ 
cluding  three  low-end  worksta¬ 
tions  (1ST  Models  200,  400  and 
1000)  and  the  NEAX  2400  IMS  lo¬ 
cal-area  network  switching  sys¬ 
tem. 

Northern  Telecom,  Inc.  will  dem¬ 
onstrate  the  ISDN  services  provid¬ 
ed  by  its  DMS-100  digital  multi¬ 
plexer  as  well  as  a  new 
“multimedia  multipoint  teleconfer¬ 
encing  system”  compatible  with 
ISDN.  This  system  will  provide  a 
hands-free  link  for  the  transmis¬ 
sion  of  voice  or  images,  including 
documents,  over  two  64K  bit/sec 
digital  lines.  The  prototype  was  de¬ 
veloped  by  Bell  Northern  Research 
(BNR),  Northern  Telecom’s  re¬ 
search  and  development  arm  in 
Montreal. 

The  system  runs  on  any  system 
compatible  with  IBM’s  Personal 
Computer  family.  A  scanner,  a  vid¬ 
eo  camera  or  a  personal  computer 
graphics  program  can  be  used  for 
input.  All  conference  participants 
will  be  able  to  see  and  change  a 
shared  image  on  their  respective 
monitors. 

Standard  Elektrik  Lorens  AG 
(SEL)  of  Stuttgart,  West  Germany, 
will  install  and  operate  a  System 
12  ISDN  Digital  Switching  Ex¬ 
change  of  the  same  kind  it  recently 
delivered  to  Deutsche  Bundespost. 
Devices  connected  to  the  switch 
will  include  terminals,  Group  4  fac¬ 
simile  machines,  storage  and  re¬ 
trieval  systems,  still  picture  trans¬ 
fer  equipment  and  personal 
computers.  SEL  will  also  show  an 
ISDN  D-Channel  protocol  simula¬ 
tor,  an  application  used  for  off-line 


testing  of  ISDN  exchanges  and  ter¬ 
minals. 

Telenorma  of  Frankfurt,  West 
Germany,  will  show  its  Integral 
222/333  ISDN  communications  sys¬ 
tem,  available  in  four  versions  for 
export. 

Many  other  major  U.S.  and  Ca¬ 
nadian  telecommunications  service 
providers  are  also  expected  to  ex¬ 
hibit  ISDN-compatible  services. 

Most  of  the  European  PTTs  will 
be  represented  at  the  exhibit,  not 
to  mention  other  telecom  adminis¬ 
trations  from  Saudi  Arabia  to  New 
Zealand. 

But  wait,  there’s  more 

While  leading-edge  technologies 
such  as  X.400  and  ISDN  may  gar¬ 
ner  much  of  the  publicity,  the 


show  will  feature  a  variety  of  new 
telecom  gear  from  around  the 
globe.  A  few  examples:  Citifax 
Corp.  of  Northbrook,  Ill.,  will  dem¬ 
onstrate  a  number  of  facsimile  ma¬ 
chines  and  electronic  writing 
boards.  It  will  also  announce  a  new 
facsimile  machine  weighing  only 
eight  pounds  and  capable  of  being 
used  with  a  car  phone.  It  is  the 
world’s  smallest  facsimile  ma¬ 
chine,  running  on  a  12-volt  power 
supply,  and  delivers  a  standard  8V2 
in.-by-ll  in.  page,  according  to  Ci¬ 
tifax  spokeswoman  Andrea  Fuchs. 

Southwestern  Bell  Corp.  will 
show  its  Freedom  Phone,  a  voice- 
activated  phone  with  neither  rota¬ 
ry  dial  nor  keypad.  The  set  recog¬ 
nizes  voice  commands  and  dials 
automatically. 


Motorola,  Inc.  of  Schaumburg, 
Ill.,  will  show  various  types  of  ra¬ 
dios,  including  walkie-talkies, 
pagers,  mobile  and  microwave  ra¬ 
dios.  Also,  a  telephone  encryption 
terminal  will  be  demonstrated.  Mo¬ 
torola  apparently  will  be  making 
some  announcements  at  the  show; 
a  press  conference  is  scheduled. 

Products  to  be  shown  by  3M 
Corp.  include  a  fiber-optic  distribu¬ 
tion  channel  and  various  types  of 
test  and  measurement  equipment. 

3M  is  also  holding  a  news  con¬ 
ference  at  the  show,  and  a  3M  rep¬ 
resentative  will  speak  at  the  World 
Telecommunication  Forum,  which 
will  be  held  at  the  same  time  as  the 
show.  The  subject  of  the  speech 
will  be  “Testing  the  global  network 
automatically:  yesterday,  today 


sr~."  =i 

RENDEZVOUS  IN  GENEVA 


and  tomorrow.” 

Multimil  International  SA  of  Ge¬ 
neva  will  show  its  second-genera¬ 
tion  “memocard,”  a  credit  card¬ 
sized  computer  that  can  attach  to 
any  IBM-compatible  personal  com¬ 
puter  using  the  RS-232  port. 

The  gang’s  all  here 

The  list  of  Telecom  ’87  exhibi¬ 
tors  reads  like  an  international 
Who’s  Who  of  computer  and  com¬ 
munications  vendors. 

In  addition,  many  associations 
will  be  represented,  such  as  the 
U.S.  Telecommunications  Suppliers 
Association  (Chicago);  the  Associa¬ 
tion  of  the  German  Telecommuni¬ 
cations  Industries  (Frankfurt);  As- 
sociazioni  Nazionale  Industrie 
Elettrotecniche  Ed  Elettroniche 


(Rome);  the  Electronic  Industries 
Association  of  Japan  (Tokyo);  the 
Electronic  Industries  Association 
of  the  U.S.  (Washington,  D.C.);  the 
Finnish  Foreign  Trade  Association 
(Helsinki,  Finland);  the  Optoelec¬ 
tronic  Industry  and  Technology 
Development  Association  (Tokyo); 
and  the  USSR  Chamber  of  Com¬ 
merce  and  Industry  (Moscow). 

HP  goes  all  out 

HP  probably  has  a  stronger  stra¬ 
tegic  commitment  to  international 
standards  than  any  other  major 
American  computer  manufacturer 
(‘‘HP  bites  connectivity  bullet,” 
AW,  Aug.  17). 

Accordingly,  the  company  is  go¬ 
ing  all  out  for  the  Telecom  ’87 
show  with  a  huge  display,  not  only 


on  the  show  floor  but  also  in  HP’s 
headquarters  in  Geneva,  a  few 
minutes’  ride  from  the  Geneva  Ex¬ 
hibition  and  Congress  Centre.  In 
addition,  many  senior  HP  officials 
are  showing  up  to  give  speeches 
and  meet  attendees.  John  Young, 
HP’s  president  and  chief  executive 
officer,  will  be  on  hand  and  will  be 
speaking  at  a  forum. 

HP  is  playing  it  close  to  the  vest 
regarding  any  possible  show  un¬ 
veilings,  though  one  HP  source  in 
Europe  says  there  will  be  impor¬ 
tant  announcements.  HP  is  spon¬ 
soring  what  it  calls  a  ‘‘prestige  din¬ 
ner”  and  is  also  holding  an  hour- 
and-a-half  press  conference. 

DEC’S  network  at  work 

DEC  will  connect  its  booth  to 


Start  now 


CL  clients  in  transportation  report  an 
average  payback  on  their  N.E.T.  investment 
of  under  one  year. 

That's  a  healthy  incentive  to  start  your 
network  right  away.  But  there's  much  more. 

Our  clients  are  enjoying  measurable  im¬ 
provements  in  network  uptime.  Example: 
One  client  reports  that  their  IDNX®  network 
has  increased  the  availability  of  the  reserva¬ 
tion  system  to  travel  agents.  Which  in  turn 
increases  bookings. 

And  our  clients  use  their  networks  to 
enable  new  or  improved  services.  Another 
transportation  example:  One  airline  has 
brought  regional  reservation  centers  onto  the 
N.E.T.  network,  allowing  automatic  distribu¬ 
tion  of  peak  workloads,  and  drastically  reduc¬ 
ing  the  problem  of  busy  signals  to  callers. 

Fast  payback,  increased  applications  avail¬ 
ability,  and  new  services.  These  significant 
competitive  advantages  begin  for  you  sooner, 
the  sooner  you  begin  your  N.E.T.  network. 

Advantages  for  any  organization 
with  heavy  voice  and  data  traffic. 

Now,  you  can  consolidate  voice,  data, 
and  video  traffic  over  manageable,  high 
volume  networks. 

Right  now. 

In  fact,  right  now,  N.E.T.  networks  are 
providing  these  advantages  to  over  60  major 
corporations  and  agencies.  In  transportation, 
in  insurance,  in  manufacturing,  in  finance, 
in  banking,  in  government. 


Here's  how  you  can  take  action  now. 

Call  today  for  our  Expedite ™  package. 

You'll  get  all  the  details  on  our  Expedite 
program. 

Expedite  is  designed  to  help  you  try  out  a 
full-fledged  N.E.T.  network,  including  all  the 
service,  installation,  and  ongoing  support  that 
put  N.E.T.  clients  ahead. 

All  without  actually  buying  a  network. 

So  you  can  start  with  just  a  phone  call. 
Participation  in  Expedite  is  available  on  a 
first-come,  first-served  basis. 

So  start  now,  just  by  calling  today. 

Literature  Hotline: 

1-800-952-6300,  Ask  for  dept.  N  “  1 7” 
(in  CA:  1-800-423-4440), 

Ask  for  dept.  N“1 7” 


Our  clients  are  winning. 
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400  Penobscot  Drive,  Redwood  City,  CA  94063,  415-366-4400,  TLX17235 

N.E.T.,  Network  Equipment  Technologies,  Expedite,  and  Our  clients  are  winning  are  trademarks  of  Network  Equipment  Technologies,  Inc. 

IDNX  is  a  registered  trademark  of  Network  Equipment  Technologies,  Inc. 


9000  terminals  and  600  computers 
around  the  world  to  show  its  “net¬ 
work  at  work.”  The  company  will 
demonstrate  X.25,  X.400,  ISDN, 
Telex,  PC-Interconnect,  DECnet 
and  DECconnect  as  part  of  a  pre¬ 
sentation  entitled,  “A  day  in  the 
life  of  a  telecommunications  man¬ 
ager.”  DEC  has  scheduled  a  press 
conference,  and  company  Presi¬ 
dent  Kenneth  Olsen  will  speak  at  a 
forum. 

Dinners  and  heavyweights 

If  dinners,  press  conferences 
and  the  presence  of  corporate 
heavyweights  are  any  evidence, 
some  other  computer  and  commu¬ 
nications  companies  that  may 
make  big  announcements  include: 

■  AT&T.  The  telecommunications 
giant  will  sponsor  an  executive 
and  exhibit  staff  dinner,  an  inter¬ 
national  dinner,  a  press  conference 
and  a  performance  of  the 
Mummenschanz  Mime  Theater 
group  in  the  Casino  de  Geneve.  No 
less  than  James  Olson,  chairman  of 
AT&T,  will  be  on  hand  to  give  one 
of  the  kick-off  speeches  for  the  fo¬ 
rums.  He  will  be  followed  a  few 
days  later  by  Ian  Ross,  president  of 
AT&T  Bell  Laboratories,  who  will 
look  into  the  future  of  network 
evolution. 

■  IBM.  Big  Blue  will  hold  an  invita¬ 
tion-only  press  event.  Kaspar  Cas- 
sani,  chairman  of  IBM  Europe,  and 
Ellen  Hancock,  president  of  IBM’s 
Communication  Products  Division, 
will  present  IBM’s  perspectives  at 
the  forums. 

■  NYNEX  Corp.  A  prestige  dinner 
and  a  press  conference  will  be 
held.  Delbert  Staley,  chairman  of 
Nynex  International,  discusses  the 
question,  “Will  the  BOCs  go  inter¬ 
national?”  Rumor  is  that  he  thinks 
they  will. 

Also  speaking  at  forums  will  be 
John  Sodolski,  president  of  the 
U.S.  Telephone  Association,  Ed¬ 
mund  B.  Fitzgerald,  chairman  of 
Northern  Telecom  Ltd.,  John  Clen- 
denin,  chairman  and  CEO  of  Bell¬ 
South  Corp.,  Paul  Henson,  chair¬ 
man  of  United  Telecommunica¬ 
tions,  Inc.,  Dean  Burch,  director 
general  of  International  Telecom¬ 
munications  Satellite  Organization, 
Norio  Ohga,  president  of  Sony 
Corp.,  and  An  Wang,  chairman  of 
Wang  Laboratories,  Inc. 

Equally  impressive  is  the  list  of 
dignitaries  attending  from  govern¬ 
ment  telecommunications  adminis¬ 
trations. 

The  French,  in  particular,  can 
only  hope  the  third  week  in  Octo¬ 
ber  doesn’t  bring  any  crises  in  the 
public  network,  since  it  appears 
the  entire  French  telecommunica¬ 
tions  establishment  will  be  in  Ge¬ 
neva. 

A  number  of  other  activities  are 
taking  place  concurrently  with  the 
show.  These  include  the  “Golden 
Antenna  ’87”  film  festival  of  tele- 
communications-related  films,  the 
1987  World  Telecommunications 
and  Electronics  Book  Fair  and  a 
Hall  of  Nations  exhibit  where,  ac¬ 
cording  to  a  brochure,  ITU  mem¬ 
bers  not  represented  elsewhere  at 
the  show  can  put  up  “illustrations 
with  facts  and  figures  of  their  tele¬ 
communications  situations  both 
now  and  in  the  year  2000.”  □ 


The  Modem  Industry 
Standard  That's  Actually 
High  Performance. 


In  a  world  of  substandard  stan¬ 
dards,  it's  rare  to  find  a  standard  that's 
also  the  criterion  for  high  performance. 
But,  Microcom  Networking  Protocol 
(MNP)™  is  the  industry  standard  for 
high  speed,  error-free  datacommuni- 
cations:  A  Microcom  Protocol  Modem™ 
uses  MNP  to  virtually  double  the  effec¬ 
tive  throughput  of  its  rated  speed.  So 
our  1200  bps  modem  flies  at  up  to  2400 
bps.  And  our  9600  bps  modem  is  light¬ 
ning  fast  at  up  to  19,200  bps.  And  since 
the  world  is  characterized  by  imperfect 
phone  lines,  MNP  ensures  completely 
error-free  communications  . . .  even  on 
standard  dial-up  lines. 

What  is  a  Protocol 
Modem"? 

Microcom  puts  MNP  error¬ 
checking,  protocol  intelligence  and 
other  features  in  the  modem  . . .  not 
burdening  your  computer.  Microcom 
modems  support  common  standards, 
including  Bell  103,  212A,  CCITT  V.22, 

V. 22  bis  and  V.29FT.  The  Microcom  SX 
command  set  and  Hayes  AT®  command 
set  are  both  supported.  And  the  highest 
mutually-supported  speed  is  automati¬ 
cally  negotiated  with  other  modems. 

Microcom 

Networking  Protocol  “ 
Why  it  Became  the 
Standard 

MNP  offers  unparalleled  perfor¬ 
mance.  Its  data  compression  and  error- 
correction  have  made  it  the  protocol  of 


Microcom  and  the 

Others . . .  The  Difference 

is  Day  and  Night 

Another 

Microcom 

Major 

Product  Feature  AX/9624C 

Vendor 

Initial  Fall-Back  Speed 

7200 

4800 

Installed  base  >150,000 

<1,000 

Number  of  stored  phone 

numbers 

9 

4 

Employs  industry 

standard  MNP 

yes 

no 

#  of  compatible  MNP 

modem  vendors 

40  + 

0 

Supports  CCITT  V.29  FT 

modulation 

yes 

no 

Password  Security  Option 

yes 

no 

Upgradeable  product 

line 

yes 

no 

Voice/Data  Switch 

yes 

no 

Hardware  Settable  Serial 

Port  Speed 

yes 

no 

choice  for  fast,  reliable  data  transfer. 

But,  a  standard  must  be  used  by  others 
to  really  be  a  standard:  MNP  is  supported 
by  scores  of  other  modem  manufactur¬ 
ers  and  value-added  networks,  including 
GTE®  Telenet/UNINET®  (now  U.S.  Sprint), 
GEISCO®,  CSC  INFONET®  and  the  IBM® 
Information  Network.  In  fact,  classes  1 
through  4  are  in  the  public  domain. 

MNP  Class  6  offers  the  highest 
performance:  Universal  Link  Negotia¬ 
tion  starts  at  a  common  lower  speed, 
and  negotiates  up  to  the  highest, 
mutually  supported  speed  and  class.  A 
Statistical  Duplexing  algorithm  dynam¬ 
ically  emulates  full-duplex  service.  Data 


compression  further  improves  effective 
throughput  to  as  high  as  19,200  bps. 

MNP  Class  5  also  uses  data  com¬ 
pression  to  analyze  user  data  and  adjust 
compression  parameters.  An  overall 
compression  factor  of  1.6/1  or  63%  is 
achieved.  Maximum  protocol  efficiency 
is  200%  of  rated  modem  speed  when 
combined  with  other  MNP  features. 

MNP  Class  4's  Adaptive  Packet 
Assembly  generates  larger  packets  over 
clean  lines,  for  increased  throughput 
and  reduced  protocol  overhead.  When 
increased  error  rates  are  detected, 
smaller  and  smaller  data  packets  are  cre¬ 
ated  to  increase  transmission  efficiency. 
Class  four  produces  up  to  122%  of 
rated  modem  speed. 

Set  Your  Standards 
High  with 
Microcom  Protocol 
Modems" 

Don't  accept  closed  protocols  or 
inferior  performance.  Standardize  on 
the  high  performance  of  Microcom.  Ask 
for  your  full-color  brochure  on  the  com¬ 
plete  line  of  Microcom  modems  and 
network  products. 

800/822-8224 

MICROCOM' 

1400  Providence  Highway 
Norwood,  MA  02062 
617-762-9310  Telex  710-336-7802 

Set  Your  Standards  High. 


Hayes  AT  is  a  registered  trademark  of  Hayes  Microcomputer  Products,  Inc. 
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Tandem  expands 
its  horizons 


Continued  from  page  1 


to  other  systems  and  nets. 

Although  Tandem  is  committed 
to  providing  its  customers  with 
connectivity  to  processors  from 
other  vendors,  as  well  as  to  differ¬ 
ent  standards-based  networking 
schemes  (see  Chart  1  on  Page  36), 
the  company  definitely  does  not  in¬ 
tend  to  replace  its  proprietary 
networking  system,  Expand,  with 
a  standards-based  architecture. 
Tandem  views  Expand  as  an  essen¬ 
tial  extension  of  the  Guardian  mes¬ 
sage-based  operating  system  for  its 
line  of  NonStop  parallel  processors 
(see  Figure  1  on  Page  37). 

“Tandem’s  intersystem  net¬ 


working  architecture  is  closed  and 
proprietary,  but,  since  we  own 
both  ends  of  the  communication, 
that’s  OK,”  says  Roger  Mathews, 
Tandem’s  manager  of  networking 
software  product  management. 

“We’ve  integrated  that  intersys¬ 
tem  communications  with  our  op¬ 
erating  system,  which  is  a  parallel 
processing  architecture  that  in¬ 
volves  multiple  processors  in  the 
same  system,”  Mathews  says. 
“That’s  the  key  to  our  main  bene¬ 
fits  —  fault  tolerance  and  modular 
expandability. 

“We  use  Expand  intersystem 
networking  so  that  a  program  in  a 
processor  in  one  Tandem  system 
can  access  programs  or  data  in  an¬ 
other  system  across  the  network  in 


exactly  the  same  way.  That’s  why 
people  buy  us  —  because  we’ve  in¬ 
tegrated  our  intersystem  communi¬ 
cations  with  our  basic  system  pro¬ 
cess,”  he  explains. 

At  the  same  time,  however,  Tan¬ 
dem  recognized  that  its  processors 
had  to  connect  to  a  wide  variety  of 
terminal  devices  from  different 
vendors,  and  it  developed  a  down¬ 
stream  communications  architec¬ 
ture  that  allows  its  processors  to 
capture  transactions  from  differ¬ 
ent  device  types. 

This  requirement  in  the  on¬ 
line  transaction  processing  envi¬ 
ronment  is  what  is  driving  Tan¬ 
dem’s  increasing  support  of 
networking  standards,  including 
Continued  on  next  page 
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“We  see  these  architectures  [OSI 
and  SNA]  coming  to  dominate  the 
market  for  corporate  business 
communications  through  the  end  of 
the  century,”  says  Andrew  Poupart, 
Tandem’s  OSI  products  manager. 


From  previous  page 
the  International  Standards  Orga¬ 
nization’s  (ISO)  Open  Systems  In¬ 
terconnect  (OSI)  protocols.  “There 
are  two  kinds  of  capabilities  in  the 
network,  and  in  one  area  we  have 
always  used  standards  and  never 
used  our  own  proprietary  stan¬ 
dard,”  Mathews  says.  “That  area 
is  in  communications  outward 
from  Tandem  to  the  devices  that 
provide  the  transactions  that  come 
into  the  system.” 

The  two  primary  standards  Tan¬ 
dem  supports  are  IBM’s  Systems 
Network  Architecture  networking 
protocols  and  the  CCITT/ISO  X.25 
standard.  “Tandem’s  position  is 
that  there  are  two  strategic 
networking  architectures:  OSI,  for 
multivendor  networking,  and 
SNA,”  says  Andrew  Poupart,  Tan¬ 
dem’s  OSI  products  manager.  “We 
see  these  architectures  coming  to 
dominate  the  market  for  corporate 
business  communications  through 
the  end  of  the  century.” 

Connecting  to  IBM 

Of  the  two  architectures,  Tan¬ 
dem’s  product  implementation  of 
SNA  protocols  is  more  extensive  — 
a  strategy  driven  by  today’s  mar¬ 


ket  requirements.  Mathews  says, 
“We  put  a  tremendous  amount  of 
development  effort  into  the  SNA 
environment  because  there  is  a  tre¬ 
mendous  marketplace  of  SNA  sys¬ 
tems  out  there.  The  OSI  area,  with¬ 
in  five  to  10  years,  will  be  on  par 
with  SNA  in  terms  of  the  custom¬ 
er’s  implementation  of  that  set  of 
standards.  In  that  time  frame,  we 
need  to  be  absolutely  positioned 
with  a  well-proven  OSI  product 
set.  But  we  have,  more  than  many 
other  vendors,  devoted  resources 
to  the  SNA  marketplace,  because 
that’s  where  the  bucks  are  today 
and  in  the  near  future.” 

Mike  Braude,  a  corporate  vice- 
president  at  market  research  firm 
Gartner  Group,  Inc.  in  Stamford, 
Conn.,  calls  Tandem’s  SNA  connec¬ 
tivity  claim  a  bit  modest.  “Tandem 
has  the  best  connectivity  to  IBM 
outside  of  IBM,”  he  says.  “The 
only  requirement  that  they  haven’t 
met  yet  is  for  cooperative  process¬ 
ing  between  their  machines  and 
IBM’s.” 

Mathews  attributes  Tandem’s 
extensive  implementation  of  SNA 
protocols  to  its  need  to  connect  to  a 
wide  range  of  IBM  SNA  intelligent 
controllers  used  by  industries  such 


Multivendor  connectivity  provided  by 
Tandem  Computers,  Inc. 

Chart  1 


Data  General  Corp.,  Westborough,  Mass. 

•  Exchange  —  Remote  job  entry  (RJE)  2780/3780  emulation  and  file  transfer 

Digital  Equipment  Corp.,  Maynard,  Mass. 

•  X.25AM  —  X.25  for  program-to-program  communications 

•  0SI4AM  —  OSI  session-layer  transport  over  X.25 

•  Exchange  —  RJE  2780/3780  emulation  and  file  transfer 

•  ATP6100  —  VT100  terminal  support 

Hewlett-Packard  Co.,  Palo  Alto,  Calif. 

•  Exchange  —  RJE  2780/3780  emulation  and  file  transfer 

Honeywell,  Inc.,  Minneapolis 

•  Exchange  —  RJE  2780/3780  emulation  and  file  transfer 

•  0SI4AM  —  OSI  session-layer  transport  over  X.25 

•  VIP7700  —  Visual  Information  Projection  terminal  support 

•  BSC  Point-to-Point  —  Binary  Synchronous  Communications  point-to-point  interface 

•  Tandem  Hyper  Link  —  Hyperchannel  data-link  interface 

IBM,  Armonk,  N.Y. 

•  SNA  Access  Services  Software/Extended  Facility  (SNAX/XF),  SNAX/Advanced  Pro¬ 
gram  Communications  (APC)  —  Tandem  application  to  CICS  application  (SNA  LU  6.2); 
IBM  System/38,  System/36,  (SNA  LU  6.2,  LU  2) 

•  SNAX/XF,  SNAX/High  Level  Services  (HLS)  —  Tandem  application  to  CICS  or  IMS  ap¬ 
plication  (SNA  LU  0);  IBM  SNA  controllers  (IBM  3600,  4700,  8100,  S/1,  3650,  3660) 

•  SNAX/XF  —  SNA  3270  terminals  attached  to  Tandem  Systems 

•  EM3270  —  Tandem  6530  terminals  emulating  3270  devices 

•  Exchange  —  RJE  (BSC  2780/3780,  HASP,  SNA) 

•  TR3271  —  IBM  host  BSC  connection 

•  AM3270  —  3270  BSC  terminals  attached  to  Tandem  Systems 

•  AM3270,  TR3271  —  BSC  terminal  pass-through  to  IBM  host  applications 

•  SNAXIink  —  High-speed  channel  connection  for  SNA 

•  Tandem  Hyper  Link  —  High-speed  connection  for  Hyperchannel 

NCR  Corp.,  St.  Paul,  Minn. 

•  Exchange  —  RJE  2780/3780  emulation  and  file  transfer 

Semens  information  Systems,  Inc.,  Boca  Raton,  Fla. 

•  Exchange  —  RJE  2780/3780  emulation  and  file  transfer 

OSI  “  Open  Systems  Interconnect 
SNA  =  Systems  Network  Architecture 

SOURCE:  TANDEM  COMPUTERS,  INC.,  CUPERTINO,  CALIF. 


as  banking  and  retail.  Others  at 
Tandem,  such  as  Dennis  McEvoy, 
vice-president  of  software,  attrib¬ 
ute  the  company’s  extensive  SNA 
support  to  the  priorities  of  Tandem 
customers,  who  have  asked  for 
IBM  links  even  before  they  wanted 
Tandem-to-Tandem  links.  “Our 
first  communications  product, 
which  came  out  in  1977,  imple¬ 
mented  an  IBM  [BSC]  access  meth¬ 
od.” 

Current  SNA  connectivity  is 
provided  under  the  SNA  Access 
Services  Software  (SNAX)  product 
umbrella,  which  in  itself  is  an  ac¬ 
cess  method  similar  to  IBM’s  Virtu¬ 
al  Telecommunications  Access 
Method  in  SNA.  SNAX  was  first 
delivered  in  1983  and  now  sup¬ 
ports  SNA  communications  for 
more  than  400  customers. 

SNAX  allows  SNA  devices  to  be 


configured  on  Tandem  systems  and 
allows  applications  in  an  SNA  net¬ 
work  to  communicate  with  applica¬ 
tions  in  Expand  networks.  The 
physical  connection  is  provided  via 
SNA/Synchronous  Data  Link  Con¬ 
trol  lines. 

Higher  level  software  products 
in  the  SNAX  family  include  SNAX/ 
High  Level  Services  (HLS),  which 
provides  a  high-level  application 
program  interface  for  LU  0,  2,  3 
and  4.  “HLS  interfaces  to  proce¬ 
dures  that  let  you  build  applica¬ 
tions  without  having  to  worry 
about  lower  layer  protocols,”  ex¬ 
plains  Tandem  user  Robin  Dennell, 
software  manager  for  the  Mediat 
insurance  network  project  at  Brit¬ 
ish  Telecommunications  pic  in  Lon¬ 
don. 

The  Mediat  network  allows 
agents  using  personal  computers 


Multivendor  connectivity  provided  by 
third-party  vendors 

Chart  2 


Alliance  Systems,  Inc.,  Oak  Brook,  III. 

•  Hyperlink  Application  Level  Interface  —  interfaces  Tandem  Pathway  applications  with 
Network  Systems  Corp.’s  Hyperchannel. 

Automation  Design,  Inc.,  Chicago 

•  Business/Link  —  menu  access  from  Tandem  to  multiple  systems/networks  via  X.25. 

Data  Architects,  Inc.,  Waltham,  Mass. 

•  Mpress  —  links  Tandem  systems  to  assortment  of  other  computers  using  Systems 
Network  Architecture,  X.25,  Binary  Synchronous  Communications  and  Hyperchannel. 

DB/Access,  Inc.,  Cupertino,  Calif. 

•  Enhansys  —  provides  data  access  between  Tandem  and  other  systems,  including 
IBM,  Digital  Equipment  Corp.,  Hewlett-Packard  Co.  and  others.  Data  base  interfaces 
include  dBASE  II,  SQL/DS1  and  others. 

ETI,  Inc.,  Montreal 

•  ETINET  —  permits  high-speed  file  transfer  between  Tandem  and  IBM,  and  the  switch¬ 
ing  of  inquiry  or  update  transactions  from  Tandem  to  IMS,  CISC  and  IDMS  environ¬ 
ments  and  vice  versa. 

Failsafe  Computer  Systems,  Inc.,  Des  Plaines,  III. 

•  Failsafe  AHP  —  provides  a  gateway  from  Tandem  to  other  networks  and  applications 
via  X.25  or  SNA. 

Gemini  Communications,  Inc.,  Hinsdale,  III. 

•  AMDHCF  —  connects  3270  series  terminals  from  an  IBM  host  to  Tandem  application 
programs. 

Menlo  Business  Systems,  Inc.,  Los  Altos,  Calif. 

•  A  variety  of  products  connecting  Tandem  and  Apple  Computer,  Inc.  Macintosh  work¬ 
stations,  including  Mac  Menlo,  which  supports  block-mode  file-transfer  applications 
for  Apple  Macintoshes  In  the  Tandem  environment. 

Nomura  Computer  Systems,  Tokyo 

•  Sens  —  includes  Tandem-based  software  products  to  control  interfaces  to  outside 
devices  via  BSC,  X.25,  asynchronous,  Japan  Bankers  Association’s  Zengin  protocol, 
Japan  Chain  Store  Association’s  JCA  protocol  and  Hitachi,  Ltd.’s  Hitachi  Network  Ar¬ 
chitecture. 

PSR  Systems,  Inc.,  Schaumburg,  III. 

•  Transnet  —  provides  message  switching  between  Tandem  and  other  host  applica¬ 
tions. 

Quality  Systems  Associates,  Inc.,  Doylestown,  Pa. 

•  Q/LINK  —  allows  any  Tandem  mail  system  to  interface  off-system  via  Western  Union 
Corp.’s  Easylink  to  send  Telex,  TWX,  mailgram,  cablegram,  telegram  and  Easylink 
messages  and  to  access  mail  systems  such  as  IBM’s  Professional  Office  System, 
DEC’S  All-In- 1  and  Wang  Laboratories,  Inc.’s  Wang  Office. 

Signorum,  Inc.,  Fremont,  Calif. 

•  Storelink  —  links  in-store  point  of  sale  NCR  Corp.  751’s  with  Tandem  applications. 

Software  Sciences  Ltd.,  Farnborough,  Hampshire,  England 

•  DECnet  Interface  —  interface  between  Tandem  networks  and  DECnet  networks. 

Systems  Designers  pic,  Fleet,  Hampshire,  England 

•  ADS-365  —  provides  interfaces  from  Tandem  to  multiple  system  networks,  Telex,  fac¬ 
simile,  gateway  systems  to  electronic  mail,  X-400,  videotex  and  Electronic  Data  Inter¬ 
change. 

Taft  Consulting  Corp.,  New  York 

•  TCIink  —  complete  message-switching  system  linking  Tandem  systems  to  Telex, 
TWX,  Direct  Distance  Dialing  and  others  via  X.25  facilities. 

Voest  Alpine  A.G.,  Linz,  Austria 

•  Vacoms  —  a  software  communications  system  that  interconnects  computers  and  net¬ 
works  using  various  lower  level  protocols,  such  as  DEC’S  DECnet,  HP’s  DSN/DS  and 
X.25. 

Zintech  Corp.,  Fairfax,  Va. 

•  MSPF  —  allows  session  switching  between  Tandem  systems  and  other  mainframes 
including  software  systems  on  disparate  vendor  mainframes,  including  Tandem,  IBM, 
Burroughs  Corp.,  DEC,  Univac  and  Honeywell,  Inc. 

SOURCE:  TANDEM  COMPUTERS.  INC.,  CUPERTINO.  CALIF. 
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equipped  with  terminal-emulation 
software  to  access  information  in 
an  IBM  8100  over  X.25  public  data 
networks  (PDN).  The  Tandem  TXP 
processor  strips  off  the  SNA  proto¬ 
cols  coming  from  the  8100  and 
sends  a  3270  data  stream  over  the 
X.25  connection.  “All  of  this  is  in¬ 
visible  to  the  agents,”  Dennell 
says. 

Tandem  also  supports  IBM’s  LU 
6.2  peer-to-peer  protocol  in  its 
SNAX/Advanced  Program  Commu¬ 
nications  (APC),  which  provides 
an  LU  6.2  application  program  in¬ 
terface.  This  program  does  not  im¬ 
plement  the  PU  2.1  protocol,  which 
would  add  the  ability  to  manage 
conversations  over  multiple  paral¬ 
lel  sessions. 

According  to  Mathews,  Tandem 
decided  not  to  include  PU  2.1  sup¬ 
port  initially  in  the  software  be¬ 
cause  SNAX  already  had  down¬ 
stream  connectivity,  thanks  to  its 
LU  0  implementation,  and  because 
Tandem  wanted  to  allow  its  cus¬ 
tomers  to  begin  developing  peer-to- 
peer  applications,  rather  than  wait 


for  a  full  implementation. 

Other  SNAX  software  includes 
Exchange,  a  remote  batch  emula¬ 
tion  system  that  allows  Tandem 
systems  to  operate  as  remote  job 
entry  terminals  in  an  IBM  Job  En¬ 
try  System. 

At  the  application  level,  Tandem 
offers  a  bevy  of  software  products 
dubbed  Wordlink,  which  support 
IBM’s  Document  Content  Architec¬ 
ture  (DCA).  Tandem’s  Transfer  in¬ 
formation  delivery  software  and 
PS  Mail  electronic  mail  products  in¬ 
clude  document  translation  tech¬ 
nology  licensed  from  Soft-Switch, 
Inc.,  allowing  users  with  different 
word  processing  systems  connect¬ 
ed  to  Tandem  processors  to  send 
revisable-form  documents  to  each 
other. 

On  the  hardware  side,  Tandem 
recently  introduced  a  communica¬ 
tions  subsystem  that  provides  a  di¬ 
rect,  high-speed  channel  attach¬ 
ment  between  SNA  hosts  and 
Tandem  systems.  Because  the  link, 
dubbed  SNAXLink,  uses  standard 
SNA  interfaces,  applications  don’t 
have  to  be  modified  to  use  the  link. 
Frank  Gens,  International  Data 
Corp.’s  (IDC)  vice-president  of 
technology  assessment,  says  he  be¬ 
lieves  that  is  one  of  Tandem’s 
strengths.  “You  don’t  want  the  us¬ 
ers  to  have  to  do  any  programming 
to  make  the  communications  link. 
That’s  where  Tandem’s  done  a 
good  job.” 

Future  support  for  SNA  ad¬ 
vanced  architectures  is  expected 
for  SNA  Distribution  Services. 
“We’re  working  on  a  gateway  im¬ 


plementation  as  an  interface  be¬ 
tween  our  PS  Mail  system  for  the 
Expand  networking  facility  and 
IBM’s  DISOSS,”  Mathews  says. 

PC  connections 

Much  to  the  surprise  of  some  in¬ 
dustry  observers,  Tandem  has  also 
trained  its  connectivity  sights  on 
IBM’s  family  of  personal  comput¬ 
ers  as  well  as  the  networking  pro¬ 
tocols  intended  to  allow  personal 
computer  applications  to  communi¬ 
cate. 

“Two  years  ago,  I  read  an  article 
that  said  the  one  area  where  PCs 
will  never  really  be  important  is  in 
on-line  transaction  processing.  We 
absolutely  disagree,”  says  Jeri  Ed¬ 
wards,  Tandem’s  manager  of  infor¬ 
mation  management  technology 
products.  “We  believe  in  the  utili¬ 
zation  of  the  resources  that  are  in 
the  company.  The  ability  of  the  PC 
to  create  an  end-user  environment 
that  is  far  more  friendly,  produc¬ 
tive  and  efficient  than  a  terminal 
environment  is  key,  we  believe,  in 
on-line  transaction  processing.” 


In  November  of  last  year,  Tan¬ 
dem  became  one  of  the  first  larger 
system  vendors  to  support  IBM’s 
Network  Basic  I/O  System  proto¬ 
col,  implemented  in  a  product  set 
called  Multilan.  The  family  of 
hardware  and  software  products 
allows  Tandem  NonStop  systems  to 
be  linked  to  personal  computer  net¬ 
works  that  support  NETBIOS.  The 


Multilan  family  also  includes  soft¬ 
ware  that  allows  Tandem  proces¬ 
sors  to  be  used  as  fault-tolerant 
file  servers  for  personal  comput¬ 
ers,  which  can  access  files  using 
DOS  commands. 

Multilan  user  Chip  Fox,  director 
of  operations  planning  with  Telac- 
tion  Corp.  in  Schaumburg,  Ill., 
hopes  to  make  use  of  Tandem’s  file 


server  software,  although  he  origi¬ 
nally  opted  to  use  personal  com¬ 
puter-based  networking  software. 
“We’re  pleased  enough  with  Multi¬ 
lan  to  use  it  beyond  our  original 
plan,”  Fox  says.  “It’s  doing  every¬ 
thing  that  it’s  supposed  to  do.” 

Toward  OSI 

IDC’s  Gens  says  he  believes  Tan¬ 
dem’s  strategy  of  providing  exten¬ 
sive  IBM  connectivity  now  is  a 
pragmatic  one.  “Why  invest  a  lot 
of  money  and  resources  into  a 
standard  that  no  one’s  buying  to¬ 
day,”  he  asks.  Following  that  prag¬ 
matic  bent,  however,  should  soon 
lead  Tandem  to  shift  its  emphasis 
to  OSI  support,  which  currently  ex¬ 
ists  only  in  lower  layer  products. 
“We  expect  1988  to  be  a  very  im¬ 
portant  year  for  OSI  and  for  Tan¬ 
dem  in  OSI  development,”  Tan¬ 
dem’s  Poupart  says. 

Existing  OSI  offerings  include 
X.25  networking  products,  which 
have  been  available  since  1979, 
and  an  implementation  of  the  OSI 
transport  layer  specification, 


which  has  been  available  for  more 
than  a  year  and  has  a  small  but 
committed  number  of  users. 

“People  say  our  record  is  spotty 
toward  open  systems,  but  we’ve 
not  been  all  that  aggressive  in  pro¬ 
moting  our  open  systems  products. 
However,  we  were  the  second  ven¬ 
dor  to  certify  with  Telenet  Commu¬ 
nications  Corp.  in  1979  for  our 


X.25  networking,  which  is  our 
most  widely  distributed  communi¬ 
cations  product  next  to  Expand,” 
Poupart  points  out. 

Tandem’s  X.25  product,  dubbed 
X.25AM,  is  now  an  implementation 
of  the  1980  version  of  the  standard 
that  provides  process-to-process 
communications  across  an  X.25 
packet-switched  network.  Because 
the  1980  version  doesn’t  complete¬ 
ly  conform  to  the  OSI  network  ser¬ 
vice  standard  specified  by  the  OSI 
Transport  Protocol,  Tandem  imple¬ 
mented  interim  procedures  to  meet 
Transport  requirements. 

Despite  the  limitations  of  a  1980 
implementation,  Fred  Lauber,  man¬ 
ager  of  telecommunications  system 
engineering  at  the  On-line  Comput¬ 
er  Library  Center  in  Dublin,  Ohio, 
says  he  believes  Tandem’s  imple¬ 
mentation  is  the  “best  we’ve  seen 
on  a  larger  system.”  Compared 
with  implementations  from  IBM 
and  Convergent  Technologies,  Inc., 
Tandem’s  X.25  product  is  “easier 
to  work  with,  handles  higher 
throughput,  has  the  capacity  for  a 
significant  number  of  virtual  cir¬ 
cuits  and  is  easy  to  configure,”  he 
says. 

Lauber  says  he  has  interfaced 
Tandem  systems  to  four  different 
X.25  wide-area  networks  with  lit¬ 
tle  trouble  on  the  Tandem  side. 
Those  networks  included  offerings 
from  Tymnet/McDonnell  Douglas 
Network  Systems  Co.,  Telenet, 
CompuServe,  Inc.  and  PSS,  a  PDN 
in  the  UK. 

Tandem  plans  to  upgrade  to  the 
1984  version  of  the  X.25  standard 
in  stages,  beginning  early  next 
year  with  the  extended  addressing 
feature  added  to  the  standard. 
Poupart  says  Tandem  intends  to 
implement  most  of  the  extensions 
added  intp  the  1984  revision. 

Lauber  says  he  is  also  currently 
testing  Tandem’s  OSI4AM  Trans¬ 
port  Protocol  implementation  for 
commercial  interoperability  but 
says  it  is  too  soon  to  comment  on 
test  results.  This  implementation  is 
bundled  with  the  X.25AM  product 
in  one  I/O  process. 

Although  it’s  not  yet  commer¬ 
cially  available,  Lauber  also  has 
Tandem’s  OSI  session  layer  proto¬ 
col  implementation  in-house,  but 
Continued  on  next  page 


Tandem  networking  architectures 

Figure  1 


Tandem  to  Tandem 
(Expand) 


Guardian  file  system  and 
Tandem  Pathway 
transaction-processing 
system 


Guardian  file  system  and 
Tandem  Pathway 
transaction-processing 
system 


Guardian  file  system 


Nonstandard  protocol 
corresponding  to  ISO 
Class  4  Transport  Protocol 


ISO  X.25  Packet  Layer 
Protocol  (if  using  public 
packet  carrier);  routing  only 
A  (no  virtual  circuit 
management  required)  if 
-  using  private  line 


ISO  Data  Link  Protocol 


EIA  RS-232,  RS-449,  V.35 
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OSI  model 


Tandem  to  other  vendors 


Application  layer 


Presentation 

layer 


Session  layer 


Transport  layer 


Network  layer 


Data  Link  layer 


Physical  layer 


I  Not  provided  (international 
||  standards  not  fully  defined) 


Not  provided  (new 
^  international  Presentation 
Protocol  standard  defined  in 
1987) 


ISO  Session  Protocol 
available  from  third 
parties 


ISO  Class  4  Transport 
Protocol  (OSI4AM) 


ISO  X.25  Packet  Layer 
Protocol 


ISO  Data  Link  Protocol 


EIA  RS-232  or  V.35 


EIA  =  Electronic  Industries  Association 
OSI  =  Open  Systems  Interconnect 
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SOURCE:  TANDEM  COMPUTERS.  INC.,  CUPERTINO.  CALIF. 


Tandem  also  supports  IBM’s  LU  6.2 
peer-to-peer  protocol  in  its 
SNAX/Advanced  Program 
Communications  (APC),  which 
provides  an  LU  6.2  application 
program  interface. 


On  the  hardware  side,  Tandem 
recently  introduced  a 
communications  subsystem  that 
provides  a  direct,  high-speed  channel 
attachment  between  SNA  hosts  and 
Tandem  systems. 
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Tandem’s  Alliance  program,  which 
was  designed  to  encourage  third- 
party  application  developers  to 
create  on-line  transaction  processing 
applications,  is  also  focused  on  the 
“application  layer.” 


From  previous  page 

he  has  not  run  the  software  yet. 

Tandem  opted  to  implement  four 
of  the  five  classes  of  service  in  the 
transport  protocol,  which  defines 
how  to  provide  reliable,  end-to-end 
data  delivery  across  different  sub¬ 
networks.  The  four  classes  —  1,2, 
3  and  4  —  are  for  wide-area  net¬ 
works,  while  the  fifth  class  is  de¬ 
signed  for  local  nets.  An  implemen¬ 
tation  of  the  local-area  network 
capabilities  of  the  transport  layer 
should  be  available  in  early  1988. 
“Part  of  our  future  product  plan  is 
to  allow  our  Expand  intersystems 
networking  to  run  over  other  phys¬ 
ical  networks  such  as  Ethernet,” 
Mathews  says. 

In  addition  to  supporting  Ether¬ 
net  —  or,  rather,  the  IEEE  802.3 
standard  —  Tandem  will  also  al¬ 
low  its  OSI4AM  product  to  operate 
over  IEEE  802.4  networks,  intend¬ 
ed  primarily  for  factory  environ¬ 
ments.  In  allowing  its  transport 
product  to  operate  over  local  net 
standards,  Tandem  will  “decou¬ 
ple”  the  product  from  X.25AM,  ac¬ 
cording  to  Poupart. 

The  session  layer  product  re¬ 
ferred  to  by  Lauber  will  likely  in¬ 
clude  support  for  the  X.400  mes¬ 
saging  standard.  “We  feel  X.400 
will  be  a  major  market.  We’ll  be 
very  aggressive  there,”  Poupart 
says.  Currently,  X.400  support  in 
Tandem  systems  is  provided  by 
vendors  that  are  a  part  of  Tan¬ 
dem’s  Alliance  program  for  third- 
party  Tandem  developers.  The 


Tandem  will  offer 
TCP/IP  support 
in  the  next  12  to 
18  months. 


X.400  products  include  Sydney  De¬ 
velopment  Corp.’s  Messenger  400 
and  Telenet’s  Telemail  400. 

Tandem,  which  purposely  avoid¬ 
ed  implementing  a  Manufacturing 
Automation  Protocol  2.1  product 
set,  will  also  support  MAP  3.0.  “We 
watched  the  marketplace  for  MAP 
and  saw  lots  of  hyperbole  and  un¬ 
realistic  expectations,”  Poupart 
explains.  “Now  there’s  no  demand 
for  the  expensive  products  others 
developed  and  rushed  to  market. 
MAP  3.0  is  the  preferred  version. 
We’ve  kept  tabs  on  it  to  meet  the 
early  part  of  the  market  window.” 

Tandem  is  working  on  support 
for  other  standards,  including 
Transmission  Control  Protocol/In¬ 
ternet  Protocol,  which  will  be  sup¬ 
ported  in  the  next  12  to  18  months. 

“We  will  have  a  number  of  op¬ 
tions  at  the  application  layer  build¬ 
ing  on  an  implementation  architec¬ 
ture  developed  for  Tandem 
systems  that  gives  customers  the 
ability  to  mix  and  match  products 
at  various  layers,”  Poupart  says. 

Tandem’s  Alliance  program, 
which  was  designed  to  encourage 
third-party  application  developers 
to  create  on-line  transaction  pro¬ 
cessing  applications,  is  also  fo¬ 
cused  on  the  “application  layer.” 
Although  the  program  emphasizes 


on-line  transaction  processing  ap¬ 
plications,  it  has  also  yielded  a 
number  of  third-party  communica¬ 
tions  programs  that  provide  access 
from  the  Tandem  environment  to 
other  vendors’  systems  (see  Chart 


2  on  Page  36).  Such  links  include 
an  Easylink  Gateway,  a  gateway  to 
IBM’s  Professional  Office  System 
(PROFS)  and  products  that  connect 
Tandem  to  Apple  Computer,  Inc.’s 
Macintosh.  Tandem  licenses  soft¬ 


ware  code  to  third-party  vendors 
that  implement  Tandem-developed 
protocols. 

Another  aspect  of  Tandem’s 
open  systems  connectivity  strategy 
is  its  involvement  in  standards- 
making  and  standards-supporting 
bodies.  Many  Tandem  employees 
are  currently  working  on  stan¬ 
dards  committees  in  ANSI,  ISO, 
Consultative  Committee  on  Inter¬ 
national  Telephony  and  Telegra¬ 
phy,  Corporation  for  Open  Systems 
(COS),  the  National  Bureau  of 
Standards,  the  European  Computer 
Manufacturers  Association,  the 
MAP/TOP  Users  Group  and  a 
TCP/IP  committee. 

That  Tandem  was  one  of  COS’ 
founding  members  attests  to  the 
firm’s  OSI  commitment.  In  addi- 
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tion,  a  Tandem  vice-president,  Tom 
Chun,  was  the  first  chair  on  the 
board  of  directors  for  COS.  “Tan¬ 
dem’s  reason  for  being  a  COS  mem¬ 
ber  is  the  development  of  OSI  test¬ 
ing  capabilities.  We  fully  expect 
customers  will  require  confor¬ 
mance  testing  for  interoperability. 
Tandem  has  already  done  bilateral 
testing  with  some  competitors,” 
Poupart  says. 

“The  product  set  we’re  going  to 
build  in  the  OSI  area  is  going  to  be 
a  very  complete  and  modular  im¬ 
plementation,”  Mathews  says.  “It’s 
going  to  take  us  longer  to  build  it 
that  way,  but  we  will  very  quickly 
be  able  to  address  a  tremendous 
range  of  OSI  connectivity  options 
needed  to  bring  transactions  to 
Tandem. ”□ 


Letters: 


Editor: 

Regarding  David  Sulser’s  col¬ 
umn,  “Users  need  ISDN  now,” 
(AW,  Aug.  31)  the  current  Inte¬ 
grated  Services  Digital  Network 
specifications  cover  access  to  dig¬ 
ital  backbone  networks:  They 
contain  last-mile  answers  for  us¬ 
ers.  Sulser  is  right,  as  far  as  he 
goes.  However,  the  access  inter¬ 
face  has  more  capabilities  than  he 
implies. 

The  main  commodity  available 
from  backbone  networks  right 
now  is  64K  bit/sec  pipes.  There¬ 
fore,  it’s  proper  that  the  ISDN  in¬ 


terface  be  tailored  to  these  pipes. 
The  B  channel  signaling  that  is 
initiated  at  the  interface  and  car¬ 
ried  alongside  all  of  the  64K  bit/ 
sec  pipes  labels  the  contents  of 
each  pipe.  Both  the  carriers  and 
the  users  are  told  what  informa¬ 
tion  is  being  put  inside  the  pipes 
and  what  operations  may  or  may 
not  be  performed  on  that  infor¬ 
mation.  Examples  include: 

■  Unrestricted  digital  information. 
(“Backbone,  don’t  mess  with 
these  bits.”) 

■  Speech.  (“Backbone,  if  you 
have  the  capability  of  converting 


this  pulse  code  modulated  [PCM] 
signal  to  32K  bit/sec  and  can  save 
me  money,  go  right  ahead.”) 

■  3.1  kHz  audio.  (“Backbone,  this 
is  a  PCM-coded  modem  or  facsimi¬ 
le  signal  that  can  be  converted  to 
analog  if  necessary,  but  don’t  pull 
any  bit-saving,  speech-coding 
tricks.”) 

■  7  kHz  audio.  (“Backbone,  I’m  a 
feature  phone  that  uses  64K  bit/ 
sec  adaptive  differential  PCM  to 
allow  high-fidelity  conversations 
—  if  that  end  terminal  can’t  han¬ 
dle  7  kHz,  I’ll  drop  back  to  a  mere 
3.1  kHz  64K  bit/sec  PCM.”). 

Other  signaling  messages  can 
set  up  wideband  circuit-switched 
or  packet-switched  connections  — 
and  most  of  the  current  discus¬ 
sion  of  120M  bit/sec  ISDN  access 
focuses  on  fast  packet-switched 
connections.  In  this  2B  +  Fat  D 
arrangement,  the  current  16K  bit/ 
sec  D  channel  expands  to  use 
most  of  the  bandwidth  available 
(that  is,  120M  bit/sec  minus  the 
two  64K  bit/sec  B  channels). 

The  bottom  line  is  that  the  cur¬ 
rent  ISDN  specifications,  as  an  ac¬ 
cess  technique,  are  ideal  for  the 
current  network. 

In  addition,  they  contain  with¬ 
in  their  signaling  formats  the  ca¬ 
pability  to  accommodate  future 
network  offerings. 

Walt  Roehr 
Executive  director 
Telecommunication 
Networks  Consulting 
Reston,  Va. 

Editor: 

This  is  a  response  to  Cecilia 
Lenk’s  letter  (NW,  Sept.  21)  re¬ 
garding  my  column  (AW,  Aug. 

24).  First,  let  me  say  I  agree  with 
Lenk:  Educational  users  of  en¬ 
hanced  services  would  be  nega¬ 
tively  impacted  by  the  proposed 
access  fee  for  enhanced  services. 

Unfortunately,  there  are  severe 
financial  constraints  placed  upon 
our  educational  institutions,  and 
those  restrictions  compromise  the 
education  students  receive.  I  hope 
these  financial  restrictions  would 
not  impact  the  ability  of  students 
and  faculty  to  learn  how  to  re¬ 
search  information,  much  less  ob¬ 
tain  information. 

My  comments,  however,  ad¬ 
dressed  the  overall  impact  of  the 
proposed  ruling  on  users.  I  hope 
they  were  not  interpreted  as  be¬ 
ing  in  agreement  with  the  ruling, 
for  that  was  not  my  intent. 

Robert  S.  Braudy 
Vice-president 
Quantum  Group 
International,  Inc. 

New  York 

Network  World  welcomes  letters 
from  its  readers.  Letters  may  be 
edited  for  space  and  clarity.  Let¬ 
ters  should  be  typed,  double¬ 
spaced  and  no  longer  than  150 
words. 

They  should  be  addressed  to 
Editor,  Network  World,  375  Cochi- 
tuate  Road,  Box  9171,  Framing¬ 
ham,  Mass.  01701. 


ART’s  Premises 
Distribution  System: 
Making  it  easy 
to  make  all  the 
right  connections. 

Once,  setting  up  the  right 
office  communications 
system  was  simple— you’d 
have  the  phones  installed. 

Todays  office  environ¬ 
ment  is  far  more  complex, 
requiring  a  variety  of 
communications  products, 
often  from  a  variety  of 
vendors.  Each  supported 
by  a  wiring  scheme 
designed  for  it  alone. 
Making  the  process  of 
expanding  and  integrating 
your  network  a  compli¬ 
cated  one. 

Well,  now  AT&T  can  make 
installing,  expanding,  and 
integrating  your  communi¬ 
cations  systems  simple 
again.  By  putting  all  your 
communication  eggs 
back  into  a  single  basket. 
With  the  AT&T  Premises 
Distribution  System  (PDS). 

A  lot  to  take  advantage  of. 

PDS  allows  you  to  support 
your  communications 
products  on  a  single  wiring 
system.  A  wiring  system 
which  incorporates  every 
necessary  element— from 
the  cabling  plan  to 
the  system  administration 
products. 

All  of  which  results 
in  a  number  of  distinct 
advantages. 


^~A'F&T  Network  Systems, 

PO.  Box  1278,  Morristown,  NJ  07960-1278 
Please  send  me  more  information  about 


Name. 

Title- 


The  advantage  of 
accountability— PDS  is 
backed  by  a  firm  AT&T 
commitment  to  provide 
connectivity  with  virtually 
every  major  vendors  equip¬ 
ment,  including  our  own. 

The  advantage  of  flexibil¬ 
ity— PDS  makes  it  easy  to 
use  the  best  product  for 
different  functions.  You’re 
not  locked  into  a  single 
vendors  technology  And 
PDS  will  support  voice  and 
data  transmission,  as  well 
as  image,  digitized  video, 
and  other  forms  of 
communication. 

The  advantage  of  expand¬ 
ability— PDS  allows  users 
to  connect  equipment 
through  universal  jacks  that 
fit  standard  wall  outlets. 

The  “AT&T”  advantage. 

PDS  is  backed  by  a  compre¬ 
hensive  range  of  consulting, 
design,  engineering,  and 
service  support  to  ensure 
the  system  meets  current 
and  future  communications 
needs.  Our  Application 
Assurance  Program  is  a 
commitment  that  your  PDS 
will  support  certified  appli¬ 
cations  for  a  full  five  years. 

So  give  us  a  call  at 
1800  372-2447,  or  mail 
the  coupon,  or  contact 
your  authorized  PDS  dis¬ 
tributor.  If  you’ve  got 
questions  about  connect¬ 
ing  your  communications 
products,  we’ve  got 
a  basket  full  of  answers. 

©1987  AT&T 
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the  AT&T  Premises  Distribution  Svstem. 


Company. 

Address— 


City _ 

j  Phone  1- 


.  State. 


.Zip. 
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AT&T’s  PDS  is  a  comprehensive  system 
of  basic  components,  from  inside  wire 
(both  copper  and  fiber),  to  electronic 
apparatus  and  support  services. 


AT&T 

The  right  choice. 
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COMMUNICATIONS 

MARKETPLACE 


MODEMS/TEST  EQPT. 

PURCHASE  LEASE  RENT 


ALL  MFRS  AVAILABLE:  NEW  OR  USED 

PARTIAL  LISTING  OF  LEASE  RATES 


MODEL  36  MO  LEASE 

CODEX  CS9600  (PT.  TO  PT.)  $33.00 

CODEX  CS96FP  (MULTIPOINT)  $33.00 

CODEX  2640  (PT-PT  OR  MULTIPT.)  $99.00 

AT  &  T  2096A  &  C  $79.00 

UDS  208  A/B  $26.00 

SPECTRON  A/B  SWITCHING  PATCH  PANELS  $1 27.00 

AMCO  EQUIPMENT  CABINET  $35.00 

OTHER  MODEM  OTHER  TEST 

MFRS  AVAILABLE  EQPT.  AVAILABLE 

IBM  (LEASED  LINE)  TBAR 

PARADYNE  (LEASED  LINE)  BRADLEY 

GDC  (LEASED  LINE)  DLM 

UDS  (DIAL  UP)  SYMPLEX 

CONCORD  (DIAL  UP)  DATAPROBE 

RACAL-VADIC  (DIAL  UP)  HALCYON 

ASTROCOM  (LIMITED  DISTANCE) 

CODEX  (ALL  PRODUCTS) 


TURN  YOUR  PC  XT  AT  INTO 
MULTI-USER,  ON-LINE  SYSTEM 


INFOHOST® 

Multi-user  On-line  System  Software 
(Reviewed  by  PC  Week  on  5/19/87) 

You  can  now  place  a  database  of  goods  and 
services  on-line  using  your  own  PC,  so  your 
customers  can  dial  in  over  phone  lines  to  ac¬ 
cess  information,  leave  messages,  and  make 
purchases  via  modem.  InfoHost,  which  can 
support  as  many  as  eight  simultaneous 
modem  interfaces,  features  a  customizable 
relational  database  that  can  be  adapted  to 
the  needs  of  your  business. 

A-Comm  Electronics,  Inc. 

377  Rte  17  So,  Hasbrouck  Hts,  NJ  07604 
(201)  288-7885 _ TLX:  4948376 


CALL  OUR  DEMO  201-288-7792 

(Modem  Settings  8  1  N) 


AT&T  Cellular  Mobile  Phones 

—  $899.00  PLUS  TAX  — 

INCLUDES  FREE  STANDARD  INSTALLATION  IN  MASS. 

•  Delivered  UPS  anywhere  in  the  U.S. 

•  Installed  by  local  authorized  installer. 

•  Full  2-year  warranty. 

Call  Arista  Communications  Today! 

(617)875-4888 

*  Foreign  cars/sports  cars  may  require  additional  charge. 
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TRAINING 


A  number  of  Special  Sections,  Product  Focuses  and  Ser¬ 
vice  Focuses  are  scheduled  to  run  in  NETWORK  WORLD 
during  1987.  Each  of  these  features  will  focus  on  one  as¬ 
pect  of  the  computer  industry  and  give  our  advertisers  a 
chance  to  reach  a  more  select  audience.  These  are  some 
of  the  topics  the  features  will  cover: 


Special  Section 


CNS  WILL  ALSO  PROVIDE: 

CNS  MAINTENANCE 
MANUFACTURER'S  MAINTENANCE 
INSTALLATION  SERVICES  (NATIONWIDE) 

CENTRON  NETWORK  SERVICES 

a  division  of  Centron  DPL  Company,  Inc. 
1-800-532-7532  ask  for  Tom  Collopy 


T1  &  X.25 

courses  now 
available! 


*  November  1 6  -  Factory  Communications 

*  December  7  -  The  Communication  Budget 

*  December  21  - 1987  User  Excellence 

Awards 

Product  Focus 

*  November  2  -  Communications 

Processors 


K-PLflfl  TIL,  IflC. 

AUTHORIZED  NATIONAL  PARTS  DIST. 

NEC  AMERICA,  INC. 

BUSINESS  SYSTEMS  SALES  DIVISION 

•  SALES  •  PURCHASING 

•  REPAIRS  •  PARTS 

•DOCUMENTATION 
K 

E  2400 

NEAX  12 
NEAX  22 
ELECTRA 
ELECTRA 
ELECTRA 
ELECTRA  28 
PATRICIAN  411 
PATRICIAN 
COMMUNICATOR 

—Price  Quotes— Technical  Assistance 
FOR  FURTHER  INFORMATION 
PLEASE  CALL  US: 

(516)242-0111 

3G  SAXWOOD  ST.,  DEER  PARK,  NY  11729 


Transform  your  PC  into  a 
personal  instructor  with 


lELEtUtOr 


TELECOMMUNICATIONS  TRAINING  SERIES 
CALL  FOR  FREE  BROCHURE 

800-S42-2242 


NETWORKING 

SERVICES 


Specialized 
Services  Include: 

*  Data  Communications 

*  Local  Area  Networking 

*  Micro  Computer  Support 

*  Maintenance  Of  Computer 

Terminals 

*  Installation 

*  Consulting 

Please  Call... 

Moody’s  Communications  Inc. 
(718)  257-4558 


Service  Focus 

*  November  23  -  Int’l  Communications 

Services 

Special  Show  Coverage 
&  Bonus  Distribution 

*  October  1 2  -  CMA  Preview  Issue 

*  October  19  -  CMA  Show  Issue 

*  October  26  -  CMA  Wrap-up  Issue 

*  November  2  -  COMDEX  Fall  Show  Issue 

*  November  9  -  COMDEX  Wrap-up  Issue 

*  November  16  -  SETA  Show  Issue 

*  November  23  -  SETA  Wrap-up  Issue 

*  November  23  -  Localnet  Preview  Issue 

*  November  30  -  Localnet  Show  Issue 

*  November  30  -  Unicom  Show  Issue 

*  December  7  -  Localnet  Wrap-up  Issue 

*  December  7  -  DEXPO  West  Show  Issue 

NETWORK  WORLD  publishes  every  Monday  with  an  ad 
deadline  of  1 0  days  prior  to  each  issue  date.  The  October 
26th  issue  will  be  closing  October  16th.  You  may  send  in 
copy  to  be  pubset  or  camera-ready  material  (velox  or  neg¬ 
ative)  via  the  mail.  We  provide  telecopier  service  and  will 
also  take  ads  over  the  phone. 

Our  mailing  address  is 

NETWORK  WORLD 

Joan  Bayon  Pinsky,  Classified  Advertising, 
PO  Box  9171,  375  Cochituate  Road, 
Framingham,  MA  01701-9171 

Or  call  for  more  information  at:  1-800-343-6474 
or,  in  Massachusetts,  (617)  879-0700 
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EMPLOYMENT  TODAY 


COMDEX 

Fall 

Special 
COMDEX  Fall 
Show  Issue 

-  Nov.  2nd 

Closes:  Oct.  23rd 

Las  Vegas,  NV 

-  November  2-6 

SETA 

Special  SETA 
Show  Issue 

-  Nov.  16th 

Closes:  Nov.  6th 

Orlando,  FL 

-  November  16-18 

Unicom 

Special 
Unicom 
Show  Issue 
-  Nov.  30th 

Closes:  Nov.  20th 
Dallas,  TX 


SENIOR 

SYSTEMS  ANALYSTS 

Find  Exciting  Challenge  at  OCLC! 

THE  COMPANY 

OCLC,  (Online  Computer  Library  Center,  Inc.),  is  the  world  s  lead¬ 
ing  computer  library  service  and  research  organization  .  Our  state- 
of-the-art  telecommunications  network  supports  in  excess  of  7,500 
remote  terminals  that  access  our  database  of  over  16  million  biblio¬ 
graphic  records. 

THE  CHALLENGE 

Our  challenge  is  to  apply  emerging  technology  in  novel  and  flexible 
ways  to  accommodate  today’s  requirements  while  anticipating  fu¬ 
ture  needs  in  fields  related  to  electronic  information  storage,  online 
access  and  information  delivery. 

THE  OPPORTUNITY 

If  you  are  motivated  by  challenging  assignments  and  exciting  career 
opportunities— the  environment  you  are  looking  for  is  at  OCLC!  Join 
us  at  our  headquarters  in  Dublin,  Ohio  (metropolitan  Columbus).  We 
are  currently  seeking  dataprocessing  professionals  with  a  minimum 
of  8  to  10  years’  experience  in  the  design  and  development  of  large 
interactive  online  systems.  Qualified  candidates  should  have  an  over¬ 
all  broad  background  with  design  capabilities  at  the  operating  sys¬ 
tems  and  applications  level  to  provide  leadership  and  creativity  for 
existing  projects.  Experience  with  any  of  the  following  would  be  a 
plus:  TANDEM/TAL,  DEC  VAX/VMS/ULTRIX,  IBM  OS/MVS,  Guard¬ 
ian,  UNIX,  C  language,  Assembler  and  administrative/project  man¬ 
agement.  A  BS  in  Computer  Science  is  highly  desirable. 

We  offer  an  outstanding  company-paid  benefits  program  (hospitali¬ 
zation,  major  medical,  dental,  group  life,  disability),  plus  4  weeks  va¬ 
cation,  a  modern  working  environment  and  salary  commensurate 
with  experience.  For  confidential  consideration,  please  send  your 
resume  and  salary  history/requirements  to: 

OCLC 

Human  Resources 
Dept.  CW 
6565  Frantz  Road 
Dublin,  OH  43017 

Online  Computer  Library  Center,  Inc. 


Equal  Opportunity  Employer  M/F 


Programmer  Analysts 

(Applications  Development) 

With  the  acquisition  of  Goodyear  s  defense 
systems  business,  Loral,  a  Fortune  500  interna¬ 
tional  company,  has  earned  a  rightful  place  as  a 
leading  company  in  the  growing  defense  elec- 
trorrics  industry.  Successful  candidates  must  have 
good  analysis  background  in  business  applica¬ 
tions,  preferably  in  a  manufacturing  environ¬ 
ment  with  CICS  &  DL/1  required.  Minimum  4  years 
programming  experience  in  IBM  environment; 
excellent  problem  solving  capabilities  along  with 
good  oral/written  communication  skills  and  a 
degree  in  Computer  Science  or  Business,  or 
equivalent,  working  knowledge  of  COPICS  or 
equivalent  systems  a  plus. 

Systems  Programmer 

individual  selected  must  be  a  communications 
specialist  familiar  with  SNA,  VTAM  &  NCF.  Good 
oral/written  communication  skills  with  a  degree 
in  computer  science  or  Business,  or  equivalent 
and  a  minimum  4  years  experience  as  a  Systems 

Programmer  required. 

Arizona  offers  a  sunny  Southwest  lifestyle  and 
year  'round  recreational  activities.  Resumes  with 
salary  history  may  be  sent  to:  LORAL  DEFENSE 
SYSTEMS,  Attn:  Barbara  Seyfried,  Human 
Resources  Dept.  CW1005,  p.o.  Box  85,  Mail 
Drop  #4213,  Litchfield  Park,  AZ  85340.  All  can¬ 
didates  must  be  able  to  provide  proof  of  the  legal 
right  to  work  in  the  U.S.  Affirmative  Action/Equal  Op¬ 
portunity  Employer. 


DEFENSE  SYSTEMS-ARIZONA 


(Formerly  Goodyear  Aerospace  Corporation) 


-  December  1  -4 

Bonus  Shows  & 
Hotel  Distribution 

Call  for  further 
information  on 
advertising  in  these 
Special  Issues. 

NETWORK 

WORLD 

Contact: 
Classified 
Advertising, 
375  Cochituate 
P.O.  Box  9171, 
Framingham,  MA 
01701-9171 

1-800-343-6474 
(In  Mass) 
617-879-0700 


DATA  COMMUNICATIONS 
SPECIALIST 


The  University  of  Nebraska  Medical  Center  continues  to  advance  in  Information 
Systems.  We  are  constantly  utilizing  new  technologies,  sophisticated  products, 
and  advanced  systems  designs.  A  key  area  in  our  Information  Systems  ap¬ 
proach  is  that  of  Communications.  Our  Communication  Systems  are  allowing 
our  IBM,  DEC,  AT&T,  and  Data  General  machines  and  people  to  work  together. 
Our  continued  growth  in  networking  has  created  a  NEW  position  that  offers 
outstanding  opportunities  for  a  technically  proficient  Data  Communications 
Specialist. 


The  ideal  candidate  will  be  an  aggressive  team  player  with  a  Bachelor’s  degree 
(in  Computer  Science  or  Electronics  preferred)  or  equivalent  and  7  years  of  data 
processing  experience  of  which  4  years  experience  must  be  in  a  directly  related 
area.  This  candidate  should  have  current  knowledge  of  data  communications, 
SNA  Networks  and  Software,  Async,  SDLC  and  Bsyc  Protocols,  Local  Area 
Networks  and  multiple  vendor/system  interconnectivity.  Experience  in  network 
management,  voice  systems,  fiber  optics,  DISOSS,  DEC  Networking  and  Net¬ 
work  Planning  will  enhance  your  qualifications. 


We  offer  a  competitive  salary,  a  comprehensive  benefits  plan,  and  a  technically 
challenging  environment.  For  consideration,  please  forward  your  resume  with  a 
cover  letter  to: 


Department  of  Human  Resources 


UNIVERSITY  OF  NEBRASKA  MEDICAL  CENTER 


619  S.  42nd  Street,  Omaha,  NE  68105 


AA/EOE 

Federal  Law  Requires  Evidence  ot  Identity  &  Employment  Eligibility  Upon  Hire 


Research  &  Development 


Volt  Delta  Resources,  Inc. ,  a  diversified  software/hardware  corpora¬ 
tion,  has  several  immediate  openings  for  Project  Leaders  and/or  Se¬ 
nior  Programmer  Analysts  for  the  following  areas: 

VOICE  MAIL 

The  ideal  candidates  will  have  a  minimum  of  2  years’  experience  with 
UNIX  and  C,  as  well  as  experience  with  VOICE  MAIL  and  DIGITAL 
VOICE  applications  programming. 

DRAWING  CONVERSION/OPTICAL  STORAGE 

The  ideal  candidates  will  have  programming  experience  in  the  conver¬ 
sion  of  documents,  drawings,  and  maps  to  digital  formats,  including 
the  conversion  of  raster  images  to  vector  graphics.  Experience  with 
optical  disks  and  graphics  databasesJs  also  highly  desirable. 

Candidates  for  both  Project  Leader  positions  should  have  appropri¬ 
ate  project  management  experience. 

Volt  Delta  Resources,  Inc.  is  a  subsidiary  of  Volt  Information  Sci¬ 
ences,  Inc.,  allowing  us  to  take  advantage  of  a  smaller  company's  at¬ 
mosphere,  with  a  larger  company’s  benefits. 

Join  us  in  our  continuing  growth  by  sending  your  resume  and  salary 
requirement,  to:  VOLT  DELTA  RESOURCES,  INC.,  Att:  Personnel- 
RD3,  1133  Avenue  of  the  Americas,  17th  fl.,  New  York,  NY  10036. 
We  are  an  equal  opportunity  employer  M/F/H/V.  Principals  only 
please. 

VOLT  DELTA  RESOURCES.  INC. 
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1  October  12, 1987 


MANAGEMENT  CONSULTING 

Managers  -  Senior  Consultants 


PSR  is  a  growing  Southern  California  based  Management  Consulting 
practice  whose  focus  is  the  management  of  change  in  major 
corporations.  Our  current  clients  are  among  the  nation’s  largest  and 
most  prestigious  firms.  These  firms  are  in  the  Financial  Service,  Retail, 
Distribution,  Manufacturing,  and  Defense  Industries.  There  is  a  heavy 
focus  on  operations,  finance,  systems,  and  organizational  disciplines. 

PSR’s  consulting  practice  is  rapidly  expanding  in  the  area  of 
Information  Systems  and  Tele-Communications.  We  are  looking  for  a 
motivated  individual  who  can  assume  a  key  role  in  one  of  these  practice 
areas.  The  successful  candidate:  will  be  a  self-starter  and  have  the 
desire  to  build  a  quality  management  consulting  practice;  will  have  prior 
consulting  experience  with  a  "Big  8”  or  "ACME"  firm,  or  have  been  a 
Manager/Director  of  Information  Systems  for  at  least  three  years  in  a 
larger  data  processing  organization;  and  will  have  excellent  presentation 
and  communication  skills.  Send  Resume  to: 


PSR 


P.  Beranek 

Positive  Support  Review,  Inc. 

10880  Wilshire  Blvd 
Los  Angeles,  CA  90024 


Software  Engineers 

Simpact  is  a  dynamic,  employee-owned  computer  systems 
company  located  in  Kearny  Mesa.  We  are  actively  seeking 
Software  Engineers  with  experience  in  IBM  mainframe  com¬ 
munications  and  networking. 

You  will  develop  software  for  IBM  43xx  and  IBM  30xx  com¬ 
puters.  Primary  applications  are  manufacturing  control 
systems  with  distributed  databases.  Your  background  should 
include: 

•  BSCS  and  at  least  five  years  of  experience 

•  VTAM  programming  experience 

•  Knowledge  of  BAL,  'C,  PL/1,  and  COBOL 

•  Experience  with  MVS  and  SNA 

Simpact  offers  an  opportunity  for  growth  and  a  competitive 
salary  and  excellent  benefits  package.  If  you  enjoy  a  challenge 
and  work  well  in  a  team  environment,  please  send  your  resume 

to:  Simpact  Associates,  Inc.,  9210  Sky  Park  Court, 
San  Diego,  CA  92123.  EEO/M/F/H 


Applications  Group  Manager 
Sr.  Applications  Programmer 

Citizens  Federal  Savings  with  assets  in 
access  of  $2  billion  is  seeking  qualified 
applicants  for  the  positions  of  Applica¬ 
tions  Group  Manager  and  Sr.  Applica¬ 
tions  Programmer.  These  individuals 
will  assist  in  implementation  of  major 
IBM  banking  software  packages  and 
provide  continued  support  after  conver¬ 
sion.  Applicants  must  have  2-3  years 
banking  applications  experience,  pref¬ 
erably  UCCEL,  and  be  conversant  in 
COBOL.  Knowledge  of  CICS,  MVS, 
and  VSAM  desired  Send  resume  and 
salary  requirements  to: 

Personnel  Director 

Citizens  Federal  Savings 

110  North  Main  Street 
Dayton,  Ohio  45402 


ARE  YOU  GOOD  ENOUGH? 

To  spearhead  a  major  development  effort  for 
a  central  Long  Island  based  manufacturer  of 
telephone  switching  systems. 

The  position  is  a  senior  level  executive  posi¬ 
tion  leading  to  a  vice  presidential  slot.  The 
successful  candidate  will  be  responsible  for 
the  recruitment,  motivation,  and  growth  of  a 
multi-disciplined  development  team.  The  job 
requires  a  thorough  knowledge  of  switching 
hardware  and  software  as  well  as  experience 
with  both  domestic  and  international  tele¬ 
phone  plant. 

You  will  have  1 5  plus  years  development  ex¬ 
perience  on  telephone  switching  systems,  in¬ 
creasing  levels  of  management  responsibility 
a  BSEE  and  an  MS  or  Doctorate  in  either  Elec¬ 
trical  Engineering  or  Computer  Science.  We 
offer  an  above  average  compensation  pack¬ 
age  for  this  spot.  Send  resume  and  salary  his¬ 
tory  in  strictest  confidence  to: 

Margaret  Scarpignato 


Now  you  can  recruit 
the  right  people  in  the  right  places 

at  the  right  price. 

Let  us  introduce  you  to  the  IDG  Communications  Computer  Careers 
Network.  It’s  the  new  advertising  service  that  lets  you  run  the  most 
targeted  and  cost-efficient  recruitment  program  possible. 

It’s  many  options  help  you  recruit  qualified  computer  and  communica¬ 
tions  professionals  -  regionally  or  nationally  -  with  combination  buys  of 
up  to  eight  leading  newspapers.  And  all  together,  the  Computer  Ca¬ 
reers  Network  delivers  your  message  to  an  audience  of  well  over  2  mil¬ 
lion  qualified  computer  professionals. 

Look  at  what  the  Computer  Careers  Network  lets  you  do: 

Customize  your  recruitment  program.  The  Network’s  eight  newspa¬ 
pers  -  Computerworld,  InfoWorld,  Network  World,  Digital  News,  Fed¬ 
eral  Computer  Week,  and  Computer  Currents/ Northern  California, 
Southern  California,  and  Boston  editions  -  let  you  tailor  your  recruit¬ 
ment  program  to  your  specific  needs.  You  can  buy  the  basic  package 
of  three  -  or  as  many  as  eight  with  add-on  options.  That  way  you  can 
recruit  from  the  combination  of  computer  and  communications  profes¬ 
sionals  that’s  best  for  you. 

Target  your  ad  placement.  You  can  place  your  advertising  exactly 
where  you  want.  If  you  wish  to  recruit  within  a  specific  area,  you  can 
advertise  in  the  regional  editions  of  the  newspapers  you  choose  -  East, 
West,  or  Midwest.  Or  you  can  extend  your  reach  by  running  in  two  re¬ 
gions  -  or  even  nationally.  Plus  -  you  can  still  take  advantage  of  stand¬ 
alone  national  rates  for  individual  newspapers. 

Reach  qualified  professionals  cost  efficiently.  The  Computer  Ca¬ 
reers  Network  gives  you  the  qualified  computer  professionals  you 
want  to  reach  -  and  only  those  professionals.  With  Computer  Careers, 
you  don’t  have  to  pay  for  waste  circulation. 

To  put  the  new  Computer  Careers  Network  to  work  for  you  -  regionally 
or  nationally  -  call  the  sales  office  nearest  you.  Or  contact  John  Corri¬ 
gan,  Recruitment  Advertising  Sales  Director,  at  617-879-0700. 

One  quick  phone  call  can  give  you  all  the  information  you  need  on  run¬ 
ning  your  recruitment  advertising  in  up  to  eight  leading  industry  news¬ 
papers.  And  if  you  hurry,  you  can  still  get  in  on  the  special  low  intro¬ 
ductory  offer! 

BOSTON:  375  Cochituate  Rd.,  Box  9171 ,  Framingham,  MA  01701 , 
Al  DeMille,  Regional  Manager,  Nancy  Percival,  Account  Executive, 
(800)  343-6474  (in  Massachusetts  call  (617)  879-0700) 


Equal  Opportunity  Employer 


APPLICATION 

PROGRAMMER 

CW  Transport,  a  major  transportation 
company,  located  in  central  Wisconsin 
has  an  immediate  opening  for  a  pro¬ 
grammer.  Experience  and  qualifications 
should  include  a  minimum  of  3  years 
exp  in  an  IBM  DOS/VSE  environment 
using  CICS,  Assembler,  COBOL  and 
VSAM.  Send  resume  to: 

Director  of  MIS 
CW  Transport  Inc. 


329  Alfred  Ave. 
Peneck,  NJ  07666 


PROGRAMMER/ANALYST 

ASA  is  an  expanding  government  software 
applications  development  company.  We  are 
currently  in  need  of  a  DP  professional  with  an 
in-depth  knowledge  of  UNISYS  computers. 
Must  be  able  to  communicate  well.  Some  lim¬ 
ited  travel.  Prior  run-writing  experience  and 
system  design  using  MAPPER  is  mandatory. 

We  offer  competitive  salary,  pleasant  working 
environment,  and  variety  of  assignments. 

Send  resume,  including  salary,  to: 


NEW  YORK:  Paramus  Plaza  I, 

140  Route  17  North,  Paramus,  NJ  07652, 
Warren  Kolber,  Regional  Manager,  (201)  967-1350, 
Jay  Novack,  Account  Executive,  (800)  343-6474 

WASHINGTON,  D.C.:  3110  Fairview  Park  Drive, 
Suite  1040,  Falls  Church,  VA  22042, 

Katie  Kress,  Regional  Manager,  (703)  876-5100, 
Pauline  Smith,  Account  Executive,  (800)  343-6474 


610  High  St. 

Wisconsin  Rapids,  Wl  54494 
Tel.  (715)  424-4500. 


Adirondack  Systems  Associates 
P.O.  Box  333 

Saratoga  Springs,  N.Y.  12866 


EOE 


Attn:  Dave  Gibson 


PROGRAMMER 

ANALYST 

A  Philadelphia  suburban  manufac: 
turing  company  seeks  a  program¬ 
mer  or  programmer  analyst  to 
work  on  an  S/38.  Candidates  with 
mainframe  or  previous  S/38  expe¬ 
rience  welcome.  COBOL  or  RPG 
III  language  capability  desired. 
Others  considered  college  degree 
and/or  PC  experience  a  plus.  Send 
resume  to:  X-73,  P.O.  Box  2068, 
Philadelphia,  PA  19103.  Equal  Op¬ 
portunity  employer  M/F. 


LINC  II 

An  immediate  career  opportunity  is  available 
(or  an  experienced  LINC  II  programmer  on  a 
Unisys  A-Series,  DMS  II  Database,  and  Data 
Communications.  We  are  migrating  our  appli¬ 
cation  systems  implementing  software  pack¬ 
ages  and  developing  application  systems  in  a 
Unisys  A  -  3  environment  utilizing  UNC  II.  The 
John  Day  Co.  is  a  well  established,  highly  re¬ 
spected  distributor  of  agricultural,  industrial 
and  contractor  supplies  and  serves  trie  mid¬ 
west  through  locations  in  4  states.  A  very 
competitive  salary,  a  good  environment  and  a 
secure  future  will  be  offered  to  the  selected 
candidate.  Send  your  confidential  resume  to: 

John  Day  Company 
PO  Box  3541 
Omaha.  NE  68103 


CHICAGO:  2600  South  River  Road,  Suite  304,  Des  Plaines,  IL  60018, 
Patricia  Powers,  Regional  Manager,  (312)  827-4433, 

Ellen  Casey,  Account  Executive,  (800)  343-6474 

LOS  ANGELES:  18004  Sky  Park  Circle,  Suite  100,  Irvine,  CA  92714, 
Barbara  B.  Murphy,  Regional  Manager,  (714)  250-0164, 

Chris  Glenn,  Account  Executive,  (800)  343-6474 

SAN  FRANCISCO:  18004  Sky  Park  Circle, 

Suite  100,  Irvine,  CA  92714, 

Barbara  B.  Murphy,  Regional  Manager,  (415)  322-3314, 

Chris  Glenn,  Account  Executive,  (800)  343-6474 
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Cincom  talks  Net/Master 

continued  from  page  15 


Phoenix  fees 
called  usurious 

continued  from  page  4 
thousand  dollars  in  fees. 

"My  opinion  is  that  these  fees 
are  based  on  arbitrary  numbers,” 
said  Bonney,  vice-president  of  reg¬ 
ulatory  affairs  for  TCA’s  Arizona 
chapter.  Bonney  and  Holcomb  both 
said  they  believe  the  city  pat¬ 
terned  its  fee  structure  on  line 
rates  charged  by  Mountain  Bell. 

“The  city  thinks  we’re  being 
carriers  on  the  side,”  Bonney  not¬ 
ed.  "They  think  we’re  avoiding 
paying  taxes  by  using  the  right-of- 
way,  but  we’re  simply  conducting 
everyday  business,”  he  added. 

TCA  directors  offer  support 

Members  of  the  Arizona  chapter 
of  TCA  met  once  with  city  officials 
in  mid-summer  to  discuss  the  new 
fee  structure  and  say  they  hope  to 
meet  with  officials  again  soon  to 
work  out  the  fee  structure.  At  the 
association’s  recent  annual  confer¬ 
ence,  the  chapter  received  the  sup¬ 
port  of  the  TCA  board  of  directors 
to  negotiate  with  the  city  with  the 
full  support  of  the  association. 

According  to  the  existing  ordi¬ 
nance,  the  city  is  required  to  set 
fees  for  the  revocable  right-of-way 


The  security  enhancements  in 
VINES  3.0  were  embodied  in  VAN- 
Guard,  a  feature  announced  earlier 
this  year  at  the  PC  Expo  trade 
show  in  New  York  (“Banyan  to  de¬ 
but  VINES  security  enhance¬ 
ments,”  AW,  Aug.  31).  VANGuard 
adds  the  ability  to  detect  unautho¬ 
rized  logon  attempts,  prevent  un¬ 
authorized  access  to  network  traf¬ 
fic  by  monitoring  equipment  and 
limit  communications  between  two 
merged  networks  to  electronic  mail 
exchange. 

"We’re  very  concerned  about  se¬ 
curity  and  they  seemed  to  have  ad¬ 
dressed  most  of  our  concerns,” 
said  Anthony  Cherwinski,  senior 
systems  analyst  with  Metropolitan 
Life  Insurance  Co.  “But  we  have  to 
reserve  judgment  until  we  see  it.” 

Banyan’s  new  TCP/IP  options 
include  the  ability  to  support  serv- 
er-to-server  communications  and 
to  turn  a  Banyan  server  into  a 
nondedicated  Internet  Protocol 
router.  This  would  allow  a  Banyan 
server  on  the  same  network  as  sev¬ 
eral  heterogeneous  systems  to 
route  traffic  between  the  systems. 
For  example,  a  Sun  Microsystems, 
Inc.  workstation  and  VAX  mini¬ 
computer  could  exchange  files 
through  a  Banyan  server.  Similar¬ 
ly,  a  Personal  Computer  user  could 
download  VAX  files  to  the  VINES 
file  service. 

The  server-to-server  version  al¬ 
lows  remote  Banyan  servers  to  be 
connected  over  a  TCP/IP  backbone 
network.  Anand  Jagannathan, 
vice-president  of  business  develop¬ 
ment,  sees  a  trend  in  companies 
standardizing  on  one  protocol  for 
use  on  a  backbone  network,  which 
the  routing  capability  is  designed 
to  address.  Banyan  also  plans  in  a 
later  release  to  interface  TCP/IP 


permit  based  on  the  benefits  de¬ 
rived.  This  has  put  the  city  in  the 
position  of  looking  at  its  own  costs 
and  of  determining  how  each  com¬ 
pany  uses  the  communications 
lines  that  cross  rights-of-way. 

Administrative  expenses  cited 

"We’ve  had  nominal  fees  that 
don’t  even  start  to  pay  for  our  pa¬ 
perwork.  Just  the  processing  of 
these  permits  is  several  hundred 
dollars,”  Saldamando  said.  And  the 
increasing  uses  for  communica¬ 
tions  since  deregulation  have  cre¬ 
ated  new  problems  for  city  offi¬ 
cials  trying  to  control  rights-of- 
way,  he  said. 

One  question  that  arises  is  who 
keeps  track  of  where  the  telecom¬ 
munications  lines  are  so  they  can 
be  marked  when  work  on  public 
roads  or  other  lands  needs  to  be 
done,  he  said.  Another  is  liability. 
"When  somebody  accidentally  rips 
up  somebody’s  telecommunications 
line,  who’s  at  fault?”  he  asks. 
"These  new  users  that  deregula¬ 
tion  spawned  could  care  less  about 
that,”  he  said. 

Saldamando  noted  that  the  city 
extends  a  standing  invitation  to 
TCA  and  other  groups  to  provide 
input  on  how  the  fees  should  be 
structured. □ 


into  VINES’  Streetalk  naming  ser¬ 
vice,  which  would  make  the  proto¬ 
col  transparent  to  users. 

Other  enhancements  were  made 
to  system  administration  and  man¬ 
agement,  including  the  ability  of 
Streetalk  to  move  groups  of  users 
from  one  server  to  another 
through  the  backup  and  restore  fa¬ 
cility. 

Users  said  they  were  also 
pleased  with  enhancements  to  the 
Banyan  Mail  option.  "The  mail  en¬ 
hancements  were  welcome  im¬ 
provements,”  said  Tim  Hoag,  mar¬ 
keting  systems  coordinator  for 
Rockwell  International  Corp. 

Banyan  said  it  has  also: 

■  Enhanced  its  Systems  Network 
Architecture  communications  op¬ 
tion  to  support  up  to  four  simulta¬ 
neous  host  sessions  and  a  hot  key 
that  enables  users  to  switch  be¬ 
tween  3270  and  DOS  applications. 

■  Improved  performance  of  small 
file  transfers  by  66%  to  improve 
the  speed  at  which  data  base  trans¬ 
actions  are  completed. 

■  Added  new  software  options  that 
support  the  ability  to  attach  net¬ 
work  printers  to  workstations  any¬ 
where  on  the  network,  eliminating 
the  need  to  attach  shared  printers 
to  the  network  server. 

■  Introduced  software  options  to 
support  Western  Digital  Corp.’s 
high-performance  Starlan  adapter 
and  Micom-Interlan,  Inc.’s  high- 
performance  Ethernet  adapter. 

Banyan  intends  to  demonstrate 
a  version  of  its  VINES  network  op¬ 
erating  system  running  on  a  Digital 
Equipment  Corp.  VAX  minicom¬ 
puter  at  Novell’s  NetWorld  ’87 
trade  show  next  week  in  Dallas. 

Release  3.0  will  be  available  by 
the  end  of  the  year  Pricing  has  not 
yet  been  established.  □ 


not  made  yet. 

US  West  [Network  Systems,  Inc.] 
has  a  nice  graphics  package  that 
currently  works  with  NetView.  If 
that  product  is  successful,  I  believe 
the  company  will  develop  a  version 
for  Net/Master.  US  West  developed 
its  product  with  other  Cincom 
tools,  and  porting  the  product  to 
Net/Master  wouldn’t  require  a  sub¬ 
stantial  effort. 

Do  you  have  plans  to  incorpo¬ 
rate  performance  monitoring  into 
Net/Master? 

Currently,  we  have  an  agree¬ 
ment  with  Avant-Garde  [Comput¬ 
ing,  Inc.]  to  study  how  our  prod¬ 
ucts  can  work  together.  We’re 
talking  about  two  Avant-Garde 
products,  NetCommand  and  Net- 
Alert. 

NetCommand  looks  to  us  like  a 
service  point,  much  like  Net- 
View/PC,  and  we  could  easily  sup¬ 
port  it.  NetAlert  does  a  nice  job  of 
measuring  network  performance 
as  well  as  graphically  depicting  it. 
We’re  studying  our  options  and  we 
will  make  announcements  involv¬ 
ing  Avant-Garde. 

But  we  don’t  see  Avant-Garde  as 
the  only  place  we  will  go  for  per¬ 
formance  information.  We’ve  told 
our  customers  we  will  include  a 
performance  monitoring  function 
in  Net/Master  and  are  moving 
along  that  path. 

Will  you  incorporate  perfor¬ 
mance  information  directly  into 
Net/Master? 

I  don’t  see  us  developing  a  gate¬ 
way  to  a  product  like  IBM’s  Net¬ 
work  Performance  Monitor.  We 
will  build  a  Net/Master  component 
that  will  be  functionally  equiva¬ 
lent  to  NPM. 

How  important  is  NetView/PC 
to  your  customers? 

Our  customers  think  it  is  impor¬ 
tant  for  us  to  support  NetView/PC. 
Some  see  the  product  in  their  fu¬ 
ture,  and  one  company  is  currently 
building  a  NetView/PC  implemen¬ 
tation  to  manage  its  voice  network. 

Can  Net/Master  currently 
work  with  NetView/PC? 

Our  product  maps  closely  to 
IBM’s  network  management  philos¬ 
ophy.  Net/Master  is  a  different  im¬ 
plementation  of  IBM’s  NetView 
and  performs  the  same  functions. 
Our  customers  can  buy  Net¬ 
View/PC,  and  Net/Master  will  re¬ 
ceive  the  data  NetView  would  re¬ 
ceive.  We  do  not  have  to  come  out 
with  a  NetView/PC-like  product 
for  Net/Master. 

Does  Cincom  plan  to  port  Net/ 
Master  to  other  types  of  hard¬ 
ware? 

More  and  more  customer  net¬ 
works  support  different  systems. 
We  don’t  think  NetView/PC  is  in¬ 
tended  to  tie  those  systems  to  Net- 
View.  We  think  it  is  intended  to 
link  multiplexers  and  telephone 
systems  to  NetView. 

We  will  not  sit  for  the  rest  of  the 
century  with  our  software  running 
only  on  IBM  hardware  and  IBM  op¬ 


erating  systems.  We  want  to  imple¬ 
ment  our  software  on  other  boxes 
and  with  other  third  parties.  We 
see  that  process  as  a  major  way  of 
differentiating  our  product  from 
NetView. 

When  do  you  think  expert  sys¬ 
tem  capabilities  will  be  available 
for  network  management  sys¬ 
tems? 

It  isn’t  clear  when  expert  system 
products  will  become  widely  avail¬ 
able.  We  see  expert  systems  as  a 
requirement  and  think  they  will  be 
applied  to  managing  computer  sys¬ 
tems,  operating  subsystems  and 
the  network.  We  question  whether 
an  expert  system  will  be  microcom¬ 
puter-based  or  host-based.  That’s 
not  a  decision  we  have  to  make 
right  now. 

An  expert  system  is  not  a  magic 
item  that  will  suddenly  appear  one 
day.  There  is  an  evolutionary  pro¬ 
cess.  A  supplier  has  to  create 
building  blocks  that  lead  to  an  ex¬ 
pert  system,  and  customers  have  to 
learn  how  to  use  those  building 
blocks. 

For  example,  an  expert  system 
should  be  able  to  take  error  infor¬ 
mation  and  make  a  decision  based 
on  the  information.  The  actions 
should  mirror  what  an  operator 
would  do  if  he  saw  the  error  mes¬ 
sage. 

Currently,  Net/Master  custom¬ 
ers  can  write  code  that  automates 
the  procedure  followed  with  a  cer¬ 
tain  error  message.  If  customers 
have  no  written  procedures  to  fol¬ 
low  when  a  certain  message  oc¬ 
curs,  they  can’t  automate  the  pro¬ 
cedure  with  our  tools  or  anyone 
else’s  tools. 

Will  Cincom  develop  its  own 
expert  system? 

I  don’t  know  whether  Cincom 
will  develop  its  own  system,  adapt 
a  third-party  system  or  form  an  al¬ 
liance  with  another  vendor  when 
an  expert  system  becomes  avail¬ 
able.  All  those  options  are  avail¬ 
able  to  us. 

Are  your  customers  using  Net/ 
Master  to  integrate  voice  and 
data  network  management? 

We  would  like  to  see  everyone 
buy  Net/Master  and  control  all 
their  network  products  with  it. 
The  first  step  in  integrating  voice 
and  data  is  moving  both  disciplines 
into  the  same  organization  so  they 
can  work  from  the  same  budgeting 
processes  and  can  cut  costs  by 
sharing  items  like  T-l  lines.  A 
number  of  companies  are  moving 
in  this  direction. 

But,  realistically,  we  understand 
that  some  users  prefer  to  control 
the  voice  network  with  one  termi¬ 
nal  and  the  data  network  with  an¬ 
other  terminal.  If  a  company  has  a 
couple  of  T-l  lines,  then  I’m  not 
sure  if  it  really  matters  whether 
voice  and  data  network  manage¬ 
ment  is  integrated.  When  a  compa¬ 
ny  has  50  or  60  sites,  integration 
supplies  some  economic  benefits, 
and  some  large  companies  are  try¬ 
ing  to  cut  costs  by  integrating  the 
two  functions.  □ 
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Insurer  reaches 
out  to  agents 

continued  from  page  1 
tune,  N.J.,  allowing  the  agents  to 
obtain  policy  and  claims  informa¬ 
tion  on-line. 

The  Continental  plan  is  aimed  at 
securing  the  loyalty  of  indepen¬ 
dent  insurance  agents,  who  are 
free  to  sell  other  companies’  poli¬ 
cies.  Glen  Tippy,  vice-president  of 
systems  for  Continental’s  Agency 
Group,  which  is  overseeing  the 
program,  said  the  insurance  carrier 
is  betting  that  by  making  it  easier 
for  agents  to  communicate  with 
Continental  the  agents  will  sell 
Continental  policies  rather  than  a 
competitor’s. 

Without  the  Continental-sup¬ 
plied  equipment,  agents  rely  on  pa¬ 
per  forms  and  telephone  calls  for 
communications  with  the  insur¬ 
ance  company,  according  to  Tippy. 

The  program  to  network  agents 
—  dubbed  Time  Machine  Plus  — 
is,  according  to  Tippy,  “a  win-win 
situation  for  us  and  the  agents. 


That  is  what  we  want.  If  our  com¬ 
petitors  can’t  keep  up,  tough  luck.” 

Tippy  did  not  indicate  how 
much  additional  business  Time  Ma¬ 
chine  Plus  has  brought  Continen¬ 
tal.  But  he  said  the  company  looks 
upon  its  $100  million  outlay  as  a 
good  long-term  investment. 

Continental  offers  personal, 
homeowners’,  automobile  and  com¬ 
mercial  lines  of  insurance. 

Through  Time  Machine  Plus, 
agents  can  make  on-line  inquiries 
regarding  the  status  of  clients’  in¬ 
surance  policies  and  claims  pay¬ 
ments.  Such  tasks  as  recording 
new  policies  and  transmitting 
copies  of  policies  is  done  overnight 
in  batch  sessions. 

Access  to  Continental’s  comput¬ 
er  facility  is  over  2,400  bit/sec 
dial-up  lines.  Continental  has  run 
pilot  programs  linking  the  agents 
to  the  host  computer  via  dedicated 
lines,  but  dial-up  transmission  has 
proved  more  cost-effective,  accord¬ 
ing  to  a  Continental  spokeswoman. 

The  company  chose  its  1,300 
most  productive  agents  to  partici¬ 


pate  in  the  program.  Although 
they  number  less  than  half  of  the 
independent  agents  who  sell  Conti¬ 
nental  insurance,  they  produced 
over  70%  ($1.6  billion)  of  the  com¬ 
pany’s  1986  agent  premiums. 

The  System/36  can  only  be  used 
to  draft  Continental  insurance  pol¬ 
icies.  “It  contains  proprietary  soft¬ 
ware,”  Tippy  said.  “We  retain 
ownership  of  the  system.  Even  the 
wiring  is  ours.  So  the  day  they  stop 
doing  business  with  us  we  pull  it 
out.” 

The  company  has  also  imple¬ 
mented  a  mainframe-based  expert 
system  to  help  agents  in  under¬ 
writing  personal  insurance  poli¬ 
cies.  A  more  complex  expert  sys¬ 
tem  to  help  in  underwriting 
commercial  policies  is  planned  for 
the  future,  Tippy  said. 

Continental  is  also  connected  to 
15  independent  agents  on  a  trial 
basis  via  an  industry  network  op¬ 
erated  by  the  Insurance  Value 
Added  Network  Service  Corp. 
(IVANS).  But,  Tippy  conceded,  the 
IVANS  net  does  not  provide  a  com¬ 


petitive  advantage  for  his  compa¬ 
ny  since  many  of  its  rivals  partici¬ 
pate  in  the  venture. 

Continental  has  a  subsidiary 
called  Insurenet,  Inc.  that  sells 
equipment  and  non-company-spe¬ 
cific  software  designed  to  help 
agents  automate  their  offices.  In¬ 
formation  about  Continental’s  per¬ 
sonal  insurance  lines  can  be  down¬ 
loaded  from  the  mainframes,  via 
System/36s,  into  the  agents’  office 
systems.  Tippy  compared  Conti¬ 
nental’s  Time  Machine  Plus  pro¬ 
gram  to  the  networking  efforts  of 
American  Airlines,  Inc.  and  United 
Air  Lines,  Inc. 

“The  insurance  carriers  are  very 
worried  about  this,”  said  Tippy. 
“It  is  very  much  like  the  travel  in¬ 
dustry.  You  have  the  Apollo  reser¬ 
vation  system  for  United  Air  Lines, 
and  Sabre  for  American  Airlines. 
The  other  airlines  i  worry  about 
what  kind  of  influence  Apollo  and 
Sabre  have  on  their  reservations. 
That  situation  is  in  the  back  of  ev¬ 
eryone’s  mind  in  the  insurance 
business. ”□ 


Congress  ponders  equipment  levy 

continued  from  page  1 


congressional  sources  revealed  last 
week. 

A  coalition  of  communications 
users,  equipment  manufacturers 
and  carriers  has  already  been 
formed  to  fight  the  proposal, 
which,  if  enacted,  would  apply  a 
10%  purchase  tax  on  equipment 
such  as  private  branch  exchanges, 
packet  switches,  packet  assem¬ 
bler/disassemblers,  satellite  earth 
stations,  modems  and  microwave 
transceivers. 

The  tax  is  one  of  many  being 
considered  to  help  generate  $19 
billion  in  government  revenue  for 
1988,  according  to  a  staff  econo¬ 
mist  on  the  Joint  Committee  on 
Taxation,  who  asked  not  to  be 
identified. 

The  coalition  formed  to  fight  the 
proposal,  led  by  IBM,  recently  sent 
a  letter  opposing  the  tax  to  Rep. 
Daniel  Rostenkowski  (D-Ill.),  chair¬ 
man  of  both  the  House  Ways  and 
Means  Committee  and  the  Joint 
Committee  on  Taxation. 

The  coalition  includes  the  Inter¬ 
national  Communications  Associa¬ 
tion,  the  Computer  Software  and 
Services  Industry  Association,  the 
Association  of  Data  Processing  Ser¬ 
vice  Organizations,  the  Electronic 
Industries  Association,  the  Com¬ 
puter  and  Business  Equipment 
Manufacturers  Association,  the 
U.S.  Telecommunications  Suppliers 
Association,  the  Satellite  Broad¬ 
casting  and  Communications  Asso¬ 
ciation,  the  Electronic  Mail  Associ¬ 
ation  and  the  Videotex  Industry 
Association. 

The  coalition  argued  that  the 
tax  would  discourage  future  devel¬ 
opment  of  new  communications 
technologies  and  could  negatively 
affect  the  U.S.  international  trade 
position. 

The  coalition  also  said  the  pro¬ 
posal  “conflicts  with  U.S.  telecom¬ 
munications  policy  by  creating  ar¬ 
tificial  costs.” 

Bernard  Weinstein,  vice-presi¬ 
dent  for  information  systems  and 


telecommunications  at  E.F.  Hutton 
&  Co.,  Inc.  in  New  York,  said  the 
tax  could  have  a  devastating  im¬ 
pact  on  the  communications-inten- 
sive  securities  industry.  “Our  pri¬ 
vate-line  networks  are  our 
lifeblood,  and  any  tax  on  equip¬ 
ment  would  have  a  substantial  and 
detrimental  effect  on  our  business. 
The  proposal  seems  to  be  motivat¬ 
ed  by  the  political  reality  that  it  is 
more  palatable  to  tax  large  corpo¬ 
rate  communications  users  than 
residential  customers,”  Weinstein 
said. 


Bernard  Weinstein,  vice- 
president  for  information 
systems  and 

telecommunications  at  E.F. 
Hutton,  said  the  tax  could 
have  a  devastating  impact 
on  the  communications- 
intensive  securities 
industry.  “Our  private-line 
networks  are  our  lifeblood, 
and  any  tax  on  equipment 
would  have  a  substantial 
and  detrimental  effect  on 
our  business.” 


Hank  Levine,  a  partner  in  the 
Washington,  D.C.  law  firm  Morri¬ 
son  &  Foerster  and  telecommunica¬ 
tions  counsel  for  MasterCard  Inter¬ 
national,  Inc.  and  Visa  USA,  Inc., 
said,  “The  equipment  excise  tax  is 
a  half-baked  idea.  It  is  not  equita¬ 
ble  across  the  population.  And  it 
would  be  extremely  difficult  to  ad¬ 
minister.  ‘What  types  of  equipment 
would  be  taxable?’  and  ‘How  would 
you  go  about  identifying  equip¬ 
ment  used  in  private  networks?’ 
are  just  a  few  of  the  complex  ques¬ 
tions  raised  by  a  measure  such  as 
this.” 

The  state  of  New  York  enacted  a 
property  tax  on  communications 
equipment  three  years  ago,  but  ad¬ 
ministrative  problems  and  indus¬ 


try  fallout  encouraged  the  state 
legislature  to  repeal  the  law  this 
year  —  after  37  lawsuits  were 
filed  against  the  tax  and  several 
large  corporations  moved  out  of 
the  state  to  avoid  it,  according  to 
Levine. 

“It  was  a  misconceived  idea  to 
begin  with,  and  I  hope  Congress 
can  learn  from  this  example,”  Le¬ 
vine  said. 

Enactment  of  the  equipment  ex¬ 
cise  tax  is  going  to  be  an  uphill  bat¬ 
tle,  given  the  extent  of  the  opposi¬ 
tion,  according  to  congressional 
sources. 

In  addition  to  this  new  commu¬ 
nications  equipment  tax,  the  Joint 
Committee  on  Taxation  is  pushing 
for  a  three-year  renewal  of  the  ex¬ 
isting  Telephone  Excise  Tax.  The 
current  3%  Telephone  Excise  Tax 
is  due  to  expire  Dec.  31,  1987. 

This  tax  is  levied  on  all  long-dis¬ 
tance  and  local  telephone  services. 
It  appears  on  all  customer  tele¬ 
phone  bills  as  the  “federal  tax.” 
Private-line  services  are  exempted 
under  this  tax  as  a  means  of  dis¬ 
couraging  carrier  bypass.  If  the  ex¬ 
isting  excise  tax  is  extended  for 
three  years  at  the  current  3%  rate, 
which  inside  sources  say  is  likely 
to  happen,  an  additional  $1.3  bil¬ 
lion  will  be  raised  in  1988,  and  $6 
billion  will  be  generated  over  three 
years. 

A  Joint  Committee  report  argues 
that  the  service  tax,  which  has 
been  in  effect  since  1914,  is  rela¬ 
tively  low  and  doesn’t  place  a 
heavy  burden  on  individual  tele¬ 
phone  customers  or  corporations. 
The  report  admits,  though,  that 
there  “is  no  rationale,  other  than 
federal  revenue  needs,  for  the  ex¬ 
cise  tax.” 

The  Reagan  administration  and 
the  U.S.  Department  of  the  Trea¬ 
sury  oppose  both  the  extension  of 
the  3%  Telephone  Excise  Tax  and 
the  creation  of  a  new  communica¬ 
tions  equipment  tax  on  the 
grounds  that  they  unfairly  tax  one 
segment  of  the  economy  and  create 
wide-scale  disincentives  in  the 
telecommunications  industry.  □ 


NCF  membership 
increases  by  27 

continued  from  page  7 
ing  the  processing  power  of  multi¬ 
ple  vendors’  computer  systems 
linked  on  the  same  network.  An 
application  taking  advantage  of 
this  capability  would  process  its 
subroutines  on  network  processors 
best  designed  to  handle  a  given 
function. 

The  group,  an  affiliate  associate 
of  the  Corporation  for  Open  Sys¬ 
tems,  has  held  one  meeting  since 
its  kickoff  last  spring. 

Among  the  major  end-user  com¬ 
panies  and  research  organizations 
that  joined  NCF  are  Ford  Motor 
Co.,  Martin  Marietta  Corp.’s  Ener¬ 
gy  Systems  Division,  Lawrence 
Livermore  National  Laboratory, 
McDonnell  Douglas  Corp.,  Osserva- 
torio  Astonomico  di  Trieste,  Plan¬ 
ning  Research  Corp.  and  Stanford 
University  Networking  and  Com¬ 
munication  Systems. 

Large  computer  and  systems 
vendors  now  involved  in  the  group 
include  Amdahl  Corp.,  Control 
Data  Corp.,  Electronic  Data  Sys¬ 
tems  Corp.,  Gould,  Inc.,  Prime 
Computer,  Inc.,  Pyramid  Technol¬ 
ogy  Corp.,  Silicon  Graphics  Com¬ 
puter  Systems,  Inc.  and  Wang  Lab¬ 
oratories,  Inc. 

Other  new  members  include 
Avid  Technology,  Inc.,  Calspan 
Corp.,  Communication  Machinery 
Corp.,  GE  Calma  Co.,  HCR  Corp., 
Informix  Software,  Inc.,  Interbase 
Software  Corp.,  Lachman  Asso¬ 
ciates,  Inc.,  Multiflow  Computer, 
Inc.,  RealTime  Engineering  Co.,  Sil- 
var-Lisco  and  Technology  Con¬ 
cepts,  Inc. 

NCF  working  groups  are  cur¬ 
rently  exploring  such  aspects  of 
network  computing  as  application 
partitioning,  user  requirements, 
core  network  services,  network  ad¬ 
ministration,  software  licensing 
and  mainframe  and  wide-area  net¬ 
work  computing. 

The  next  NCF  meeting,  hosted 
by  Sun  Microsystems,  Inc.,  will  be 
Nov.  18  to  20  in  San  Jose,  Calif.D 
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IBM  sets  new  PBX  course 


continued  from  page  1 

Rolm,  is  further  evidence 
of  Rolm’s  assimilation  by 
parent  company  IBM.  IBM 
and  Rolm  marketing  and 
sales  organizations  were 
combined  under  the  IBM  In¬ 
formation  Systems  Group 
(ISG)  in  April.  IBM  is  now 
merging  that  group  with  its 
service  and  maintenance 
organization  to  offer  cus¬ 
tomers  one  point  of  contact 
for  sales  and  support  of 
Rolm  and  IBM  products,  ac¬ 
cording  to  Jack  Blumen- 
stein,  assistant  group  exec¬ 
utive  for  IBM’s  ISG. 

The  9750  Business  Com¬ 
munications  System  is  built 
around  the  IBM  9751  CBX, 
a  switch  with  an  enhanced 
systems  bus  that  allows  the 
switch  to  process  70%  more 
calls  than  its  largest  prede¬ 
cessor,  the  Rolm  Corp.  CBX 
9000AE. 

The  9751  CBX  is  avail¬ 
able  in  four  models.  A  sin¬ 
gle  9751  CBX  node  can  con¬ 
sist  of  one  to  five  cabinets, 
and  up  to  15  nodes  can  be 
configured  to  create  a  sin¬ 
gle  20,000-line  system. 

IBM  said  it  will  begin 
shipping  three  models  of 
the  new  switch,  Models  20, 
40  and  50,  on  Nov.  1.  The 
Model  70  will  be  available 
in  March  1988.  IBM  would 
not  give  pricing  informa¬ 
tion. 


Users  blast 
access  fees 

continued  from  page  2 

ization  could  undermine 
our  educational  system. 
This  is  a  genuine  threat  to 
our  society.” 

Ivan  Seidenberg,  vice- 
president  of  external  af¬ 
fairs  at  Nynex  Corp.,  out¬ 
lined  implementation  prob¬ 
lems  that  may  crop  up  if 
the  proposal  is  approved. 
Seidenberg  said  Nynex  was 
taking  a  pragmatic  view  of 
the  question,  rather  than 
being  concerned  with  it  as 
a  public  policy  issue,  and 
he  cited  the  identification 
of  enhanced  service  provid¬ 
ers  and  the  conversion  to 
switched  access  lines  from 
private  lines  currently  used 
by  the  providers  as  two  im¬ 
pediments  to  implementing 
the  rule  change. 

“We  believe  the  FCC 
should  reexamine  its  pend¬ 
ing  proposal  to  impose  ac¬ 
cess  charges  on  enhanced 
service  providers  at  this 
time,”  Seidenberg  said.  “A 
decision  to  impose  such 
charges  should  be  de¬ 
ferred.” 

Testimony  against  the 
proposed  rule  was  also  de¬ 
livered  by  representatives 
of  educational  institutions, 
libraries,  computer  users 
groups  and  information 


The  9751  CBX  is  based 
on  the  Rolm  9000  AE  pro¬ 
cessor,  which  Rolm  intro¬ 
duced  as  the  heart  of  its 
largest  CBX  earlier  this 
year.  Most  other  major 
switch  components  are 
new,  however,  including  an 
enhanced  version  of  the 
Rolmbus  295,  operating 
system  software  and  the 
Rolmlink  line  interface 
cards. 

According  to  Ian  Angus, 
president  of  Angus  Tele- 
Management  Group,  Inc.,  a 
communications  research 
and  consulting  firm  in  To¬ 
ronto,  the  IBM  switch  uses 
the  traditional  Rolm  PBX 
architecture,  but  “every 
single  part  of  the  box  is  dif¬ 
ferent  from  that  of  the 
CBX.” 

Robert  Lundy,  Rolm 
product  manager  for  the 
9751,  said  the  new  switch 
is  not  compatible  with  the 
CBX  8000  and  the  CBX 
9000. 

With  the  new  switch, 
IBM  has  forsaken  Rolm’s 
proprietary  12-bit  digital 
voice  sampling  technique 
for  the  industry  standard 
8-bit  sampling  method.  Im¬ 
plementation  of  this  sam¬ 
pling  method,  which  is 
achieved  through  use  of 
the  enhanced  version  of 
Rolmbus  295,  will  make  it 


services  companies. 

“The  imposition  of  ac¬ 
cess  charges  would  be  par¬ 
ticularly  harmful  to  small- 
business,  residential  and 
educational  users  of  infor¬ 
mation  services  because 
these  users  are  particularly 
sensitive  to  price  changes,” 
said  Floyd  H.  Trogdon, 
vice-president  and  general 
manager  of  network  ser¬ 
vices  for  Telenet  Communi¬ 
cations  Corp. 

The  Boston  Computer 
Society  (BCS)  urged  the 
FCC  to  reconsider  removal 
of  the  access  charge  exemp¬ 
tion,  asking  that  it  be  con¬ 
tinued  until  implementa¬ 
tion  of  the  FCC’s  Open 
Network  Architecture 
(ONA)  plan. 

ONA  requires  the  region¬ 
al  Bell  operating  companies 
to  unbundle  all  basic  ser¬ 
vices  into  so-called  basic 
service  elements  and  to 
make  those  elements  avail¬ 
able  to  enhanced  service 
providers  and  end  users.  It 
is  intended  to  ensure  that 
competitors  and  users  have 
access  to  all  the  capabili¬ 
ties  the  RBOCs  enjoy. 

“If  the  exemption  from 
access  fees  for  enhanced 
service  providers  were  lift¬ 
ed  today,  the  economic 
costs  —  both  to  users  and 
to  the  U.S.  information  in¬ 
dustry  —  would  far  exceed 


easier  for  the  9751  to  oper¬ 
ate  in  ISDN  environments. 

The  old  sampling  scheme 
created  a  96K  bit/sec  digi¬ 
tal  voice  channel,  whereas 
the  new  method  creates  a 
64K  bit/sec  channel,  one  of 
the  fundamental  building 
blocks  of  digital  transmis¬ 
sion  services  and  future 
ISDN  environments. 

Switch  supports  RolmLink 

On  the  station  side,  Blu- 
menstein  said  the  switch 
supports  RolmLink  and  all 
existing  Rolm  station 
equipment.  RolmLink  is  a 
proprietary,  256K  bit/sec 
digital  protocol  used  to 
support  the  RolmPhone  line 
of  digital  telephone  sets, 
the  Cypress  Communica¬ 
tions  Terminal  and  the  Ju¬ 
niper  II,  which  integrates 
Rolm  station  sets  with  IBM 
Personal  Computers.  IBM 
said  standard  2500  analog 
telephone  sets  are  also  sup¬ 
ported  and  that  the  switch 
can  use  existing  CBX  wir¬ 
ing. 

Customers  can  expand  a 
single-node  9751  CBX  from 
100  lines  to  2,000  lines  by 
adding  interface  cards  and 
cabinets.  The  system  is 
nonblocking  for  928  simul¬ 
taneous  calls  per  node. 

Each  of  the  four  9751 
CBX  models  use  the  newly 
announced  RLI  line  inter¬ 
face  cards,  which  support 
16  voice  and  16  data  lines. 


the  nominal  benefits,”  said 
Richard  K.  tenEyck,  tele¬ 
communications  director  of 
the  BCS. 

More  opposing  testimony 
came  from  Jacqueline  Bas¬ 
tille,  director  of  the  Health 
Sciences  Library  at  the 
Massachusetts  General 
Hospital,  who  spoke  on  be¬ 
half  of  the  5,000  member 
institutions  of  the  Medical 
Library  Association  and 
the  40,000  members  of  the 
American  Library  Associa¬ 
tion.  Bastille  said  enhanced 
services  were  particularly 
critical  to  libraries  in  the 
areas  of  on-line  searching 
of  remote  bibliographic 
data  bases,  cataloging  of  li¬ 
brary  materials  and  interli¬ 
brary  sharing  programs. 

“The  restrictive  regula¬ 
tory  environment  in  which 
health  care  institutions 
must  now  operate  will  not 
allow  me  to  absorb  the  in¬ 
crease  that  eliminating  the 
exemption  would  bring,” 
Bastille  said.  “Nor  can  I 
pass  the  cost  on  to  the  cus¬ 
tomer,  in  this  case  a  hospi¬ 
tal  patient.  My  other  op¬ 
tion,  to  reduce  services,  is 
also  unacceptable.” 

Patrick  said  the  commis¬ 
sion  has  received  more 
than  5,000  letters  concern¬ 
ing  the  proposed  access 
charge.  The  comment  peri¬ 
od  runs  until  Oct.  26.0 


The  Model  20,  a  one-  or 
two-cabinet  switch,  sup¬ 
ports  100  to  720  voice  and 
data  lines.  The  Model  40  is 
a  single-node  system  that 
can  handle  as  many  as 
2,000  voice  and  data  lines. 
The  Model  50  has  all  the 
same  features  as  the  Model 
40  but  is  also  fully  redun¬ 
dant.  The  Model  70  is  a 
fully  redundant,  multinode 
system,  capable  of  support¬ 
ing  a  maximum  of  20,000 
lines,  of  which  13,920 
would  be  nonblocked. 

The  9751  CBX  supports 
asynchronous  data  switch¬ 
ing  at  speeds  up  to  19. 2K 
bit/sec,  and  synchronous 
data  switching  at  speeds  up 
to  64K  bit/sec. 

The  switch  also  has  an 
enhanced  communications 
processor,  an  on-board  unit 
designed  to  off-load  func¬ 
tions  like  data  call  set-up 
from  the  main  processor. 
Also  new  is  a  stand-alone 
Asynchronous  Rackmount 
Data  Communications  Mod¬ 
ule,  which  provides  ex¬ 
panded  data-handling  ca¬ 
pabilities  to  any  station 
supported  by  the  new  16- 
channel  voice  and  data  line 
interface. 

IBM  said  customers  that 
installed  CBX  IIs  after  Dec. 
31,  1986  will  be  eligible  for 


an  upgrade  incentive,  a 
20%  credit  toward  the  pur¬ 
chase  of  an  9751  CBX  in¬ 
stalled  before  1990. 

New  switch  features  an¬ 
nounced  with  the  9751  also 
serve  as  enhancements  for 
current  CBXs.  They  include 
improved  automatic  call 
distributor  (ACD)  software 
and  a  new  attendant  sta¬ 
tion.  IBM’s  NetView/PC 
Rolm  Alert  Monitor  has 
been  extended  to  cover  the 
new  switch  as  well  as 
Rolm’s  low-end  PBX,  the 
Redwood.  The  ACD  en¬ 
hancement,  the  IBM  Call 
Center  Resource  Manager, 
provides  the  ability  to 
oversee  system  perfor¬ 
mance  and  control  operat¬ 
ing  expenses. 

IBM  said  a  new  release 
of  NetView/PC  Rolm  Alert 
Monitor,  Version  1.2,  can 
be  used  to  poll  up  to  20 
CBXs  to  collect  error  and 
alarm  data.  The  Alert  Mon¬ 
itor  displays  alerts  on  Net¬ 
View/PC  for  local  systems 
management  and  on  a  cen¬ 
tralized  host-based  Net- 
View  system  for  central¬ 
ized  network  control. 

IBM  said  future  releases 
of  the  IBM  9750  and  its  in¬ 
ternational  counterpart, 
the  IBM  8750,  will  provide 
ISDN  capabilities.  □ 
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Access  fees 
to  hike  rates 

continued  from  page  1 
local  access  is  one  component  of 
the  total  cost  of  long-distance  ser¬ 
vice,  changes  in  access  charges  af¬ 
fect  the  final  price  of  long-distance 
service. 

AT&T  is  expected  to  file  new 
long-distance  tariffs  next  month 
that  will  reflect  changes  in  local 
access  rates.  Other  long-distance 
carriers,  including  MCI  Communi¬ 
cations  Corp.  and  US  Sprint  Com¬ 
munications  Co.,  are  expected  to 
follow  suit. 

Switched  access 

According  to  preliminary  FCC 
estimates,  rates  for  local  switched 
access  will  decline  an  average  of 
2%,  or  $350  million,  said  Daniel 
Grosh,  special  assistant  to  the 
chief  of  the  Tariff  Division  of  the 
FCC  Common  Carrier  Bureau. 

Switched  access  comprises  both 
traffic-sensitive  and  non-traffic- 
sensitive  charges.  The  non-traffic- 
sensitive  charge,  known  as  the  car¬ 
rier  common  line  charge  (CCLC), 
will  decline  by  4%  under  the  new 
nationwide  rates  set  by  the  Nation¬ 
al  Exchange  Carriers  Association, 
an  association  that  represents  all 
local  carriers. 

The  CCLC  is  the  price  local  car¬ 
riers  charge  long-distance  carriers 
for  the  use  of  wires  connecting  the 
customer  premises  to  the  public 
switched  network. 

The  CCLC  is  dropping  because 
local  carriers  are  recovering  the 
cost  of  this  service  directly  from 
end  users  in  the  form  of  the  sub¬ 
scriber  line  charge.  As  the  sub¬ 
scriber  line  charge  increases,  as 
has  recently  been  the  case,  the 
CCLC  declines. 

The  other  component  of 
switched  access,  recurring  or  traf¬ 
fic-sensitive  charges,  is  going  up 


an  average  of  2%,  Grosh  said,  but 
individual  RBHC  rates  differ  wide¬ 
ly  among  operating  company  re¬ 
gions.  These  charges  represent  the 
cost  incurred  each  time  a  local  car¬ 
rier  establishes  a  circuit  between 
the  caller  and  the  long-distance 
carrier. 

Special  access  rate  hike 

The  most  significant  change  in 
access  rates  will  be  the  proposed 
hike  in  special  access,  which  has 
been  steadily  rising  over  the  past 
several  years.  Proposed  increases 
in  special  access  rates  vary  widely 
between  regions,  Grosh  said,  al¬ 
though  the  nationwide  average 
seems  to  be  from  7%  to  10%. 

The  RBHCs  attribute  special  ac¬ 
cess  increases  to  numerous 
changes  in  the  accounting  rules  the 
FCC  requires  the  RBHCs  to  follow. 

“The  new  accounting  rules  were 
designed  to  be  revenue-neutral,” 
Grosh  said,  “although  I’m  sure  the 
effect  of  these  accounting  changes 
on  individual  companies  could 
bring  about  some  of  these  rate  in¬ 
creases.  We  really  need  to  study 
the  tariffs  closely  to  determine 
whether  the  accounting  rules 
caused  these  increases.” 

Whatever  the  reason,  private¬ 
line  users  are  not  going  to  be 
pleased  with  these  steep  increases. 
“We  were  expecting  a  slight  de¬ 
crease  in  both  switched  and  special 
access,  but  preliminary  estimates 
indicate  users  will  see  a  10%  to 
20%  overall  increase  in  long-dis¬ 
tance  rates,”  said  Brian  Moir,  at¬ 
torney  for  the  International  Com¬ 
munications  Association. 

“This  is  horrendous.  While  it’s 
still  too  early  to  gauge  the  full  ef¬ 
fect  of  these  rate  increases,  it 
seems  likely  that  private-line  users 
are  going  to  be  hardest  hit,”  he 
said. 

Industry  analyst  Robert  Ellis, 
president  of  The  Aries  Group,  Inc., 


a  consulting  firm  in  Rockville,  Md., 
said  most  large  corporations  bud¬ 
get  for  a  10%  annual  increase  in 
telephone  rates,  and  these  pro¬ 
posed  access  charge  revisions  are 
not  going  to  have  a  serious  effect 
on  their  networks. 

Ellis  predicted  that  the  decrease 
in  switched  access  will  cause  rates 
for  AT&T’s  Pro  America  and  Direct 
Distance  Dialing  services  to  drop 
1%  to  2%.  WATS  rates  will  go  up 
about  10%,  and  the  cost  of  T-l  ser¬ 
vice  will  rise  3%  to  8%  due  to  in¬ 
creases  in  special  access,  he  said. 

Installation  charges  associated 
with  local  access  are  also  increas¬ 
ing  substantially,  in  some  cases  by 
as  much  as  100%  to  300%. 

According  to  Bell  Atlantic 
Corp.’s  tariff,  for  example,  the  cur¬ 
rent  charge  for  the  installation  of  a 
voice-grade  special  access  channel 
termination  is  about  $65.  Under 
the  1988  access  tariff,  the  fee  will 
increase  to  $325  per  channel. 

The  reason  for  such  a  massive 
hike  is  a  recent  FCC  decision  to  al¬ 
low  the  RBHCs  to  recover  the  cost 
of  labor-intensive  installation  ser¬ 
vice  in  full,  said  David  Hostetter, 
director  of  federal  regulatory  af¬ 
fairs  for  Southwestern  Bell  Corp. 
In  past  years,  these  costs  were  sub¬ 
sidized  by  other  revenue  sources. 

Bell  Atlantic  and  Southwestern 
Bell  took  a  different  tack  from 
their  Bell  siblings  in  filing  consoli¬ 
dated  access  rates  that  will  apply 
throughout  their  operating  re¬ 
gions.  The  reason  for  consolidating 
rates  into  one  uniform  price  sched¬ 
ule  is  simplification.  “It  makes  it 
easier  for  us  to  forecast  price  and 
demand  changes  accurately  when 
we  can  average  them  on  a  region¬ 
wide  basis,”  said  Bell  Atlantic  at¬ 
torney  Manning  Lee.  “It  also  makes 
it  easier  for  customers  with  offices 
in  several  states  to  track  their 
costs  by  having  a  single  price 
schedule  to  work  from.”E2 


CALENDAR 

Oct.  14-15,  Newport,  R.I.  —  The 
Newport  Conference  on  Fiber-Op¬ 
tic  Markets.  Contact:  Newport 
Conference  on  Fiber-Optic  Mar¬ 
kets,  KMI  Corp.,  America’s  Cup 
Ave.  at  31  Bridge  St.,  Newport,  R.I. 
02840. 

Oct.  14-16,  Washington,  D.C.  — 
The  Great  International  Celebra¬ 
tion  of  Satellites  in  Space.  Con¬ 
tact:  Society  of  Satellite  Profes¬ 
sionals,  P.O.  Box  7154,  McLean, 
Va.  22106. 

Oct.  18-21,  Phoenix  —  Systems 
Integration:  The  Business  Chal¬ 
lenge.  Contact:  Marcia  Farrington, 
International  Data  Corp.,  5  Speen 
St.,  Framingham,  Mass.  01701. 

Oct.  19-21,  New  York  —  SNA: 
Architecture,  Products  and  Cur¬ 
rent  Implementations.  Also,  Nov. 
16-18,  San  Francisco.  Contact:  In¬ 
formation  Breakthroughs,  Inc.,  445 
W.  Main  St.,  Wyckoff,  N.J.  07481. 

Oct.  20-23,  Montreal  —  MAP/ 
TOP:  A  Comprehensive  Technical 
Introduction  and  Status  Report. 

Also,  Nov.  3-6,  Boston;  Dec.  1-4, 
Los  Angeles;  Dec.  8-11,  Ottawa. 
Contact:  John  Valenti,  Integra¬ 
ted  Computer  Systems,  5800  Han- 
num  Ave.,  Culver  City,  Calif. 
90231. 

Oct.  26,  Dallas  —  WATS  Alert: 
What  You  Must  Know  About  the 
Latest  Long-Distance  Service  Op¬ 
tions.  Also,  Oct.  29,  Chicago;  Nov. 
4,  New  York.  Contact:  BCR  Enter¬ 
prises,  Inc.,  950  York  Road,  Hins¬ 
dale,  Ill.  60521. 

Oct.  26-28,  New  York  —  The 
VAX  Business  User  Forum.  Con¬ 
tact:  Dorothy  Ferriter,  IDG  Con¬ 
ference  Management  Group,  P.O. 
Box  9171,  Framingham,  Mass. 
01701. 

Oct.  27-28,  New  York  —  Unix 
Expo.  Contact:  National  Exposi¬ 
tions  Company,  Inc.,  Suite  12 A, 
49  W.  38th  St.,  New  York,  N.Y. 
10018. 

Oct.  28-30,  Portland,  Ore.  — 
Oregon  Chapter  of  the  Tele-Com¬ 
munications  Association’s  Fourth 
Annual  Conference  and  Trade- 
show.  Contact:  Susan  Vanden- 
burgh,  3121  S.W.  Moody  Ave., 
Portland,  Ore.  97201. 

Nov.  2-6,  Las  Vegas  —  COM¬ 
DEX  Fall  ’87.  Contact:  The  Inter¬ 
face  Group,  Inc.,  300  First  Ave., 
Needham,  Mass.  02194. 

Nov.  9-10,  Bethesda,  Md.  — 
The  Post-Divestiture  Tariffs  and 
Their  Impact  on  Large  Networks. 

Contact:  Michele  Zbiegniewicz,  The 
Aries  Group,  Inc.,  Suite  320,  1500 
Research  Blvd.,  Rockville,  Md. 
20850. 

Nov.  18-19,  Washington,  D.C. 
—  Electronic  Organizations.  Con¬ 
tact:  International  Center  for  In¬ 
formation  Technologies,  2000  M  St. 
N.W.,  Washington,  D.C.  20036. 
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►  PRODUCT  COMPARISON 

A  switch  in  time  saves  data 


BY  JOHN  J.  HUNTER 

Contributing  Editor 


Data  PBXs  are  back!  It’s  not  that 
these  nifty  systems  that  allow 
many  terminals  to  contend  for  a 
few  computer  ports  ever  really 
left.  But  with  all  the  hoopla  sur¬ 
rounding  digital  private  branch  ex¬ 
changes  over  the  past  few  years, 
the  data  PBX  was  relegated  to  the 
role  of  a  poor  relative. 

However,  while  digital  PBXs 
were  grabbing  the  headlines,  their 
data  cousins  were  racking  up  some 
$112  million  in  sales  worldwide 
last  year,  according  to  Internation¬ 
al  Data  Corp.  (IDC)  of  Framing¬ 
ham,  Mass. 

Among  the  more  successful 
products  have  been  the  Equinox 
Systems,  Inc.  DS-5  and  DS-15  and 
Micom  Systems,  Inc.’s  Instanet 
6000  Models  20  and  40.  All  are  vet¬ 
eran  units  that  have  been  recently 
enhanced  to  furnish  greater  line¬ 
handling  and  more  extensive 
networking  capabilities. 

All  the  units  also  have  returned 
big  bucks  to  their  creators.  The  Mi¬ 
com  data  PBXs  racked  up  some 
$44.8  million  in  sales  last  year, 
while  the  DS  models  sent  $11.2 
million  to  Equinox,  according  to 
IDC.  The  two  product  lines  are 
quite  similar  in  their  data-handling 
and  related  services,  such  as  port 
segmentation  by  class  of  service 
and  port  queuing,  but  they  differ 
in  their  networking  capabilities. 

The  DS-5  and  DS-15  and  both  In¬ 
stanet  models  are  designed  for  low- 
speed  data  applications  and  sup¬ 
port  asynchronous  and  synchro¬ 
nous  data  inputs  at  speeds  up  to 
19. 2K  bit/sec. 

All  allow  terminals  to  contend 
for  available  computer  ports  and 
permit  the  ports  to  be  segmented 
into  caller  and  destination  groups. 
The  Micom  products  support  up  to 
255  caller  and  destination  groups 
each,  while  the  Equinox  units  al¬ 
low  up  to  45  caller  and  75  destina¬ 
tion  groups. 

The  Micom  and  Equinox  prod¬ 
ucts  all  allow  tandem  connection  to 
like  units  and  have  T-l  interface 
drivers  that  produce  DSl-compati- 
ble  message  framing.  Thus,  the 
PBXs  can  exchange  data  over 
AT&T  Accunet  T1.5  facilities.  In 
addition,  the  Equinox  DS  compos¬ 
ite  is  compatible  with  AT&T’s  Digi¬ 
tal  Access  and  Cross-connect  Sys¬ 
tem  (DACS),  which  permits 
individual  DS0  channels  to  be 
switched. 

While  lacking  DS0  capability, 
the  Micom  Instanet  models  are  no 
slouches  when  it  comes  to 
networking.  Through  optional  in¬ 
terconnect  software,  local  and  re¬ 
mote  Instanets  can  be  configured 
in  linear  chain,  ring,  star  and  fully 
interconnected  star  topologies. 
With  an  optional  packet  assem- 

liunter  is  president  of  TMS 
Corp.,  a  telecommunications  con¬ 
sulting  firm  in  Devon,  Pa. 


bler/disassembler,  connection  can 
be  made  to  public  X.25  packet  net¬ 
works  and  with  an  optional  SNA 
Gateway,  data  can  be  sent  to  IBM 
hosts  with  IBM  3270  emulation 
handled  by  the  data  PBX. 

The  DS  and  Instanet  models  are 
stand-alone  units  consisting  of  a 
chassis,  slots  for  multiport  asyn¬ 
chronous  and  synchronous  data 
channels,  control  logic  and  power 
supply.  Micom  and  Equinox  also 
offer  local  multiplexers  to  increase 
the  number  of  terminals  handled 
further. 

Handling  data 

The  data-handling  capabilities 
of  the  DS  and  Instanet  PBXs  are 
much  the  same.  Each  accommo¬ 
dates  asynchronous  and  synchro¬ 
nous  inputs  at  speeds  up  to  19. 2K 
bit/sec.  The  Instanet  6000  Model 
40  handles  508  simultaneous  con¬ 
nections  at  19. 2K  bit/sec,  while  the 
DS-15  allows  660. 

In  terms  of  total  line-handling, 
the  units  are  pretty  even.  The  DS- 
15  supports  1,320  lines,  using  local 


multiplexers  and  a  21 -card  slot-ex¬ 
pansion  chassis.  A  nonextended 
DS-15  can  accommodate  720  direct¬ 
ly  connected  lines.  The  DS-5  sup¬ 
ports  240  direct-connect  lines,  960 
when  local  multiplexers  are  used. 

The  Instanet  6000  Model  20  is 
primarily  intended  to  handle  the 
flow  of  data  among  Micom’s  32- 
channel  Data  Distributor  Multi¬ 
plexors.  The  Model  20  can  handle 
up  to  250  multiplexed  channels.  It 
can  also  interface  with  the  Model 
40  in  order  to  exchange  data.  The 
Model  40  handles  504  directly  con¬ 
nected  lines  with  its  basic  chassis 
and  1,016  channels  with  its  expan¬ 
sion  unit.  Adding  Micom’s  new  32- 
channel  Multiplexor  Interface  Pan¬ 
el  kicks  the  number  of  channels 
handled  by  the  Model  40  up  to 
1,904. 

Options  are  in  the  cards 

The  asynchronous  data  cards  of¬ 
fered  for  the  DS  and  Instanet  mod¬ 
els  are  available  with  and  without 
control-signal  handling.  The  direct- 
connect  (no  controls)  cards  used  by 
both  sets  of  products  have  an  RS- 
232-C  interface  and  require  three 
wires  per  terminal.  The  Equinox 
data  card  is  available  in  24-  or  48- 
port  versions  and  can  transmit 
data  up  to  350  ft. 

Micom  has  a  similar  data  card, 
but  it  is  offered  in  four-  or  eight- 


port  versions  with  RS-232-C  and 
RS-422  interfaces. 

Both  vendors  offer  a  “long-dis¬ 
tance”  direct-connect  data  card 
that  interfaces  with  the  data  PBXs 
over  four-wire  cables.  The  DS  card 
services  24  lines,  uses  RS-232-C  or 
RS-422  interfaces,  and  drives  a 
19. 2K  bit/sec  signal  3,000  ft  with 
RS-422,  or  6,000  ft  with  an  option¬ 
al  line  driver.  The  Micom  card  is 
available  in  four-  or  eight-port  ver¬ 
sions  with  the  same  interfaces  and 
drives  data  3,000  ft.  Adding  an  op¬ 
tional  line  driver  ups  the  distance 
to  5,000  ft. 

For  users  needing  current-loop 
interfacing,  a  24-line  20mA  version 
is  available  with  Equinox’s  DSs. 
The  Micom  units  also  have  a  20mA 
board  that  is  packaged  in  four-  or 
eight-port  versions.  The  Micom 
and  Equinox  PBXs  support  clocked 
asynchronous  inputs  in  the  form  of 
an  IBM  3705/3725  board;  the  DS 
units  have  12  ports  vs.  four  for  Mi¬ 
com. 

The  channel  boards  supporting 
control  signals  are  quite  similar 


with  both  products.  The  boards 
can  be  used  for  dial-in  or  dial-out 
modem  applications,  support  up  to 
five  control  signals  and  have  an 
RS-232-C  interface.  The  Equinox 
board  is  available  with  12-  or  24- 
line  capabilities,  while  the  Micom 
offering  supports  four  lines. 

The  synchronous  data  cards 
available  for  both  product  lines 
handle  data  rates  up  to  19.2K  bit/ 
sec  using  RS-232-C  interfaces.  Both 
also  recognize  modem-control  sig¬ 
nals.  The  Equinox  models  have 
eight  ports  and  can  be  used  in 
point-to-point  and  multidrop  con¬ 
figurations.  The  four-channel  Mi¬ 
com  board  does  not  support  multi¬ 
drop. 

Multiplexer  support 

The  Equinox  local  multiplexers 
provide  8-,  24-  or  48-channel  ports 
for  connecting  terminals  to  the  DS 
models  over  four-wire  cable  at 
speeds  up  to  19. 2K  bit/sec.  The  48- 
port  unit,  called  the  LM-48,  has  a 
1.544M  bit/sec  DSl-compliant  T-l 
driver  and  can  be  interfaced  with 
fiber-optic  modems,  private  micro- 
wave  and  T-l  cable.  The  LM-48 
will  drive  data  up  to  6,000  ft  with¬ 
out  a  repeater  and  up  to  18,000  ft 
with  one.  A  two-line  X48  Multi¬ 
plexor  Board  connects  two  LM-48s 
into  a  single-board  slot  on  the  DS-5 
or  DS-15. 


Micom  offers  other  local  multi¬ 
plexers  for  the  Instanet  6000  Mod¬ 
el  40.  The  top-line  Instamux  470i 
handles  eight  channels  and  trans¬ 
mits  data  operating  at  9.6K  bit/sec 
up  to  5,000  ft  over  four-wire  cable. 
The  Instatrunk  480i  is  like  the  LM- 
48  in  that  it  produces  a  T-l,  DSl- 
compliant  output  and  sends  data 
6,000  ft  without  a  repeater  and 
18,000  ft  with  one.  It  also  has  in¬ 
terfaces  for  fiber-optic  modems, 
private  microwave  and  T-l  cable. 
The  Instatrunk  480i,  however,  can 
carry  up  to  128  channels,  each  run¬ 
ning  at  9.6K  bit/sec. 

The  sum  of  the  features 

The  two  product  lines  are  simi¬ 
lar  in  their  data  handling  as  far  as 
speeds  and  channels  are  con¬ 
cerned,  but  the  Equinox  DS  models 
should  take  up  less  real  estate 
since  their  boards  handle  more 
lines.  The  Micom  Instanet  offerings 
allow  more  extensive  local  and  re¬ 
mote  integrated  networks  to  be 
configured,  thanks  to  their  option¬ 
al  networking  software. 

However,  the  DACS  compatibil¬ 
ity  of  the  DS  models  affords  their 
users  greater  overall  networking 
since  they  can  take  advantage  of 
the  entire  AT&T  DACS  facility  to 
link  remote  data  PBXs. 

Whether  Micom’s  gateways  will 
blunt  that  advantage  depends  on 
individual  application  needs.  Mi¬ 
com  and  Equinox  users  inter¬ 
viewed  have  been  long-time  cus¬ 
tomers  of  each  and  use  T-l  and 
networking  facilities  extensively. 
Charles  Bairos,  principal  engineer 
with  Polaroid  Corp.  in  Cambridge, 
Mass.,  employs  private  and  public 
T-l  facilities  to  link  his  DS-15s  in 
Cambridge  and  Waltham,  Mass.  He 
has  noticed  quite  an  increase  in 
performance.  “We  do  a  lot  of  file 
transfers  to  our  [DEC]  VAXes,  and 
the  T-l  really  increased  our 
throughput,”  he  says. 

In  the  past,  Polaroid’s  PBXs 
were  linked  by  statistical  multi¬ 
plexers.  The  combination  of  low 
data  rates  and  delay  due  to  the  sta¬ 
tistical  multiplexers’  error  correct¬ 
ing  was  slowing  things  considera¬ 
bly.  Bairos  says  he  likes 
everything  about  the  DS-15  except 
its  inability  to  do  adaptive  routing. 
Users  must  define  the  path  be¬ 
tween  switches,  and  he’d  prefer  to 
have  the  PBX  do  it  automatically. 

Adaptive  routing  is  not  a  prob¬ 
lem  for  James  Weidel,  network 
manager  for  the  University  of 
Southern  California  in  Los  Angeles 
(USC-LA!).  Weidel  uses  Micom’s  in¬ 
terconnect  software  to  link  several 
locations  and  says  it  works  like  a 
charm. 

“It’s  really  easy  to  use;  we  just 
enter  the  location  name  and  it  does 
everything  including  selecting  al¬ 
ternate  routes,”  he  states.  He 
doesn’t  see  the  lack  of  DS0  capabil¬ 
ities  as  a  problem,  since  all  USC-LA 
communications  facilities  are  pri¬ 
vate  and  will  stay  that  way  for  the 
foreseeable  future.  □ 


Two  data  PBXs  compared 


' 

Vendor/Product 

Micom  Systems,  Inc. 

Simi  Valley,  Calif./ 
Instanet  6000  Models 

20  and  40 

Equinox  Systems,  Inc. 
Miami/ 

DS-5  and  DS-15 

Maximum  channels  handled 

1,904 

1,320 

T-l  interface 

IS 

Average  price  per  channel 

$100 

$100 

SOURCE:  TMS  CORP.,  DEVON,  PA. 


Another  in  a  series  of  CLEO  user  applications 


“Thanks  to  CLEO,  we  were  the 
first  company  accepted  by  the  IRS 
for  electronic  transfer 
of  tax  returns.” 


Remote  Sites  Communication 

Whatever  your  industry,  your  remote 
computers  need  to  share  informa¬ 
tion  with  your  mainframe.  Or, 
they  need  to  exchange  data  with 
other  remotes.  In  either  case, 
you  need  a  total  solution  at  the 
remote  sites.  You  need  software,  hardware 
interfaces  and  modems  that  all  work 
together  smoothly.  You  need  CLEO! 


CLEO  and  3780Plus  are  registered  trademarks  of  CLEO  Software. 
IBM  is  a  registered  trademark  of  International  Business 
Machines  Corporation. 


CLEO  has  been  providing  solutions  to 
remote  sites  communication  problems 
for  years.  Here  is  a  typical  example: 


.We  expect  reasonable 
vendor  service,  of  course.  But  in 
this  case,  we  were  under  a  rapidly 
approaching  IRS  deadline,  and  we 
needed  assistance  ‘yesterday’.  To 
make  matters  worse,  the  problem 
occurred  over  the  Christmas 
period.” 


“...With  two  CLEO  Syncmodem 
208  devices  and  CLEO  3780Plus 
software,  we  got  the  job  done. 
To  date,  we  have  processed  over 
4,100  returns  to  the  IRS.” 


“. .  .The  performance  of  the  CLEO 
modems  and  software  has  been 
flawless.” 


“. . .  I  can  honestly  say  that  we 
would  not  have  been  the  first 
company  accepted  by  the 
IRS  for  electronic  transfer 
of  tax  returns  had  it  not  been 
for  the  prompt,  patient  and 
knowledgeable  assistance 
of  CLEO.  ^ 

John  T.  Hewitt,  General  Manager 

Mel  Jackson,  Inc. 

Virginia  Beach,  VA 


CLEO  software  products  allow  micro¬ 
computers  to  communicate  with  mini¬ 
computers  and  mainframes,  and  to  emulate 
their  workstations.  Since  1981,  CLEO  has 
provided  remote  communications  between 
micros  and  mainframes  for  the  automotive, 
insurance,  medical  and  banking  industries. 
Today  over  44 ,000  CLEO  users  worldwide 
are  running  on  all  major  brands  of  micro¬ 
processors.  The  greatest  number  of  these 
users  run  CLEO  software  on  IBM  Personal 
Computers  and  NETBIOS  LANs. 


Software/Hardware  Package 

Every  CLEO  package  contains  all  the 
software  and  hardware  accessories  needed 
at  the  remote  site.  Your  selected  CLEO,  SNA 
or  BSC  software  is  packaged  with  1)  an 
internal  modem  card  for  dial-up  appli¬ 
cations,  or  2)  an  interface  card  and  cable  for 
use  with  your  existing  modem.  There’s  no 
waiting  for  non-CLEO  add-ons.  And,  you 
get  prompt,  single-source  service.  Package 
prices  range  from  $995-00  for  most  stand¬ 
alone  packages,  up  to  $  2 , 99 5 . 00  for  the 
32-user  SNA  gateway. 

Call  us  today  to  discuss  your  application. 

CLEO  Software 
1639  North  Alpine  Rd. 

Rockford,  IL  61107 
Telex  703639 

Headquarters: 

USA:  800/2 3  3 -CLEO  (2  5 36) 

Illinois:  800/422-CLEO(2536) 
International:  815/397-8110 

Sales  and  Distribution: 

Eastern  U.S.A.:  800/433-CLEO  (2536) 

InMichigan:  31.3/540-4600 
Western  U.S.A.:  800/553-CLEO  (2536) 

In  California:  213/618-0813 
Mexico  City:  203-0444 
Canada,  East:  800/361-3185 
Canada,  West:  800/361-1210 
Canada,  Montreal:  514/737-3631 


